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Let me 

tell you about 
Perfect Circle's 
Doctor of Motors 
Clinic 


I’m pretty proud of that plaque you see over 
my shoulder. You see, I’ve attended three 
Doctor of Motor Clinics and each time I’ve 
learned something new. 


At the last clinic our instructor showed slides 
on the use of PC Power Service products to 
sustain engine efficiency. The time before it 
was on how coolant in cylinders causes scuff- 
ing. Following these films the instructor 
brought us up-to-date on things of current 
interest to our group. The session ended with 
a showing of that famous annual Perfect 


Hagerstown, Indiana 


Circle Indianapolis 500 Mile Race film 
now the film also has some exciting shots of 
Daytona Speed Weeks. 


But best of all is what followed the formal 
meeting. Some of us sat around and gassed 
about engines and things until after one in 
the morning. 


If you possibly can, go to the next clinic in 
your area. It’s great. Any auto mechanic can 
attend and they’re held anywhere PC rings 
are sold—and that’s practically everywhere! 


PERFECT. CIRCLE 


Don Mills, Ontario, Canada 
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SECRET SERVICE TIP FOR YOU. REGULATOR SOUNDS ! 
LIKE A 
RATTLESNAKE / 











The Case of the 
RATTLESNAKE inthe 


LATOR. 
REGULATOR. | 











YOU DIDN'T POLARIZE THE \ BUT HOW CAN I YI 
JIMINY, [ GENERATOR! YOU SHOULD BE SURE WHETHER I 
SHERLOCK{ HAVE CONNECTED A JUMPER- § THE GENERATOR IS EEN POLARIZED, LOOSEN 
-- WHAT \ WIRE MOMENTARILY ACROSS POLARIZED 2 THE FAN BELT. NOW, WATCH 
DO TDD / ne RSS TERMS. WHEN I AGAIN CONNECT 
THAT RATTLE |S THE CUTOUT THIS WIRE MOMENTARILY 
POINTS TRYING TO CLOSE ote a8 TERM “— rs 











WHY THE GENERATOR RIGHT, MIKE. \ 


GEE, SHERLOCK BLUE STREAK'S 
IS TURNING. AND THE } THAT'S YOUR FINAL 


...I WISH I IGNITION SERVICE 
FAN BELT ISN'T OVER / CHECK TO TELL WHEN || KNEW IGNITION fii 


THE GENERATOR THE GENERATOR |S LIKE YoU! 
PULLEY / POLARIZED THE SAME 
AS THE BATTERY. 








MECHANICS - weirs FOR BLUE STREAK 


BULLETIN No. 69-52, “RATTLESNAKES AND 
REGULATORS,” TO STANDARD MOTOR PRODUCTS, INC. 
37-18 NORTHERN BLVD, LONG ISLAND CITY 1,N.Y. 
(become a BLUE STREAK registered dealer 
ond get the complete 472) 

CAN'T, GOT TO READ 

MY BLUE STREAK WORLD'S FOREMOST 

SERVICE BULLETINS / HEAVY- DUTY 
———— IGNITION LINE 


Aico tr 
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REGULATORS + SWITCHES * COILS > CONDENSERS * WIRE and CABLE - 
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THERE’S A PERMATEX PRODUCT TO DO IT BEST 
... MADE FOR THE PROFESSIONAL! 


You spend so much valuable time on all these jobs ... isn’t it logical to do them 
right... with the best products? Permatex products cost no more... yet do 
their jobs better and easier ... make your work look good, last longer, satisfy 
customers more. And they’re all made exclusively for you! Chemical products 
. . made for the professional. 
Send for your copy of the Permatex Catalog . . . which tells you how and 
PERMATEX where to use every member of this famous automotive chemical family. Ask 
your jobber or write us. Order the Permatex products you need! 


PHRMATEHS= 


COMPANY, INCORPORATED 


300 Broadway, Huntington Station, L. I, New York 
Factories: Brooklyn, N. Y. « Kansas City, Kansas 
“There’s a Permatex product for every maintenance need” 


SEALING COMPOUNDS + POLISHES AND CLEANERS + RADIATOR PRODUCTS + SERVICE OILS AND FLUIDS +* HYDRAULIC FLUIDS + SERVICE AND REPAIR PRODUCTS 
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st 
' : AUTOMATIC 

A eo SELF DISPENSING 
. | WATERLESS LIQUID 
a LHAND CLEANER 


, \ USED WITH OR WITHOUT WATER 
\ NEW Auto ew \ NEW, REVOLUTIONARY LiQuID DL 


PE “OUT-DATES” AND “OUT-CLEANS’” ALL OTHER 
\ SELF DIS LIQUID OR POWDERED SOAPS AND 


e 
CONVENTIONAL HAND CLEANERS! 











+ NEW, AUTOMATIC, SELF DISPENSING, 
THROW-AWAY CONTAINER 
No cap to pry off or unscrew. Simple fingertip 
operation releases exact amount you want... 
every time. No waste ! Use to the last drop — full 
32 oz., active product. No bracket needed. Use 
anywhere with or without water. 


CLEANS HANDS CLEANER, FASTER 
Dissolves and lifts out dirt. Instantly and gently 
removes grease, grime, tar, paint, gasket cement 
and other tenacious soil and stains other hand 
cleaners can’t touch. 
CONDITIONS HANDS AS IT CLEANS 
32 oz., self . Contains Lanolin and many other skin-condi- 
container slips easily tioners to keep hands soft, prevent dryness and 
into locker, tool box or =~ chapping...Hexachlorophene G-11 for antiseptic 
glove compartment. : protection to cuts, bruises and sores. Contains no 
abrasives 


New convenience and “~ Used regularly will prevent the formation of 
utility make new : . 4 
ingrained grime. 


DL PRODUCTS, INC. 
47-63 East Market Street, Buffalo 4, N. Y. 


Rush detailed information on new Liquid DL to: 


>| DI, DL PRODUCTS, INC. BUFFALO 4, N.Y. 
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BEAR WHEEL BALANCING 


WEIGHTS 


carry , ‘' WEIGHT with your customers! 
pore 


e ** because extensive national advertising 
has made “‘Bear"’ the trademark motorists 
ee most, want most in wheel balancing and 
alinement service. It's sound business to display 
s. ir Weights. And, you'll have the exact type weight 
igly fit every vehicle. Call your Bear Jobber or write 

BEAR MFG. CO., Dept S-1, ROCK ISLAND, ILLINOIS 


e most famous name in P .r 
BEAR SURETY SERVICE 











Now—a complete radiator shop a 
easy totest,cleanand repair (~=;,yyJ 
radiators. Only 11’ 7” long — 
handles all car radiators, many truck and tractor radiators 
FREE FACTORY SCHOOL will train one of your men...and in 
only a part of his time he will produce nice additional profits 
Many adding $8,000-$15,000 a year servicing radiators 
FREE 48-pg book, all about Inland Radiator Shop, easy-pay 
plan, letters from shop owners 
INLAND MFG. COMPANY, Dept. SA-12, 
1108 Jackson St. Omaha 2, Nebr. 
eae ar mS mE eee eS ee mm Ene 
INLAND MFG. CO., Dept SA-12, 1108 Jackson St., Omaha 2, Nebr. 


Please send free 4b- pg. book describing new 1-Piece 
Radiator Shop, training school, prices, etc. 


FIRM 


PLEASE PRINT 


ADDRESS 


__ 


If dealer, make of car sold 
Are you now operating a radiator Dept.? 
Gan an ae anan an onan an oo ee ease 


I 
i 
=7 
ciTY_ ' 
. ~ | 
j 
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“Bondo helps boost 
our profits” 


says Don Tracy, Foreman 
Don Tallman Paint & Body Co. 
Kansas City, Kansas 


“We have a high volume repair and customizing shop here and naturally 
we use the products which can help us turn out the work faster and 
better at a higher profit. When it comes to the auto body fillers — there’s 
nothing that can touch Bondo for ease of application and dependable 
performance. We know. We've tried the others and Bondo won hands 
down. Our shop has grown 300% in 3 years = so we know what we're 
talking about.” 





BEFORE AFTER 

“We salvaged this old truck to show how good we were “Here's the finished job with the top lowered six inches, 
on body restoration and custom styling. What with rust custom tail lights and the clean cut rear. | used Bonde 
and body holes and out of date styling we really had a a lot on this custom job for fill-in and build-up...and 
job on our hands.” this demo sure helps pull in the business.” 





_ 


Get BONDO, the Fibre- 
glass Body Filler from 
your jobber today. 


WT . ial * 
lic MOTIVE-INDUSTR 


“ AFT and MARINE REPA , 
SS - “ — “a 


———= 


BONDO DIVISION, JAYCEE CHEMICAL CORP., NORTHFORD, CONN. 
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The South's wearing long pants and accumulating plenty of extra shoes. If you don't have 
to travel as much as SAJ editors, you may not realize this important fact. Latest 
dollars-and-cents evidence of Southern growth appears on pages 26 and 27, reveal- 
ing the great beefing up of a one-time skeleton labeled the "Unshod South. 





What's ahead in 1959 for this region? Next month you'll read the statistics 

showing what has happened in the South and Southwest this year and what can be 
expected of the area's slice of the national economy which will be expanding 

in '59. It’s a story of brightness, as bright and cheerful as that coming Yule 
log or the wreath now hanging on your front door. 





Razzle-dazzle is still the order of the day for too many franchised dealers. They continue 
to quote prices to new-car prospects and then squirm, somehow, out of their commitment 
when the time comes to put up or shut up. The other dealers make us do this, they sometimes 
confess. Another factor in the picture is the average low--or non-existent--profit for so 
many dealers, as NADA uncovers on page 11. Some dealers, on the other hand, are shaving 
prices sharply. 





From the Oklahoma dealers’ veteran Manager Roy Tant this bulletin: "Already, 
however, it has been reported to OADA that dealers in certain areas are beginning 
to trade from invoice again. How, in the name of this great industry, they think 
they can long endure in the automobile business by such merchandising measures 

is beyond the conception of any legitimite automobile dealer. The price of the 
automobile is on the sticker. The majority of the automobile-buying public would 
not question the actual retail price as shown, and why should they?” The trouble, 
he asserted, is that a "certain segment of our dealers not only take the initiative 
in the selling of an automobile but they take the initiative in the buying of it 

as well." 





South Carolina wholesalers set a new Southern record last month. Ina few hours at Columbia 
they created the SCAWA witn 43 members (page 35) , whipping the previous top mark set up 
by Kentucky in late Augus*. Today the Southland has far more such state associations 
than any other section of the ccuntry. Where less than six years ago only Alabama and 
Texas had state associations, there are active groups now in Oklahoma, Louisiana, 
Tennessee, Kentucky, Florida, Georgia, North Carolina and South Carolina. These can 
be expected to be important ribs in the consolidated service industries association 
expected to be green-lighted at Chicago in February out of the merger of National 
Standard Parts Association and Motor and Equipment Wholesalers Association. 





With the year about to close, think back of friends departed in '58. Then 
you can appreciate these words by William Henry Harrison: 








In the £ 
cwiomotive THERES NO BUSINESS 
service business... 
LIKE CHEVROLET BUSINESS! 


INDEPENDENT GARAGE OWNER: 


*‘ Much obliged. I can always 
depend on you to help me 
deliver my customers’ cars 
on time.” 


CHEVROLET PARTS MANAGER: 


“Thanks. Prompt service is 
sure important. That’s why 
we carry a big parts inven- 
tory to serve your needs.” 


Here’s why there’s no business 
like Chevrolet business: 


1. Nearly 16,000,000 Chevrolet 
cars and trucks on the road... 
more than any other make. 

2. Your Chevrolet dealer can be 
your one-stop source for 
genuine Chevrolet parts. 

3. Genuine Chevrolet parts are 
built of the same quality of 
materials and to the same 
rigid engineering specifications 
as the originals. 

Your Chevrolet dealer can 
offer profit building service 
aids to help you serve Chevro- 
let owners. 
CHEVROLET DIVISION OF GENERAL 
MOTORS, DETROIT 2, MICHIGAN 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
...HE IS READY, WILLING AND ABLE TO SERVE YOU! 
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Car-Sales Outlook? It's UP ing devoted to the Galaxie. Dealer 


enthusiasm was said to be based 
primarily on the car’s close re- 
RIGHTER days are ahead for franchised car dealers, executives of the semblance to the four-passenge 
“Big Three” told a Southern audience last month. Thunderbird and on its price 
The nation’s economy is “rebounding more sharply than in any advantage 
other postwar upturn,” said Patrick J. Crowley, director of General = 
mega! —— eg yey “All signs indicate that the eng Tarheel Dealer Handles 
a out the ‘rainy day.’ They are out shopping and ready to be Ford and Buick 
Byron J. Nichols, vice-president of Chrysler Corp. and director of 71TH the introduction of the 
its sales subsidiary, declared: 1959 models, Taylor Motor 
“It seems to us in Detroit that this fall of 1958 holds more promise Co., Waynesville, N, C., Buick deal- 
for the automobile industry than any other production period in the ership, took on a Ford franchise. 
last four or five years.” Owner J. E. Taylor said he has 
And Thomas J. O’Neil, vice-president of Ford Motor Co. and a been told his dealership is the only 
member of its dealer relations board, also told the annual convention one in the South handling both 
of the Mississippi Automobile Dealers Association at Biloxi: Ford and Buick. To his knowledge, 
“We anticipate a continuing healthy though strongly competitive he said, it is the only one handling 
automobile market extending on through the mid-1960’s. both cars in the entire country. 
“T think we can all agree that there’s every reason to be confident 
and even a little starry-eyed about the future prospects of ou! Rebuilt Parts Sales Climb 
country and its economy.” 
Rebuilt parts sales this year 
“may well exceed one-half billion 
dollars,” Secretary Charles Hicks 
Aluminum Industries Ford Sets Galaxie Goal of the Automotive Parts Rebuild- 
Acquired by List At Near 100,000 ers Association told the annual 


convention of The Automotive 
f segrsigge= of a majority inter- ewe on advance orders from Warehouse Distributors Associa- 
est in Aluminum Industries, dealers for its new Galaxie tion last month at Kansas City. 
Inc., by List Industries Corp. was series, Ford Division has an- Over 60% of the AWDA members 
announced by Albert A. List, nounced production plans _ for “are profitably distributing one or 
chairman of the board of List, almost 100,000 units within the more rebuilt lines,” he said. Hicks 
and Harrison O. Ash, Aluminum next 60 days. asserted that “rebuilding is ‘on 
Industries’ board chairman. Around 74,000 units will be fire’ in the automotive after- 
List has purchased over 200,- produced by the year’s end, ac- market. Most rebuilders have 
000 of the 313,000 outstanding cording to the company, with 45‘ tripled their business in the past 
shares of the Cincinnati firm at of total production this month be- five years.” 
approximately $2,000,000. List, 
a diversified holding company, ‘ a i aia teal — , 
sees —- ee al w " ifferen 
potas ap RKO Theaters and, through “al ag A cong Say the Galaxie Town Seatesie tn tin Reneemenndl is an 
its subsidiary, Gera Corp., owns pared with the 1959 four-passenger Thunderbird, especially in the roof 
USF-Aspinook Division, Triplex area, but is priced only $48 above comparable Fairlane 500 models. 
of America, Railway Warehouse 
and Otis Terminal Warehouse of 
Cleveland. It also has a large 
interest in Glen Alden Corp. and 
Ward-LaFrance Truck Corp. 
Assets of List and associated 
companies are over $100,000,000. 
At a directors’ meeting Alvin O. 
Herud, president of Triplex, was 
elected president of Aluminum 
Industries, succeeding William 
Clausen, who was named admini- 
strative vice-president. The re- 
constituted board of directors also 
will include Harrison O. Ash. 
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Tht Old Sige Atif... 
“IT’S THE SPIRIT THAT COUNTS” 


-It’s a car to the boy ...a toy to the father... to both a prized possession. 
It’s not the gift but the spirit behind the gift that counts. And with a Christmas message 
it’s the spirit behind the message that counts. Our Christmas greeting is 
not only directed to our dealers as purely business acquaintances but as true friends 
most of whom we have known and worked with for many years. 


It is in this spirit that we wish all of you a Merry Christmas and a Happy New Year. 


ssociates 


SOUTH BEND, INDIANA 





_—_=s; our Own* 
—For_ OM 


ae 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO; 
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:| Looking Ahead * 
ai - 2 oumaananll 
23 en loo 26.25 8 Bie We as fis'o6 2 29 90-9 


DEALERS 





Jan. 31-Feb. 4—Annual convention of 
National Automobile Dealers As- 
sociation, Conrad Hilton Hotel, 
Chicago. 

Feb. 22-23—Annual convention of 
Louisiana Automobile Dealers As- 
sociation, Roosevelt Hotel, New 
Orleans. 

March 22-24—Annual convention of 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birming- 
ham. 

May 10-12 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, Atlanta Biltmore Hotel, At- 
lanta. 

May 17—20th annual convention of 
South Carolina Automobile Deal- 
ers Association, embarking in Arosa 
Sun at Charleston for cruise to 
Nassau and disembarking May 22 

Oct. 18-20—Annual convention of 
Florida Automobile Dealers Associ- 
ation, Robert Meyer Hotel, Jackson 
ville 


Jan, 30-Feb. 3, 1960—Annual conven- 
tion of National Automobile Deal- 
ers Association, Sheraton-Park Ho- 
tel, Washington, D. C. 


GARAGEMEN 


Feb. 20-21—Mid-year meeting of di- 
rectors and advisory council of In- 
dependent Garage Owners of Amer- 
ica, LaSalle Hotel, Chicago. 

June 24-27—Annual convention of 
Independent Garage Owners of 
America, Albany Hotel, Denver, 
Colo. 


WHOLESALERS 


Feb. 2-5 — Automotive Accessories 
Manufacturers of America exposi- 
tion, Coliseum, New York City. 

Feb. 7-8 — Annual convention of Au- 
tomotive Wholesalers of Oklahoma, 
Municipal Auditorium, Oklahoma 
City. 

Feb. 15-17—National convention of 
Motor and Equipment Wholesalers 
Association, Conrad Hilton Hotel, 
Chicago. 

Feb. 15-17—Annual convention of 
National Standard Parts Associa- 
tion, Hotel Sherman, Chicago. 

Feb. 18-21—International Automotive 


Participants in the groundbreaking ceremony for construction of an 
eight-story addition to national headquarters of the National Auto- 


mobile Dealers Association at 2000 K St., 
John Hans Graham, architect, and NADA officials A. 


were (l. to r.): 


N. W., Washington, D. C.., 


Leftwich Sinclair, Jr., director for the District of Columbia; John H. 


Lander, Atlanta, Ga., treasurer: 


Birkett L. Williams, Cleveland, O., 


vice-president; Dean Chaffin, Bozeman, Mont., president: H. L. Galles, 
Jr., Albuquerque, N. M., secretary; Frederick M. Sutter, Columbus, Ind., 
immediate past president: Frederick J. Bell, executive vice-president, 
and Joseph F. Nebel, contractor. Construction on the addition, which 
will double the space capacity of the present building, began Nov. 3. 
It is expected to be ready for occupancy next fall. When completed, iotal 
NADA investment in building and land at this location reportedly will 
approximate $2,000,000. 


Al EN : 
MECHA a8 GINEER Serop NERE@Si ay 


nner 


VY DOLLA bal 0c 
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Service Industry Show, Navy Pier, 
Chicago. 

May 17-19 — Annual convention of 
Automotive Wholesalers Associa- 
tion of Tennessee, Castle in the 
Clouds Hotel, Lookout Mountain, 
near Chattanooga. 

May 17-20 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Royal York Hotel, To- 
ronto, Ont. 

June 22-23—Annual convention of 
Automotive Wholesalers Associa- 
tion of Alabama, Stafford Hotel, 
Tuscaloosa. 


Feb. 10-14, 1960—Automotive Service 
Industry Show, Coliseum, New 
York City. 


March 24-27, 1960—Southwest Auto 
motive Show, Dallas, Texas. 


GENERAL 


Oct. 5-7—Annual convention and ex 
hibit of Truck Body and Equipment 
Association, Sherman Hotel, Chi 
cago. 

Oct. 28-30 — 12th annual convention 
and trade show of Automotive Parts 
Rebuilders Association, Roosevelt 
Hotel, New Orleans. 


Test Field in Florida 
Opened by GM Labs 


NEW ten-acre Florida test field 

for automotive materials was 
opened last month in South Dade 
County by General Motors Re- 
search Laboratories, replacing a 
30-year-old site near Miami's In- 
ternational Airport. 

Besides 750 lineal feet of alum- 
inum exposure racks, the facility 
includes 10,000 square feet of 
building space. The main building, 
fronting 1,000’ along Hainline 
Drive, contains offices, a labora- 
tory, photographic dark room, an 
instrumentation room, humidity 
room, paint spray booth, shop and 
shipping room. Adjoining the main 
building is a 40’ by 60’ warehouse 
and garage. 

On the field itself are 30 panel 
racks for 5,000 individual paint 
sample panels, plus 15 50’ sections 
of racks beneath glass frames for 
exposure of fabrics, plastics, hard- 
ware, finishes and other automo- 
tive body items not exposed di- 
rectly to rainfall. Racks are port- 
able and can be lifted by fork truck 
for removal. 











ments cael 5s on- H = 
poo Now BIG PROFITS 


WAY 
MERCOMATIC ernarLoW in Simple, Easy-To-Do 


ent STRATOFLITE AUTOMATIC TRANSMISSION 


atic and Powertlive ADJUSTMENTS 

The qn ete Tools feature PF 
Band pe emechanisms: a | | 
oot tore Over 33 million cars today are equipped with Auto- 
OR- ther new Automatic matic Transmissions — don’t miss this great service 
there aoe = Gael Boards --- opportunity. You can make external adjustments 
Transmission ° adjustment on every Automatic Transmission with the Tools 
e Throttle Linkog you get on this new Tool Board. It starts you off 
Tools only: + Tools only- right in a profitable business. And, all adjustments 

« Band Adjustmen a can be made without disassembling or dropping the 
send the —, facts! Transmission. “How-To-Do-It” illustrated instruc- 

got me tions are included with each Tool. 














— ; — Keep this profitable work in your own Shop.. . 
a iL THIS COUPON ay Automatic Transmission adjustments, plus extra 
ea Herd —_— — - sales of Transmission oils, add up to real money for 
The New Britain Machine Co., Dept. SAJ-12 setae Ca pone jouer TODAY — find out how 
hse Siditeis dimen i : inexpensively and quickly you can put these Tools 
: : to work. The New Britain Machine Co., New Britain, 

Please send me FREE illustrated catalogs 


I 

I 

! 

I 

P : : ; ! Conn. 
with complete instructions for the adjust- | 

ment of all Automatic Transmissions. I 

l 

I 

! 

| 

! 

I 

i 








Address 





NEW BRITAIN » CONNECTICUT H A N D TOO LS 
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Automotive NEWS BRIEFS 


(Continued from page 9) 





Dealer Profit Stays 0.1% 


_ profit position of the fran- 
chised car dealer remained un- 
changed—a red 0.1%—through the 
third quarter of this year, the Na- 
tional Automobile Dealers Associa- 
tion reported. 

The association’s business man- 
agement survey showed this same 
average as reported at the end of 
June for the first half of this cal- 
endar year. But there were some 
bright spots even to this red pic- 
ture. Said NADA: 

“Perhaps, in view of the very 
sizable job that confronted them 
in July, this should be considered 
as something of an accomplish- 
ment. It is now history that during 
the third quarter, always a haz- 
ardous transition period, the en- 
tire industry joined together to 
bring about one of the most suc- 
cessful inventory reductions in re- 
cent years. 

“At the end of June, according 
to NADA’s six-months survey, pas- 
senger-car stocks averaged 17.1 
per dealer for an estimated total 
of 760,000. Just three months later, 


Glenn O. Keasey, vice-president of 
Associates Investment Co., South 
Bend, Ind., has requested that he 
be retired at the end of this year, 
Board Chairman Robert L. Oare 
announced. The finance executive, 
who has addressed a number of 
state automobile dealer conven- 
tions in the South, will make him- 
self available in an advisory ca- 
pacity, Oare said. He began his 
career with Associates in 1923 and 
the last three years has been in 
charge of the company’s public 
relations, advertising and sales 
promotion department. 


on September 30, the average had 
dropped to eight per dealer, and 
an estimated total of 304,000. In 
that same period, there was a re- 
duction of used-car and -truck in- 
ventories of approximately 100,000 
units. 

“All credit should go to manu- 
facturers and dealers alike for 
working together to accomplish 
this job in an orderly fashion. 

“As was true in the first six 
months, there was a wide variance 
in the dealers’ profit results. 
Among the 58% who finished the 
nine months with black figures, 
those who were operating under 
the most favorable conditions 
found their profit margins quite 
satisfactory. These gains were off- 
set, however, by the substantial 
losses experienced by the other 
42% 

“The total expense average for 
all dealers rose to 15.3% of sales. 
Against this over-all expense 
burden, combined new- and used- 
car operations produced a gross of 
only 9.4%. 

‘“‘Wash-out gross from new- and 
used-car sales was $406, and “car 
absorption” (the ratio of wash-out 
gross, after selling expenses, to 
fixed, or operating expense) was 
31.9%. 

“Entering the new-model year 
with inventories of both new and 
used cars reduced to manageable 
proportions, the picture looked 
considerably brighter. 

“In football parlance, if the 
dealers were in the position of 
making a goal-line stand at mid- 
year, it might now be said that the 
line held and they have the ball, 
ready to take full advantage of 
more favorable conditions during 
the final quarter.” 


IGO of Arkansas Names 
Oril Temple President 


N™ president of the Independ- 
ent Garage Owners of Arkan- 
sas is Oril Temple of Little Rock, 
who was elected for a two-year 
term. 

Officers named for a one-year 
term were Richard Mayes, Fayette- 
ville, first vice-president; Leon 
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Brown, Fort Smith, second vice- 
president, and A. L. McClellan, 
Little Rock, secretary-treasurer. 
W. B. Younkin of Fayetteville, 
Damond Kennedy of Fort Smith 
and Bill Dunnavant of Little Rock, 
with the four officers, comprise the 
board of directors. Bill Blatter of 
Little Rock was elected national 
delegate for a two-year term. 
Chester Bradley, Little Rock, is 
executive secretary. 


Dealers of St. Louis 
Push Stamp Plan 


i Louis (Mo.) dealers handling 
all major brands of automobiles 
have placed combined advertise- 
ments announcing their participa- 
tion in a city-wide sales promotion. 

Nine dealers announced in half- 
page ads in the Nov. 12 St. Louis 
Post-Dispatch and Globe-Demo- 
crat that they now give Dollar 
Stamps with car purchases and 
service business. The stamps are 
redeemable in term life insurance 
policies. 

Participating dealers are Vincel 
Rambler, Auffenberg Buick, Evens 
Oldsmobile, Fred Vincel Co. (Lin- 
coln-Mercury-Edsel), Gene Jant- 
zen Chevrolet, Midtown Ford, Ray 
Rixman, Inc. (Dodge), St. Louis 
Motors (De Soto-Plymouth) and 
C. E. Vincel Pontiac. 


Two Tarheels Are Tops 
In NASCAR Ranks 


B OTH late-medel champion driv- 
ers this year for the National 
Association for Stock Cars hail 
from North Carolina. 

Lee Petty of Randleman, N. C., 
is top driver in the Grand National 
Division, while Bobby Welborn, 
Greensboro, headed the Conver- 
tible Chauffeurs. Petty has never 
been lower than fourth in eight 
years of Grand National competi- 
tion, according to NASCAR re- 
ports. For Welborn, it was his third 
straight year as champion. 


Butts Dies near Dallas 


Henry S. Butts, 64, owner of 
Butts Oldsmobile and Cadillac Co., 
Arlington, Texas, near Dallas, and 
former Oldsmobile zone manager 
in Dallas, died last month follow- 
ing a brief illness. He was a native 
of Cleveland, Mo. 


ih 








When it comes to engine repairs 
people are shopping for more than 
just a low price! 


Shoppers are bargain hunters by instinct, but they want more than just a low 
price — they want their purchases to hold up in use. This is especially true when 
they are having repair work done on the engine in the family car. 

This is the reason why more and more garage owners are switching to the 
installation of Rogers Remanufactured Exchange Engines instead of attempting 
to overhaul wornout engines in their own shops. In this way they can handle more 
jobs and make extra profits. 

Get on this profiit-making bandwagon! You know, too, when you install 
Rogers in your customers’ cars that you have sold them the best, for every Rogers 
engine is completely run-in under its own power, tested on the latest dynamometer 
equipment and fully warranted to give new car performance. Act today! Get the 
full profit story from your nearby Rogers Engine distributor, or write to the John 
Rogers Co., 1060 Huff Road, Atlanta, Ga. 


Make as much as $100 profit 2  @) G E gm S 


on every Rogers Remanufactured DY NAMO- 


METER-TESTED Engine you install! Get R emanu fa ‘on ure re | 


the full money-making story from your 
friendly Rogers distributor E it G | ty £ S 
1060 Huff Rd., N. W., Atlanta, Ga 
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New officers of MADA are (I. to r.): seated, W. T. “Buster” Brown of 
Greenville, retiring president: Jack E. Lee of Forest, president; S. E. 
Kossman of Cleveland, NADA director: standing, Roy D. Burrows 
ef Laurel, secretary-treasurer; H. L. Roberts of Shelby and Harry J. 
Vickery of Houston, vice-presidents, and Carl G. Wallace of Hazlehurst. 
manager. Vice-President John D. Wise, Jr., of Hazlehurst is not shown. 


Car Sales Are Looking Up for 1959, 
Factory Officials Tell Mississippians 


“4INGS definitely are looking up 
for the franchised car dealer, 
the 17th annual convention of the 
Mississippi Automobile Dealers 
Association was told by three top- 
flight car-factory executives at 


of its dealer relations board, as- 
serted, “We anticipate a continu- 
ing healthy though strongly com- 
petitive automobile market ex- 
tending on through the mid-1960’s. 

“T think we can all agree that 


there’s every reason to be confi- 
dent and even a little starry-eyed 
about the future prospects.” 

Patrick J. Crowley, director of 
General Motors’ dealer relations 
section, said that the nation’s 
economy is “rebounding more 
sharply than in any other postwar 
upturn. All signs indicate that the 
public has waited out the ‘rainy 
day’.” 

Birkett Williams of Cleveland, 
Ohio, first vice-president of the 
National Automobile Dealers As- 
sociation, urged the dealers to 
make the most of their service de- 
partment because, “if it is good, 
it will be profitable.” 

Other speakers included James 
P. Taylor, executive vice-president 
of Commercial Credit Corp., Balti- 
more, who asserted that “business 
is better and people are feeling 
better;” Roy C. Adams of Tupelo, 
a highway commissioner; W. P. 
McMullin, Jr., of Jackson, state 
comptroller of banks, and the ban- 
quet speaker, Clayton Rand of 
Gulfport. 

New directors of the association 
are Arch Hardin of Columbus, Bill 
Gulledge of Senatobia, Frank Ba- 
ker of Indianola, Braswell Allen of 
Grenada, G. C. Hankins of Ra- 
leigh, B. J. Milling of Union, B. W. 
Pittman of Poplarville and Jimmy 
Fowler of Jackson 


Biloxi last month. 

“It seems to us in Detroit that 
this fall of 1958 holds more prom- 
ise for the automobile industry 
than any production period in the 
last four or five years,” said By- 
ron J. Nichols, vice-president of 
Chrysler Corp. and general man- 
ager of its sales activity. “For one 
thing, at no time since 1954 have 
the companies brought to the pub- 
lic so much that is new in both the 
outward appearance and in per- 
formance and comfort of thei! 
1959 passenger cars. There is pret- 
ty general agreement that we are 
out of the woods of the recession 
and moving into the clear.” 

He cautioned that “we cannot sit 
back and expect our sales to go up 
merely because general business 
activity is increasing. It’s going to 
take hard, honest selling for the 
automobile dealers to get a fair 
share of the American consumers’ 
dollars.” 

Thomas J. O’Neil, vice-president 
of Ford Motor Co. and a member 


Johns-Manville’s seventh new factory to be put into production this 
year is located in South Chicago and is operated by the Dutch Brand 
Division for the specialized production of pressure-sensitive tapes, 
adhesives and related rubber products. The new facility, which report- 
edly will increase the division’s production capacity by more than 50%, 
features a “combining” machine, said to be the first of its type de- 
signed from factory floor up specifically for laminating parallel 
strands of organic or synthetic materials on flexible sheets. 
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New BY Zippy 


* U-Type Muffler Clamps 


* Universal Tailpipe Hangers 


Complete With Saddle, 
Nuts, Washers. 


Ask your favorite 

wholesaler for a 
complete line of 
Zippy products to- 


day. 


. . . Now Being Manufactured in the South 


Made from Extra Heavy-Duty Metal— 
All Zippy products are manufactured from full-gauge quality steel. Zippy clamps 
and hangers form snug seal when tightened without spreading or warping. 


Individually Boxed or in Bulk— 


Available in all sizes to fit all cars and trucks. 





Available From Zippy: 











ZIPPY TAILPIPE RE- 
PAIR KIT Heavy- 
duty guage pipe ex- 
tension and clamp as- 
sembly. Slip joints in 
8” and 12” lengths 
less clamp assembly 
ZIPPY U-BOLTS— also available. Indi- — 
may be purchased sepa- oo age . 
rately—without saddle, 7. Se. 
nuts and washers. 


UFFLER propucts corporation 


P. O. BOX 492 HOUSTON 1, TEXAS 
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Charles H. “Chuck” Davis, who 
has seen the Florida Automotive 
Wholesalers Association (of which 
he is executive secretary) annually 
whip its own attendance record, 
reported new heights for its annual 
convention at Hollywood Beach 
last month. A record banquet at- 
tendance of 458 was chalked up, 
while over-all attendance at the 
meeting (see page 34) exceeded 
600. The table-conference session 
required 112 tables, largest in the 
four-year history of this event. 


Finance Executive Tells 
Of Old Delta Days 


- Pennirnaigesig his being an ad- 
juster for his company in the 
Mississippi Delta some 30 years 
ago, James P. “Jim” Taylor, exec- 
utive vice-president of Commer- 
cial Credit Corp., Baltimore, Md., 
last month told the Mississippi 
Automobile Dealers Association 
convention in Biloxi: 

“As an adjuster I was assigned 
to the Mississippi Delta territory. 
I was still there in April of 1927 
when the levee broke and I saw 
water ten to 12’ deep in and 
around Greenville and Leland. I 
well remember traveling right 
down the tracks of the Columbus 
and Greenville Railroad from In- 
dianola to Greenville. By boat it 
took us about four and one-half 
hours to make the trip one way, a 
distance of less than 50 miles. 

“One incident I will never for- 
get: When the water was all over 
that part of the country, one of the 
dealers in Greenville, who did 
business with a finance company 
out of Chicago, received a tele- 
gram which read: 

** “Advise immediately how many 
of our cars are damaged by flood.’ 


“Mr. Russell sent back the fol- 
lowing straight-wire collect: 

“Authorize employing deep-sea 
diver with full equipment at $10 
per hour and in about two or three 
weeks may be able to give you the 
information you want’.” 

Taylor is a native of Greenville, 
S.C. 


"59 Used-Car Sales Seen 
Topping Ten Million 


A RECORD of more than ten mil- 
lion used-car sales in 1959 
was predicted by E. F. Wonderlic, 
president of General Finance 
Corp., Evanston, Ind., speaking at 
the National Independent Automo- 
bile Dealers Association’s 12th an- 
nual convention in Chicago. 

Wonderlic told the dealers that 
the used-car market should con- 
tinue to be better than the new- 
car market in ’59, as it was during 
the past year. 

“An average of ‘guesstimates’ by 
manufacturers,” Wonderlic said, 
“indicates that one million more 
new cars will be sold in ’59 than 
in ’58. In the past, almost two 
used cars have been sold for every 
new car sold, which points to an 
increase of two million in used- 
car sales.” 

Wonderlic said that there will be 
adequate finance company capital 
available to finance this increase 
of sales, but added that lengthen- 
ing of credit terms as a sales tool 
is not in the offing, since present 
credit terms are liberal enough to 
provide maximum sales advantage. 


Rubber Powder Seals 
Tubeless Punctures 


A RUBBER powder which re- 
portedly quickly seals the 
hole in a punctured tubeless pas- 
senger tire, permitting motorist to 
drive safely for 48 hours or 
hundreds of miles, has been in- 
troduced by United States Rubbe1 
Co. 

Installation of the powder— 
two-and-a-half ounces to a tube- 
less tire—is said to be simple and 
can be performed at any service 
station. Sealing takes place even if 
puncturing object has not been 
retained by the tire, the manu- 
facturer said. 

The powder does not affect the 
repairability of the tire and does 
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not change the balance or per- 
formance in any way, it was 
claimed, retaining its sealing ef- 
ficiency for the life of the tire or 
until it is removed. After puncture 
is repaired an additional two-and- 
a-half ounces of powder should be 
put into the tire. Product works 
only in tubeless tires. 

Powder becomes a fine rubber 
“mist”? when car is in motion. If 
tire is punctured, the powder 
quickly plugs a hole up to ™%” in 
diameter, it was said. 


20 Southern Dealers 
Win S-P Vacations 


h fpsersens Southern dealerships, 
winners in Studebaker-Pack- 
ard Corp.’s “Outdoor Selling” cam- 
paign, are scheduled for January 
vacations in Hawaii and Cuba as 
first- and second-place awards, re- 
spectively. 

First-place winners Fellows 
Motor Co., Tampa, Fla.; Grover C. 
McQueen, Florence, S. C.; Economy 
Motors, Amarillo, Texas; Collings- 
worth Motor Co., Perryton, Texas; 
Studebaker & Packard of Monroe, 
Monroe, La.; Laird Motor Co., 
Tylertown, Miss.; Jarrett-Chewn- 
ing Co., Inc., Roanoke, Va., and 
Liles and Long Motors, Inc., Rocky 
Mount, N. C. 

Second place winners—Robinson 
Motor Co., Gadsden, Ala.; Mc- 
Goldrick Motor Co., Macon, Ga., 
Parkins Motors, Inc., Charleston, 
W. Va.; Hale Motor Co., Henderson, 
Texas; Emil Vandergriff Motors, 
Grand Prairie, Texas; Enyart Mo- 
tor Co., Albuquerque, N. M.; Jim- 
mie Ruth Motor Co., Oklahoma 
City, Okla.; Powell Motor Sales, 
Warrenton, Mo.; Crescent City 
Motors, New Orleans, La.; Tipton 
Motor Co., Clarksville, Ark.; Bow- 
man Motor Sales, Inc., Washington, 
D. C., and Kern Motor Co., Win- 
chester, Va. 


Delco Radio Names Caserio 


Appointment of Martin J. 
Caserio as general manager of the 
Delco Radio Division of General 
Motors has been announced by GM 
President John F. Gordon. Caserio, 
manager of the Milwaukee epera- 
tions of GM’s AC Spark Plug Di- 
vision since September 1957, suc- 
ceeds Berry W. Cooper. 

(More News Briefs on page 77) 





Tire Dealers from coast to coast 
are growing in size and in profits 


behind the 


NDERBILT 


Tod LINE OF 
SUCCESS” 








Premium V-120 
14 Cushion Master 


the TOP QUALITY AND FS Sport Special 


APPEARANCE On The Tire Market Today! 


MORE SELLABILITY? In every instance. 
Exclusive Unconditional Long-Term Road Hazard Guarantees on every Vanderbilt tire let Princeton 


you give your customers written Guarantee Certificates of up to 36 months against all road d bil 
hazards PLUS a Lifetime Warranty against manufacturing defects PLUS On-the-Spot The Vanderbilt 


Honor System Adjustment Policy — eliminates red tape— makes YOU the boss on tire : 
Adiustments—and the customer YOUR CUSTOMER FOREVER! Premium V-120 
15” 


| VANDERBILT TIRE & RUBBER CORP., DEPT 
404 Fifth A N.Y.18.N Y 
A complete line - 


FACTORY TO YOU, 
that guarantees you to 
beat all competition! 


For your FREE copy of the new booklet- 
WHAT'S THE BIG DEAL IN TIRES, 
just clip, fill out and mail today! 
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These..jj.. Tools Put 


Armature Reconditioning 


Profits in your own Pocket 


Why send armature business — and profits — 
down the street when you can keep them “at 
home” with these low-cost Snap-on armature 
tools? 

No strain on the budget either. You can 
pay out of profits with Snap-on’s popular easy 
payment plan. 

There’s big volume, too. Armatures must 
be kept in top shape to match the heavy elec- 
trical loads put on today’s batteries. It will 
pay you to talk armature with your Snap-on 
man the next time he calls. 


MT-325 ARMATURE GROWLER 


A “must” for reconditioning generators, 
starting motors. This new heavy-duty growl- 
er uncovers type of defect, pinpoints its lo- 
cation— spots defective wiring, poor con- 
nections, severed coils, transposed leads, 
grounds, open circuits. Two heavy-duty, 2- 
way switches, one for on-off, the other for 
high-low resistance. Special isolation coil 
winding eliminates shock hazard. Unit com- 
plete with 0-30 ampere meter, extra-heavy 


AT-2X ARMATURE RECONDITIONING TOOL SET power cord, two safety-tip insulated probes, 


This inexpensive tool turns down armatures with same adjustable bar-to-bar probe, test light. 


precision as expensive lathes and does the job faster ~— 
without removing back plate. Requires no motor, no special 
centerless chuck. 

Armature lowers automatically as cut is made. Cutting 
depth controlled to finest shaving. Interchangeable collets 
adapt tool to various size armature shafts. Tool locks in 
vise or fastens on special metal holder (see photo). 


UC-6 MICA 
UNDERCUTTER 


Precision-built to do a su- 
perior undercutting job, 
the UC-6 handles wide 
range of commutator sizes 


without frequent adjust- sald 
meent. Self-cleaning blade AT-2X Reconditioner, AT-3-1 Stand, AT-3-2 


pee ‘ : Baseboard, UC-6 Undercutter, and MT-325 
eliminates chip packing. 


Three blade widths, .015”, Growler. 
020”, .025”. 
Available on convenient credit terms. 


Cc oOo R PF R A T 
8052-L 28th Avenue ° Kenosha, Wisconsin 
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“When I'm through with this job 


it will be good as new” 
WITH FEDERAL-MOGUL ENG/NEERED BEARINGS 


He will get exactly the right type of bearing 
needed to restore like-new performance and long 
mileage to this engine. He will get standard or 
undersize exactly according to his needs. He will 
get the right con rod bearings, reconditioned or 
rebabbitted rods, the right bolts and nuts, the 


right cam bearings, the right piston pin bushings. 
With over 5,800 numbers in the Fm line, he gets 
a complete, quality service . . . plus prompt 
service from his Federal-Mogul Jobber. That’s 
why most mechanics prefer Fm replacement 
bearings for any overhaul job! 


FEDERAL-MOGUL SERVICE 
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C+ (<<>> Zan This will make 
your autobody 


ILLERit? 


CURE-;7 4-20 
Powder 


FILLERit¢ 


repairs FASTER . . 


“FILLERite 


SYSTEM 4 


© HOURS FASTER... than old-fashioned methods. 


* CUTS COSTS, INCREASES PROFITS. 


* ECONOMICAL . . . a 3-pound can takes the 
place of 18 to 20 pounds of solder. 


* NON-TOXIC... 
ard. 

SIMPLE, EASY TO USE .. . only one powder cata- 
lyst to add. No sloppy liquids. No exact 
measurements . . . and you control con- 
sistency and working time by simply add- 
ing more or less powder. 

DOES A BETTER, STRONGER-THAN-NEW JOB .. . 


that pleases customers, insures your 
reputation. 


no Glass dust, no fire haz- 


... the exclusive POWDER catalyst 
that lets you control consistency 
of the mix and curing time! 


® PERMANENT .. . bonds positively. Won’t 
shrink, crack or soften. Not affected by 
gas, oil, salt water or most solvents. 


* TAKES A MIRROR-SMOOTH FINISH . . . and can 
be sawed, filed, sanded, drilled or tapped. 


® TAKES ALL PAINTS ... 
ers needed. 


SEND NOW FOR YOUR hw Booblet 


. that tells you all about FILLERite and 
proves how this modern system for autobody 
repair will save you time and money. Just fill 
in and mail the coupon below. 


no special fillers or prim- 


FORMULATED AND MANUFACTURED BY 


BAIRD DYNAMIC CORPORATION 


1700 STRATFORD AVENUE, 


DO OO OD DO AD OD 


Fle Dutch Cp 


rtunities are pi oes for 
rs stocking fast-selling 
territories are still open. 


table business 
distributors and jo 
FILLE . Many 
ps a are interested in a "a dstributorship. check off 


in the coupon below . . . and mail today! 
Lt I would like complete information on 
FILLERite. Please me my free cop, of 
Circular No. 100. 
{J I am interested in a FILLERite distributor- 


at. ae 


wus I a at a la Fete a a ali ae Soe ao ts i nl 


STRATFORD, CONNECTICUT 


CO OD OD Oe DOr Ore Srerrethe Byrne Oo 


BAIRD DYNAMIC CORPORATION 
1700 Stratford Ave., Stratford, Conn., U.S.A. 





NAME 





COMPANY 





CO. ADDRESS 





city —__. STATE 





MY SUPPLIER IS 





STREET 














‘ 
mitt gree 
s . litt by j 


ae — 





Visit our Booth # 13 at the National Automotive Distributors Association Show in Chicago, January 31 to February 4. 
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Turn Ignition Troubles into Cash 
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Serve, Sell and Excel 


with NIEHOFF ignition oS es os A 


Vee 





parts and testing equipment SSG Gi se 


Start right out being an ignition expert with satisfied 
customers praising your service. Proper testing equip- 
ment and Niehoff ignition parts make a prospect of every 
car that turns into your place of business. Every sale a 


profit. Small invested capital brings big returns—lets you 


SERVE all makes, all models of cars, trucks, tractors 


and small engines. 


SELL ignition “know how’. Niehoff makes it simple to Excel in Tune-up Service 
select, install, satisfy. You become an expert. Cabinet Now you can get Niehoff port- 
able ignition testing equipment to 
scientifically handle major and 
minor tune-up jobs. The cost is low. 
Write for details. 


stock system means no high inventory cost. 


EX CEL— Quality so superior repeat business is automatic. 





Ask Your Niehoff Jobber Now! 


“" NIEHOFE. co. 


Main Office and Factory: 4925 Lawrence Ave., Chicago 30, Ill. 


WAREHOUSES: 95 Pine St., N.E., Atlanta 3, Ga.; 2715 Main St., Dallas, Texas. 
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Young men who enjoy 
tinkering with Dad's 
car have wound up in 
taking training to be 
on our shop's force. 


r 


“HE ever-increasing number of 
foreign cars appearing on the 
streets has posed these questions 
to dealers considering the addition 
of a foreign line: 

Do we have the skilled me- 
chanics to service this foreign 
product? 

Is special training required to 
service the foreign engine? 

Or do we have to get mechanics 
from abroad? 

Dealers have heard reports of 
shops importing German mechanics 
for German cars and Italian me- 
chanics for Italian cars. Aware of 
the prevalent shortage of skilled 


SOUTHERN AUTOMOTIVE 





SOUTHERN 
AUTOMETIVE 
J@URNAL 


Our recipe has produced 
technicians we needed! 


Training f 


A brief history of the foreign car is sketched before 
the student mechanics undertake to study the engine. 
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By EDWARD K. GAVIN 


Service Manager 
Connecticut Avenue Motors, Lid. 
(Volkswagen) 
Washington, D. C. 


mechanics on cars of domestic 
make, dealers accept this as en- 
tirely credible. But is it necessary? 

There is absolutely no need to 
import skilled foreign labor. I have 
lived in many foreign lands work- 
ing with foreign mechanics on 
European and British cars, and I 
have yet to meet the equal of the 
American high school boy in his 
quick grasp of mechanical method. 


1958 


Learning from an experienced mechanic is just part of the program. 


or Foreign Service 








As you would figure, an apprentice is expected to con- 
sult the technical manuals kept in the firm’s library. 
























He has had the advantage of 
tinkering with his father’s car or 
building an engine of his own, or 
has earned his way working for a 
filling station. The comparable 
foreign youngster got his academic 
training at school, mastered his 
theory, but has never had the op- 
portunity of putting theory to prac- 
tice. 

The young American is a natural 
for the foreign-car shop. I would 
say that the car dealer is at an ad- 
vantage if he avails himself of this 
teenage car enthusiast and puts 
him through a training program. 
We experienced a skilled labor 





Service Manager Gavin interviews a young applicant who, quite possibly, 
may soon be taking the instructions on servicing the foreign-make cars. 


shortage until we adopted our 
training program three years ago. 
Today we have a topnotch mechan- 
ical staff of 18, numbering among 
our journeymen, learners and help- 
ers many of the teenage boys who 
came to us from vocational or trade 
school, a diploma in their hands, 
with no other experience than on 
Dad’s car or the souped-up model 
they had assembled and made run. 

Having followed closely such 
magazines as Sportscar they are up 
on current car trends and engine 
designs. Sometimes we get the vet- 
eran who has been overseas and 
has brought back a foreign car. 

We find the experienced shop 
mechanic who has spent all his 
working years on American cars 
not as adaptable. He resists step- 
ping back in his training to the 
simpler engine to be found on the 
foreign car. To him it is a scaled- 
down model of the American car of 
ten years ago. He has become ac- 
customed to the complex unit. 
Moreover, under a shop’s 50-50 pay 
plan he has pressed himself into 
hasty, sometimes less-than-top- 
quality workmanship as he strove 
for volume. 

We, on the other hand, have our 
mechanical staff on weekly salary 
because we are convinced that 
quality workmanship ties in with 
the security of weekly pay. The 
prospect of steady employment 
with the rising sale of foreign cars 
spells stability and steady earnings. 
We have practically no turnover 
among our mechanics. 

When we take on the young man 
between 18 and 30 years as a gen- 
eral helper, we start him on a 30- 


22 


day training period under the su- 
pervision of one of our skilled me- 
chanics and place him at doing 
minor adjustments. He may do 
minor tune-ups, brake and clutch 
adjustments, and carburetor ad- 
justments with his work checked 
by his overseer. Upon the comple- 
tion of his first 30 days, he is placed 
as a general helper with another 
skilled mechanic for 30 days to get 
a variety of experience, since no 
two skilled mechanics work the 
same way. 

Again he will be doing minor 


adjustments on carburetor, clutch 
and brake, assisting his supervisor 
wherever he can. During these two 
months he receives $60 a week. 
Technical bulletins from our l- 
brary are made available to him, 
discussion of technical methods 
taking place at our weekly meet- 
ings attended by a full staff. 

We do not have the private con- 
ference with each individual learn- 
er on his performance or short- 
comings and strong points. At our 
meetings, where he learns why a 
mechanical repair or procedure is 
handled the way it is, he may raise 
questions and receive individual 
help on what is expected of him 

In his turn he may point out to a 
supervising mechanic any criticism 
he may have of his instruction 
There is a_ give-and-take that 
brings into the open correct and 
incorrect procedures, and_ the 
soundest practices come to the fore 

The 60-day training period has 
been a test of a new helper’s me- 
chanical aptitude and adaptability 
to the car he is going to service 
We determine at this point wheth- 
er he is to be retained. If so, he is 
given a full week of school under 
a factory representative. From 
Monday through Friday for eight 
hours a day, he is instructed in the 
complete operation and repair of 
the Volkswagen. 

He takes an examination to earn 
a certificate qualifying him as a 
junior mechanic, being graded on 
both his classroom work and ac- 

(Continued on page 60) 


“ ..and that’s the brake.” 
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Why Imported Economy Cars 
Are Going to Zoom in ‘59 


By JAMES C. DOWNING* 


President, Southeastern Sports Car Center 
Aflanta, Ga. 


7% 
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Sales of "compact" economy cars in this country should reach a million 
by 1965, asserts this dealer who lists ten reasons for their popularity. 


| geo of the many advantages 
which the imports possess, I 
believe it reasonable to predict 
that 450,000 imports will! be sold in 
1959. This compares with antici- 
pated sales of 325,000 units for 
1958. 

(Sales of the “compact”? Rambler 
American and Studebaker Lark, 
domestically produced, might pos- 
sibly reach 100,000. This would 
constitute an addition to total 
“economy” car sales in 1959.) 

Sales organizations of nearly all 
the importers are improving, and 
almost without exception the vari- 
ous companies realistically expect 
to sell more cars. 

Renault, for example, expects to 
double sales in 1959. Another large 
body of dealers—the Chrysler 
group—is coming into the import 
“lineup” with Simca, and this will 
increase the exposure of imports. 

During 1959, more outlets will 
be established in the “interior” 
states, such as Ohio, Indiana and 
Illinois, where the penetration of 
import gales in 1958 was low be- 
cause importers simply haven't 
“invaded” those areas to the ex- 
tent they have penetrated the more 
accessible coastal states. 

In Ohio and Indiana, for ex- 
ample, the penetration of imports 
in September was only four per 
cent. Additional penetration in 
the interior states, therefore, will 
be one of the important factors ac- 
counting for larger imported car 
sales in 1959. 

Higher prices for American cars 
in 1959 will “push” many pur- 
chasers toward the import, where 
prices are generally the same as in 
1958 or even reduced as with the 


*Excerpts from an address before 
the annual convention of the Amer- 
ican Finance Conference at Chicago 
last month. The speaker has been in 
the new and/or used-car business 
for more than a decade. He is a 
former federal government econo- 
mist who has addressed many dealer 
gatherings and is a former officer of 
the Georgia Automobile Dealers As- 
sociation and a past president of 
what was then the National Inde- 
pendent Automobile Dealers Associ- 
ation (now National Used Car Deal- 
ers Association). His firm today 
handles a variety of foreign makes. 


Morris ‘1000” series two-door, 
which has a price reduction for 
59 of $210! 

In my opinion, the public will 
buy increasing numbers of im- 
ported economy cars in 1959 and 
in the years ahead for the follow- 
ing reasons: 

1.—The initial cost is less than 
for one of the “Big Three.” 

2.—Gasoline consumption is low, 
frequently only 25% as great as in 
a standard-sized American car. 

3.—Quality of workmanship and 
materials is high, a fact which the 
American public recognizes and 
appreciates. 

4.—The cars are fun to drive, 
which gives rise to the fact that 
many people consider their econ- 
omy car a “family sport sedan.” 
Once a woman drives a small car, 
she is very likely to “stay” in one. 

5.—Monthly payments are lower 
than for a new “Big Three” car, 
and are often lower than could be 
obtained on a good used car be- 
cause longer terms are usually 
available. 

6.—Maintenance costs, such as 
tires and repairs and other as- 
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sociated expenses, are lowe! 

7.—The usual six months’ fac- 
tory guarantee for parts and labor 
gives the purchaser confidence in 
the product. 

8—Smaller cars are easier to 
park and easier to drive under 
crowded street conditions such as 
those found in nearly all our large 
cities. 

9—The number of American 
car models selling for less than 
$2,000 is about seven; there are 71 
imported car models selling for 
less than $2,000. The low-price car 
buyer, therefore, has very little 
choice among American car offer- 
ings in his price class. 

10.—To drive the economy car 
is now considered the “smart” 
thing to do—no longer does the 
size of the car indicate economic 
status. 

By 1965 annual “‘small’”’ economy 
car sales can reasonably be ex- 
pected to reach 750,000 units in the 
United States. This total would in- 
clude cars under 60hp such as the 
Volkswagen, Renault, Anglia, Mor- 
ris, Metropolitan, Simca and Fiat. 

The number of “‘compact” econ- 
omy cars sold annually can be ex- 
pected to reach 1,000,000 by 1965. 
This type includes cars of less than 
100hp, such as the Rambler Amer- 
ican, the Studebaker Lark, the 
larger imports such as the Peugeot, 
Volvo, Fiat 1900 series, Ford 
Zephyr and such other “compact” 
American cars as might have been 
developed in the United States by 
that time. 

“Small” economy and the some- 
what larger “compact” economy 
cars, in other words, should by 

(Continued on page 52) 





How the Leasing Industry 


URING the past two or three 

years the large automotive 
manufacturers have been urging 
their dealers to engage in the leas- 
ing of passenger cars and trucks in 
their own localities. 


By THOMAS P. GARDEN 
President, Motor Leasing Corp. 
Atlanta, Ga. 


During the very recent past the 
leading automobile finance com- 





The Author's Advice to Dealers 


should carefully consider the following factors: 


you into sufficient lease volume to cover the additional overhead that 
will be created? 

(b) Management—Do you have a manager with any previous 
experience in leasing? Does he think in terms of long-range profits or 
does he think like a retail salesman? 

(c) Acquisition costs—Are you prepared to set up a promotional 
fund sufficient to cover the costs of getting into business and high 
selling expense? 

(d) Long-term commitment—When you enter into a mainte- 
nance-type truck lease, do you realize you are committing yourself to 
service these vehicles, at the quoted rate, for a period of four to five 
years? Be sure to have the terms of the contract so that you can cancel 
on reasonable notice and the lessee obligated to purchase vehicles if 
eancelled by either party. 

(e) Risk—You would lease trucks for the entire useful life of the 
vehicles with lessee buy-back clause at book value if cancelled prior 
to expiration. 

However, on a “flat rate” passenger-car lease you would have the 
lessee committed to one or two years, returning the car to you at a 
book value of perhaps 40% to 50% of its original cost. Are you prepared 
to gamble on the used-car market (two years hence) to that extent? 

(f) Servicing—Are you prepared to establish separate shop fa- 
cilities if you venture into truck leasing—maintenance type? You will 
not be able to include in your lease rate a sum sufficient to absorb the 
charges of your service department at retail prices. (However, on “‘flat 
rate” passenger-car leases you can probably absorb service department 
charges.) 

(g) Mechanic training—Are you prepared to train your me- 
chanics to become “preventive maintenance men” instead of “parts 
changers’’? 

(h) Are you prepared to set up your leasing venture as a separate 
business rather than a department of your dealership? If you do not, it 
will get lost in the shuffle as the goals of the dealership are usually 
at cross purposes to leasing. 

In talking to many dealers over the years who are planning to 
enter the lease field, the writer has found that the similiarity between 
the two businesses has confused them. Leasing is a separate and dif- 
ferent business and will not lend itself as a department of a dealership. 

Many dealers have successfully struggled through the promotional, 
“setting-into-business” phase and are operating profitable leasing 
companies. 

Just be sure you are prepared to carry through before you plunge. 
A small, unprofitable leasing company is not an attractive business if 
you want to sell out. 

In spite of obstacles, it is no more difficult to engage in the leasing 
business than any other venture that requires adequate financing and 
efficient management. The fundamentals have been established, the 
pioneering phase completed and the pattern is set for enterprising busi- 
nessmen to follow with success. 





Automobile dealers planning to venture into the leasing business |} 


(a) Money—Do you have adequate sources of financing to get 








panies have organized their own 
leasing companies and are present- 
ing their dealer contacts with var- 
ious plans designed to allow them 
to get “into the act” and to assist 
the dealers to combat loss of sales 
to non-affiliated lease companies. 

From the sudden burst of activi- 
ty one would think that a new in- 
dustry has been born overnight 
The reasons for the increasing in- 
terest of the factories and finance 
companies is readily apparent. It is 
estimated that upwards of 450,000 
vehicles will be purchased by (and 
these purchases controlled by) in- 
dependent leasing companies this 
year. And the trend is towards a 
continuing control of a larger por- 
tion of the market in the future. 

This trend is worrying the fac- 
tories. It threatens to upset thei 
traditional control of the sale of the 
product through their dealer or- 
ganizations. It disturbs the auto- 
mobile finance companies because 
leasing companies finance thei! 
purchase of vehicles by direct bor- 
rowings from banks and othe: 
money sources. Therefore, their 
financing of cars at retail is being 
bypassed for this portion of the 
market. 

As the writer has been connected 
with the leasing industry since its 
inception, it may be interesting to 
look back into the history of the 
industry, a history covering a pe- 
riod of approximately 30 years, to 
see how, why and where it origi- 
nated and the reasons for its con- 
tinued growth. 

Pioneering phase of leasing 
Truck and car leasing is an out- 
growth of the car rental or drive- 
it-yourself business and is today 
still confused in the public mind 
with short-term rentals. 

The Saunders Drive-It-Yourself 
System was the originator of the 
idea of renting automobiles to the 
individual by the hour, day or 
week. Started in 1917 by Joe 
Saunders in Omaha, Neb., it found 
a great demand for the old “Model 
T” from individuals who did not 
own one. This was before John 
Hertz originated his Hertz System 
in Chicago. 

Saunders System grew into a 
chain operating in 150 cities, but 
being too expansion-minded it was 
unable to survive the depression 
and went bankrupt in 1931. 

Full maintenance truck leasing 
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Grew Up 


is primarily the rendering of a 
service by the lessor to provide 
freedom from the operation of a 
sideline business, such as_ truck 
maintenance, by the lessee. The 
make of vehicles used under lease 
is incidential thereto and the re- 
lease of capital frozen in non-pro- 
ductive truck equipment is secon- 
dary to the servicing angle. 

Maintenance leasing, as contrast- 
ed with short-term car and truck 
rental, began in the late ’20’s. It 
must be remembered that the 
trucks of that era were very in- 
adequate and unreliable. Manufac- 
turers did not produce a well-en- 
gineered truck, suitable for high- 
way use, until the early ’30’s. It 
is generally believed that the true 
maintenance lease was first orig- 
inated by Metropolitan Distributors 
in New York City during the late 
°20’s. The way this came about il- 
lustrates the economic justification 
for the maintenance leasing in- 
dustry. 

Metropolitan Distributors was 
originally a storage garage outfit 
located in Manhattan. It began to 
render more and more service to 
its storage customers until finally 
the bright idea occurred to some- 


Thomas P. Garden got into “leasing” when, as a student at the Univer- 
sity of Alabama, he began renting Model T’s to fellow students and 
townspeople at Tuscaloosa. Subsequently he sold out to the Saunders 
Drive-It-Yourself System and was with that firm at Memphis before 
going to Atlanta 20 years ago. His present connection began 14 years 
ago. Over the years he has written many papers on the leasing business. 


one that it could 
trucks for its customers, lease them 
for fheir useful life and furnish the 


customer a complete maintenance 


service which would include all 
operating expenses with exception 
of the driver. This idea was helped 


along in downtown New York by 


the fact that the companies owning 
trucks were faced with a continual 


USUAL TYPES OF LEASE CONTRACTS 
FULL MAINTENANCE TRUCK LEASE: When the leasing company | 


(lessor) purchases a truck or trailer designed for lessee’s needs and enters 
into a long-term contract to sell him exclusive use of the vehicle for its entire 
useful life at a predetermined rate. The lease rate includes all expense of 
operation (except the driver) and complete maintenance service. 

PASSENGER-CAR LEASE TYPES: 

1.—“Flat-rate type”—The lessor purchases a standard type and make of 
passenger car, for the exclusive use of the lessee, and leases it at a pre- 
|determined flat amount per month for a portion of its useful life (usually 
one or two years). The amount of the rate determines what operating ex- 
penses are paid by the lessor. Under the truck lease above, the vehicle is 
completely depreciated. Under “flat-rate” car leasing the car is only partially 





depreciated and must be disposed of by the lessor, in the used-car market, | 


at his own risk. 


2.—Finance-type of lease (sometimes called cost-plus type)—This type | 
|has appeal to large national companies whose operations and vehicle popu- |} 


equipment. 





3.—Lease of specialized types of vehicles, equipment and machinery— 
These contracts are similar to finance-type of passenger-car leases with 
maintenance expense borne by lessee. It is now possible to lease almost any 
type of manufactured product. In order to conserve capital, national com- | 
panies are exploring this new leasing field. 
How does leasing differ from car and truck (drive-it-yourself) renta’| 


jlation are widely scattered. Vehicles are purchased for exclusive use of 
lessee’s company, on specifications furnished by lessee, and placed into their 
service at an agreed discounted price. The cars are withdrawn from service | 
jat the option of the lessee who participates in the gain or loss when used | 
| car is disposed of by lessor. All expenses pertaining to operation are borne | 
| by lessee. The appeal here is the release of capital previously frozen in such | 


| business? Rental cars and trucks are drawn from a pool of standard-type | 
| vehicles kept on hand by the rental company and rented for short periods to 
anyone desiring to use them. The charges are at retail rental rates and can 


be adjusted up or down at anytime. 
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purchase the 


shortage of storage facilities 

Anyway, the idea of the lease 
was born there and spread, as far 
as can be determined, to Boston 
and Philadelphia. In Boston a Mr. 
Richard “Dick” Robie was operat- 
ing as a Hertz car rental licensee. 
Originally financed by the “risk 
taking” Massachusetts Investment 
Trust and assisted by the aggres- 
sive First National Bank of Boston 
in his financing, Mr. Robie has be- 
come the most fabulous character 
that leasing has produced. 

In Boston in 1930, with the de- 
pression deepening, a leasing com- 
pany was formed by Messrs. Eld- 
ridge W. Reese and J. Dallas Cor- 
biere. The reason for the formation 
of this company is interesting. The 
purpose was to fill a huge Back 
Bay storage garage with revenue- 
producing vehicles to replace the 
fast-evaporating limousines of the 
depression-hit Bostonians. 

This company, known as Uni- 
versal Motor Mileage Corp. (later 
sold to the Columbia chain, with 
St. Louis headquarters), probably 
produced, under the direction of 
Mr. Reese, the finest statistical 
records of basic truck operating 
costs in the industry, which was 
used to control and budget ex- 
penses and became a model system 
to be copied by others. 

It is necessary to clarify some 
of the differences between truck 
leasing that includes all operating 
expenses in a predetermined lease 
rate as against other types of leas- 

(Continued on page 72) 
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These 67 parts, made of aluminum and shipped to Ford 
assembly plants over the entire country, show clearly 
how the lighter metal is accounting for 50 or more 
pounds in so many American-made cars today, in con- 
trast to its rare appearance in this field a few years 
ago. These parts include nine different numbers of 
pistons and such items as front cylinder covers, an oil 


pump body, two transmission cases, three stator- 
converters, two windshield wiper housings, four 
converter stator thrust washers, transmission governor 
valve body, piston retainers, transmission rear and froni 
clutch pistons and many others. All are die-casi 
parts except for permanent molded pistons and 
automatic transmission case, according to Ford officials. 


‘Fue great industrialization of the 

South is symbolized by what’s 
happening in the TVA basin in 
Northern Alabama adjacent to 
Wilson Dam, where Ford is casting 
67 parts from aluminum for its 
1959 models and may soon be up- 
ping the variety of parts. 

In fact, Abram D. Reynolds, a 
vice-president of Reynolds Metals 
Co., which supplies Ford the 
molten metal from its mammoth 
reduction plant nearby, believes 
it’s possible “right now” to produce 
an all-aluminum car. 

Representatives of the nation’s 
top automotive and industrial press 
saw for the first time last month 
what you are seeing on these pages 
—seeing the manufacturing proc- 
ess from the time a carload of 
alumina is dumped until it be- 
comes aluminum to be hauled a 
quarter of a mile away to the Ford 
plant, where it is cast into a wide 
variety of parts ranging from .053 
to 24 pounds. 

A $65,000,000 expansion now 
underway at Reynolds’ alloys plant 
will be highlighted by the world’s 
largest aluminum hot rolling mill 
—a block-long giant headed by a 
170”-wide breakdown mill. 

The Reynolds facilities there can 
produce more aluminum than the 
nation was consuming prior to 
World War II, company officials 
said. 

C. H. Patterson, the Ford vice- 
president in charge of the power 
train group, predicted that within 
five years the average passenger 
car would contain 100 to 120 
pounds of aluminum, but “many 
problems must be overcome” be- 


By BILL HERBERT 
Editor 


fore an aluminum engine block 
could be born. 

Nevertheless, he asserted, “there 
are many other components of to- 
day’s car—radiators, brakes and 
wheels, as examples—that  po- 
tentially might be made of alum- 
inum. There undoubtedly are 
others, and there certainly will be 
aluminum applications for parts 
which haven’t yet reached the 
drawing boards. 


“In fact, any moving part in the 
car is subject to consideration for 
replacement by light metals. The 
lighter a part is, the easier and 
more economical it is to propel it 
and stop it.” 

The all-aluminum car visualized 
by Vice-President Reynolds would 
be “competitive in cost with cur- 
rent production, weigh 60% less 
and set off a chain reaction of im- 
proved performance, economy 
beauty and diminished warranty 
not otherwise available.” 

How would he build such a car? 

(Continued on page 56) 


Aluminum transmission valve bodies are among the 67 aluminum parts 
produced at Sheffield. A scoop of metal taken from the small holding 
furnace (right foreground) is formed into complex part by die casting. 
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A five-minute look can mean a job. 


Ov five-minute look at the 
wires under the hood brings 
us a sizable and profitable volume 
in electrical work—one-third of 
our gross volume. The annual 
10% gain we have had in this 
work comes from the time we take 
to make a quick visual inspection. 

The customer may not have 
come in with electrical trouble. 
He may have wanted a brake job. 
But looking at the battery condi- 
tion, for wiring rubbed bare in 
spots, for acid-eaten wires, ex- 
posed with insulation gone, wires 
cut in two, loose and dirty wires, 
we hit on potential trouble. 

We are saving a customer costly 
damage from bad batteries, burn- 
ed-up generator and voltage regu- 
lator. It’s one way of making real 
friends of customers. It’s a service 
they never forget and come back 
to you from 75 miles away. They 


Notice where wiring has been exposed here, Raymond 
A. Moore points out to a regular customer of his shop. 


We Watch for This Plus Business 
Every Time We Raise a Hood! 


Worn Wiring Yields 
a Third of Our Volume 


By RAYMOND A. MOORE 


Owner, Moore’s Repair Shop 
Berkeley Springs W. Va. 


tell their neighbors, and what’s 
better than word-of-mouth pro- 
motion? 

Seven out of ten cars giving 
trouble may have electrical de- 
fects. It is volume there for the 
asking because ten out of ten cus- 
tomers who are shown electrical 
trouble get the significance im- 
mediately and assent to a repair. 

When we note wiring damage, 
we always enter on our repair or- 
der recommendations for its re- 
pair. This is done for two reasons: 
a record for the customer of work 
that should be done, a record to 
clear ourselves if the work should 
be neglected. We do this on all 
repair work. 

It is that five-minute inspection 
that pays off. Here is the kind of 
thing we mean: 

A customer came in for a brake 
job and we noticed a corroded bat- 


tery. Corrosion can happen over- 
night. After we pointed it out, the 
customer said that he had had 
trouble keeping his battery up. 
There was a leak and it shorted. 
We removed the battery and 
cleaned it. We looked over the 
generator. We found loose wires 
at the current regulator at time 
of testing the charging system for 
current. All loose wires were 
tightened up. We explained that 
on a long trip his generator might 
have burned up or his battery be- 
come ruined if this had not been 
taken care of. The sale came to $8 
—and a steady customer for us. 
We noticed on a ’57 Ford that 
came in here one day in a storm 
that the car did not idle when 
stopped. Mentioning that we would 
like to check up, we were told by 
the customer that “it is in my car- 
(Continued on page 56) 


Generators are checked, as shown here, to make certain 
a car’s electrical system is in an efficient condition. 
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Reaping 
Radiator 
Repairing 


By C. Thomas 


uy Ward, with no previous ra- 

diator repair experience, o- 
pened Dyer Radiator Service in El 
Paso, Texas in February 1958 in a 
little, off-beat building. By Octobe: 
—seven months later—he was av- 
eraging eight completed jobs daily 

Guy Ward isn’t the type of man 
to open any kind of business and 
rear back to wait for success to 
overtake him. 

“The radiator repair business,” 
he said, “isn’t one that you can sit 
back and wait for. You have to get 
out and hustle up the business.”’ 

For several past years, Ward 
operated super - service stations 
around El Paso. He wanted a 
change. The radiator repair pos- 
sibilities looked promising to him, 
not because there was a dire need 
for such a service, there being 28 
radiator repair shops listed in the 
local telephone directory’s yellow 
pages, but he reasoned if there 
were already 28, there was room 
for one more. And it couldn’t be a 
business that was new and untried. 

First, he got in touch with the 
radiator manufacturer. What this 
Texan didn’t want was home-made 
equipment that would be awkward 
to use. Out of the local shops he 
had investigated, he found only one 
that was equipped as he preferred. 
It didn’t take anyone to point out 





Top: There are two test tanks now 
where seven months ago there was 
one. Guy Ward is at the nearest 
one. Center: You don’t reach down 
into this boiling-out tank with a 
hook to snake-out a boiling-hot 
radiator! It’s raised on an elevator 
by a motor. Radiators are lowered 
the same way, eliminating any 
possible splashing. Bottom: The 
flow tester eliminates 98% of the 
time-consuming rodding-out, Ward 
has found. 
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Eight complete radiator jobs come from this modest shop on an average day. 


its advantages. 

“This is an era of efficiency,” 
said Ward, “and it takes engineered 
equipment to turn out work profit- 
ably.” 

Ward was advised what equip- 
ment he would need to get started. 
He was advised to buy only the 
minimum—a flow tester, a boiling- 
out tank, a reverse-flush hose and 
nozzle and a test tank which also 
would serve as a workbench. An 
air compressor, a paint spray set- 
up, etc., ran the total equipment 
amount up to some $4,000. 

Ward had already selected his 
assistant, a man who had no pre- 
vious radiator repair experience. 
Together, they took off for the fac- 
tory’s school. 


Ward was told the school was 
limited to ten students. One of the 
ten Ward met at the school had 
been in the radiator repair busi- 
ness for the past ten years and he 
had just installed this manufactur- 
er’s equipment. What this student 
told Ward was that had he known 
about this school when he started, 
he would have been $10,000 richer 
by now. 

“So let’s say the two weeks’ 
schooling is worth a thousand dol- 
lars a year,” said Ward. 

Ward opened his doors at what 
might be considered the worst time 
of the year. There’s not too much 
radiator work during February. He 
disagreed wholeheartedly with this 
idea. 


Reverse-flushing is a quick step in this modernly-equipped skKop. 


“It’s an advantage to open dur- 
ing the quietest season,” Ward di- 
vulged. “We never got in a bind 
We had time to feel our way 
around and not hold up any jobs 
nor be forced to hurry them up 
faster than our lack of experience 
allowed.” 

Once they got the hang of work- 
ing at these jobs and knew thei: 
equipment, Ward went out to drum 
up more business. At this stage of 
the operation, it was his job to 
“get” and his mechanic’s job “to 
do.” 

First thing that he did was raise 
his list prices. The local list prices 
were pretty well established at 
$8.50 for tubular jobs and $7.50 for 
V-cells. Wholesale accounts got the 
$8.50 jobs for $6.80 and the other 
for $6. This, Ward figured, didn’t 
allow enough margin to make it in- 
teresting for the wholesale ac- 
counts, 

“The car dealers, garage own- 
ers and service station operators,”’ 
said Ward, ‘“‘want something for 
their time and effort besides thei 
R&R charge and the opportunity 
to sell the extra hoses and clamps.” 

What Ward did was raise his list 
prices to $10 for tubular models 
and $9 for V-cells. From list prices, 
he gave a 3314% discount. On a 
tubular job, the dealer’s discount 
amounts to $3.33, not the $1.70 

With the list orice at $10, in- 
stead of the $8.50 Ward gets 
wholesale, $6.70 . a ten-cent 
difference compared with the list 
price of $8.50, net $6.80 But the 
wholesale account gets a difference 
of $1.60. 

With his modernly equipped 
shop, Guy Ward can laugh off that 
ten-cent difference. 

(Continued on page 56) 
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~ Well Cimb in ‘59, 


Finance Expert Says 


By ROBERT L. OARE 


Chairman of the Board 
Associates Investment Co. 


l* THE aftermath of this year’s 
recession and its effect on the 
national economy, particularly the 
automotive industry, current eco- 
nomic indicators such as produc- 
tion, employment and personal in- 
come lead us to expect a gradual 
improvement in business conditions 
throughout the country during 
1959. 

While this rise in general busi- 
ness activity from the lows of re- 
cent months may not seem rapid 
or extensive enough for some ob- 
servers, it would appear that cer- 
tain sectors of the nation’s economy 
may well equal, if not exceed, 
1957’s record-breaking totals. 

For the majority of American 
businessmen, 1958 might well be 
termed “the year of reappraisal,” 
especially for those of us connect- 
ed with the automotive industry 
The severe decline in the sale of 
both new and used automobiles 
this year has given each of us con- 
nected with this great industry an 
opportunity to analyze our individ- 
ual business operations. In doing 
so, Many businessmen have re- 
emphasized quality control sys- 
tems, made productivity analyses 
and, in general, trimmed away 
any excesses which may have been 
overlooked during more active 
periods in the past. 

The new year should show the 
results of these adjustments. The 
general improvement in business 
conditions, coupled with an in- 
crease in consumer demand evi- 
denced by the favorable reception 
of the new models, leads us to 
anticipate a more active automobile 
market during 1959. 

The production of new cars for 
the first ten months of 1958 is re- 
ported to be 3,100,000, a drop of 
37% from the same period last 
year. Although industry estimates 


for the remainder of 
the year have been 
moved upward, total 
output in 1958 may 
not exceed 4,400,000 
cars. 
Passenger-car pro- 
duction during 1959 should be in 
the neighborhood of 4,800,000 to 
5,200,000, which would represent 
an increase of ten to 20% over the 
projected figure for 1958. 
Registrations next year should 
be up a like amount or to a 
5,200,000 figure and_ possibly 
climbing to 5,600,000, including 
foreign-car registrations. We do 
not foresee imports, however, ac- 


“It would certainly seem that 

the industry's experience dur- 

ing the recent setback in the 

economy shows that there 

should be no further stretching 
of terms." 


quiring a much greater share of 
the over-all market next year. 

Some opinions have been ex- 
pressed that we can anticipate a 
near record year in new-car sales, 
in 1959, not far below 1955’s total 
of 7,200,000. We feel such an 
opinion is unrealistic, particularly 
in light of existing economic con- 
ditions, just as 1955 was an un- 
realistic automobile sales year, in- 
flated to a considerable degree by 
the liberalization of installment 
credit terms. 

Competitive factors during the 
past few years resulted in a re- 
laxation of terms, evidenced by 
the lengthening of maturities and 
lowering of down payments. While 
we are “around the clock,” so to 
speak, on the longer maturities 
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which became effective, it would 
certainly seem that the industry’s 
experience during the recent set- 
back in the economy shows that 
there should be no further stretch- 
ing of terms. 

We see no reason at the present 
time which would restrict the 
availability of credit for auto- 
mobile financing in 1959. Auto- 
mobile dealers should be glad to 
know that ample credit will be 
available for qualified buyers at 
little or no increase in cost during 
the coming months. 

In reviewing the year to date 
in regard to automobile sales, we 
are aware that new passenger-car 
registrations for the first nine 
months of 1958 were down 25% 
from the same period a year ago. 
It is interesting to note that the 
decline in new-car registrations 
in many states in the South and 
Southeastern sections of our coun- 
try for the nine-month period were 
actually less than the national 
average. 

Certainly we have great faith 
in the sales ability and business 
wisdom of automobile dealers in 
the Southern states, proved by the 
fact that Associates has establish- 
ed and currently maintains more 
than 100 offices in these states— 
nearly half of our total throughout 
the nation—to serve the financing 
needs of the dealers. 

Generally we are encouraged 
about prospects in the new year 
Every indication points to recovery 
and success for the automobile in- 

(Continued on page 76) 
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Training Mechanics 


By BARON CREAGEK 


Southwestern Editor 


Hi a hundred or more me- 
chanics actively engaged in re- 
pair work have improved them- 
selves through courses offered by 
the new training center of 555, In- 
corporated, of Little Rock, Ark., 
since the training center was an- 
nounced and opened in June. 

This was the second firm known 
to SAJ to have joined the ranks of 
central distributors in the South- 
west with an investment of time, 
money and sustained effort in be- 
half of mechanics or those who 
hope to be mechanics. 

The other Southwestern central 
distributor is Chain Battery and 
Automotive Supply, Ine., of 
Shreveport, La., with a record of 
five years of organized effort in 
the same direction. In fact, at Chain 
Battery and Supply, as it is more 
familiarly known, the auditorium 
and training center was a basic fac- 
tor of consideration and around it 
the new home of this firm was de- 


Officials and the graduating class at 555 in October are 
shown here (l. to r.): standing, Morgan Munford, as- 
sistant sales manager, and Calvin Moore, instructor, 
555, Inc.; Clyde Wright, Electric Auto-Lite representa- 
tive: R. L. Tippit, George Brannen, Alfred Taylor, Joe 
Taylor and Bobby Richardson, Little Rock; Joe Wallace 


signed and built. It was completed 
and occupied five years ago in No- 
vember. 

Like Chain Battery, the training 
center of 555 is dedicated to im- 
provement of customers’ employes 
and reduction of the shortage of 
mechanics. 

This was demonstrated in the 
555 announcement signed by Pres- 
ident S. G. Puryear. In it, in part, 
he said: “If we can in some way 
help ovr friends and customers in 
the technical training of their em- 
ployes, then the success of our new 
training center is assured.” 

Calvin Moore, instructor, devotes 
most of the time to conducting and 
organizing classes for 555. He is 
charged with detailed responsibili- 
ties of the training center and from 
his viewpoint, he supplemented the 
comment of President Puryear: 

“What we want to do is help 
mechanics already in the business 
improve themselves, make _ the 


trade attractive so it will retain 
present mechanics and attract new 
men and, thus, help reduce the 
shortage of mechanics in the auto- 
motive field. 

“For some time we have been 
aware of the need for a training 
program to help alleviate this 
shortage and we believe that the 
problem should be approached with 
a genuine desire to be of service, 
rather than to expect immediate 
tangible results. 

“At present we are offering 
training courses in automotive 
electricity, carburetion and tune- 
up, including instruction in the use 
of test equipment. We plan to add 
other courses in automotive serv- 
ice in the future.” 

Physical equipment for the 
training center is contained in an 
addition to the 555 building, 30’ by 
60’. It is equipped with rest rooms, 
a complete kitchen, is air-condi- 
tioned and there are seating facili- 
ties—tables and chairs—for 100 
people. The training center repre- 
sents an investment of about $16,- 
000 and Moore says the largest ex- 
penditure for equinment has gone 
into projectors and screens. 

“We generally try to hold our 
classes to about 12 or 15 men,” he 
continued. 

“When one class is completed 
and we start another, we notify the 
manufacturers and they supply 


and Mart Henderson, Benton; Ben Jones, England; W. 
L. Harper, Benton, and Robert Peake, Hot Springs; 
seated, Eugene Childers and John Allen, Little Rock; 
Jerry Harper, Bauxite; Jack Jennings, Albert Jennings, 
Billy Walpole and Earl Kelley, Little Rock; C, O. Bur- 
ton, Gurdon, and, at right, Harold Childs, Little Rock. 


SOUTHERN AUTOMOTIVE JOURNAL fer DECEMBER 1958 





manuals, catalog material, films 
and school instruction units. En- 
rollees are generally required to 
bring their own tools and are some- 
times required to make purchases 
that are needed. There is no charge 
and we award a standard diploma. 
Courses run eight to ten weeks, oie 
night a week.” 

At 555, classes follow one anoth- 
er at reasonable intervals. When a 
course is determined upon, Instruc- 
tor Moore notifies all 555 sales- 
men who, in turn, contact custom- 
ers and thus a list of prospective 
students is compiled. Before these 
are enrolled, however, Moore per- 
sonally interviews each individual. 

Sam B. Grayson, president and 
general manager of Chain Battery 
and Supply, points out that in this 
training center classes are conduct- 
ed only during December through 
February. Standard diplomas are 
awarded in two types of training 

“The auditorium for our training 
center was constructed adjacent to 
our coffee shop,” he explained, 
“and there is an outside entrance 
opening from the auditorium onto 
our parking lot. This makes it pos- 
sible to close off auditorium and 
coffee shop from the rest of the 
building so that groups using these 
facilities will not disturb our nor- 
mal business procedure. 

“Such groups may use our park- 
ing facilities, have their meeting in 
an air-conditioned room and serve 
refreshments without our employes 


Ralph E. Wilkins has been ap- 
pointed to succeed Rufus Holladay 
as Southeastern reaional sales 
according to General Sales Man- 
manager for Permatex Co., Inc., 
ager William A. Sneed, Headquar- 
tering in Jacksonville, Fla., Wilkins 
will supervise sales activities of 
district managers in Florida, Seuth 
Carolina, Georgia, Alabama, Mis- 
sissippi, Tennessee and portions of 
Louisiana, Arkansas, North Caro- 
lina, Kentucky. Virginia and West 
Virginia. 


knowing what is going on. 

“In these facilities we have about 
1,700 square feet of floor space. 
We have, as regular employes, two 
instructors for the training courses. 
One conducts classes in automotive 
starting, lighting and ignition and 
the other instructor presides over 
classes in the small-engine and 
lawn-mower div'sion.” 

Two motor car manufacturers 
use the auditorium and coffee shop 
for monthly zone meetings as do 
two local associations—service sta- 
tion men and garagemen, accord- 
ing to Grayson. 


Kentucky Group Considers 
Several for Manager 


a. applicants for the execu- 
J tive secretaryship of the new 
Kentucky Automotive Wholesalers 
Association are being considered 
and a selection is expected within 
a week or two, President J. B 
“Joe” Wright of Mayfield an- 
nounced. 

The committee interviewing ap- 
plicants is composed of T. H. Gill 
of Bowling Green, chairman; Ben 
Schardein of Bowling Green and 
W. B. McGee of Louisville. 

Heading up a committee to in- 
vestigate an effective insurance 
program for KAWA are Hal Miller, 
chairman; John Yellman and John 
Sheehy, all of Lexington. 

Composing the publicity com- 
mittee are Fred Vescio of Hazard, 
chairman; Henry Fercha of Lex- 
ington and Bill Schaaf of Louis- 
ville. 

Directors have voted to hold the 
annual meeting the third Friday 
of September each year at a place 
to be named by them. 


Little Rock Firm Names 
Three Vice-Presidents 


EW vice-presidents of 555 in 

Little Rock, Ark., are Leo 
Grant, George Hufsmith and Mil- 
ton Paxson, President S. G. 
Puryear announced. 

Grant is vice-president of 555 
Tire & Service Co., while Hufsmith 
and Paxson are vice-presidents in 
charge of the appliance division 
and automotive parts, respectively. 
The three also became a part of 
the official board acting in an ad- 
visory capacity, Puryear said. 


Oklahoman Names Fredricks 


Ray Fredricks has been chosen 
president of Silver’s, Inc., Enid, 
Okla., succeeding C. E. Silver, who 
retired. Vice-president is Paul 
Sykora. 
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Retirement of Vernon A. Dupy. 
whose service record with United 
Motors Service Division of Gen- 
eral Motors was the longest in the 
organization, has been announced 
by Roland S. Withers, UMS gen- 
eral manager. Joining the organi- 
zation in 1919, Dupy subsequently 
became assistant zone manager, 
regional zone manager,, director 
of procurement, general mer- 
chandising manager, general sales 
manager and executive assistant 
to the general manager. Early 
this year he was named a vice- 
president of the Automotive Elec- 
tric Association. He will spend 
his retirement in Florida where 
his son, Vernon M., is in the auto- 
motive parts business at Miami. 


Alabamians Select Tuscaloosa 


The annual convention of the 
Automotive Wholesalers Associa- 
tion of Alabama will be held June 
22-23 at the Stafford Hotel in Tus- 
caloosa, Executive Secretary John 
W. Rooney announced. Jack Rhodes 
of Genuine Parts Co., Birmingham, 
is president 


Election of Walter A. Frazier as a 
director of Krylon, Inc., Norris- 
town, Pa., has been announced by 
President James W. Bampton. Fra- 
zier is president of Hirsig-Frazier 
Co., manufacturers’ representa- 
tives, Dallas, Texas, who for the 
past six years have represented 
Krylon in Texas, Oklahoma, Ar- 
kansas and Louisiana. 





New officers of FAWA are (Il. to r.): seated, Clarence A. Babbitt of 
Tallahassee, retiring president and now director at-large; J. R. Stradley, 
Jr., of Titusville, elevated from vice-president to president; A. H. 
“Al” Hines of Hollywood, vice-president; John Engels of Sarasota, 
reelected secretary-treasurer, and Charles H, “Chuck” Davis, renamed 
executive secretary; standing (directors), Joe McLendon of Tallahassee, 
Ellis Hitzing of Jacksonville, L. A. Null of Lake City and A. J. Pockrus 
of Pensacola. Directors absent were James Wilson of Tampa and V. 
M. Dupy of Miami. 


Exhaust Seminar Highlights Meeting 
Of Floridians; Car-Test Law Urged 


A SEMINAR on problems of the 
exhaust system industry high- 
lighted the fourth annual conven- 
tion and trade conference of the 
Florida Automotive Wholesalers 
Association at Hollywood Beach 
Hotel, Hollywood Beach, Nov. 14- 
16. 

Conducted by Executive Secre- 
tary Charles H. “Chuck” Davis, 
the seminar brought out sugges- 
tions for improving distribution 
and merchandising patterns 

The convention attendance was 
estimated at 600. Exhibitors at 
conference tables numbered 112 

The banquet drew 458 persons 
a record. Twenty-one fewer job- 
ber firms attended than last year, 
but the over-all increase to more 
than 600 from last year’s 575 was 
accounted for partly by a large 
delegation from the numerous Mi- 
ami houses. 

Arthur C, Butler, director of the 
National Highway Users Confer- 
ence, drew heavy applause in hi 
address when he urged his listener 
to work for a periodic motor ve- 
hicle inspection law for Florida 

(Continued on page 75) 


Immediately below: Warehouse distributors held their Immediately below, Wm. J. Berkhan of Tampa and 
own meeting during the FAWA convention. At left “Tommie” Thomas of Jacksonville presided over this 
below: Charles Arnold of Jacksonville presided over truck parts and equipment seminar. At right below: 
this paint and body supply seminar. Across bottom: Roland Blair of Miami and Joe Kehoe of Jacksonville 
The seminar on exhaust systems drew top attendance. conducted the hard parts end electrical-carburetion. 


im rye 


SOUTHERN AUTOMOTIVE JOURNAL for DECEMBER 1958 





ANOTHER NEW STATE ASSOCIATION! 





South Carolina Sets Southern Record 


A NEW Southern record for in- 
itial members of a new state 
association was chalked up by 
South Carolina wholesalers last 
month. 

To create the South Carolina 
Automotive Wholesalers Associa- 
tion, 43 firms signed applications 
and 16 others, through fellow job- 
bers present, advised they would 
join. Within a week several of 
these had signed up. 

This exceeded the 42. initial 
signees who kicked off the Ken- 
tucky association in late August, 
which at that time beat the 39 who 
brought the Florida association in- 
to being several years ago. 

Florida still retains the record 
for fast action—three and a half 
hours. 

Jobbers from every area of the 
Palmetto State attended the five- 
hour meeting and luncheon Nov 
13 at Columbia and elected as pres- 
ident—over his distinct objection 

Cecil Morris of Battery & Elec- 
tric Co., Greenville, who has been 
recognized as the prime mover, for 
half a dozen years, toward creating 
this association. 

In electing Morris, a jobber for 
39 years, the audience both ap- 
plauded and stood in tribute to his 
spadework. 

One innovation for a state as- 
sociation is a plan to admit factory 
men as associate members at $5 a 
month. Approximately a dozen 
representatives attended the meet- 
ing. 

Morris told the assembly that 
repeated screening had produced 
a surprising list of 166 jobbers eli- 
gible for membership. 

The 43 firms signing up were 
Holland Auto Supply (main store 
and Greenville branch), Green- 
ville; Battery & Electric Co., 
Greenville; Piedmont Auto Supply, 
Spartanburg; Service Sales Co., 
Spartanburg; Piedmont Auto Ex- 
change, Rock Hill; City Supply Co., 


Fort Mill; Key Supply Co., Rock 
Hill; Piedmont Auto Parts, 


ence; Motor Supply Co., Columbia; 
Greenville Tire & Supply Co., 
Greenville; Kaufman Bros., Inc., 


Top to bottom: Officers and directors include (l. to r.): seated, Cecil 
Morris of Greenville, president; Guy M. Tarrant of Columbia, first 
vice-president; James B. Bagwell, Jr., of Charleston, second vice- 
president, and Eddie Jenkins of Columbia. treasurer; standing (directors), 
Aubrey Hatfield of Sumter, W. H. Rockafellow of Columbia, Hal Porter 
of Anderson, Ed Workman of Greenwood, Clyde Correll of Inman, Oscar 
Newberry of Spartanburg, W. C. Ballard of Kershaw, Leon Rippy of 
Rock Hill, R. L. Poston of Lake City and Ray O’Keefe of Charleston. 
Absent directors were Frank Alford of Florence and Mr. Williams of 
Walterboro. In the next photo is the speakers’ table at the business 
session (l. to r.): Ned Holland of Greenville, temporary secretary; Cecil 
Morris, who opened the meeting as temporary chairman; Henry S. Clark 
(speaking) of Atlanta: Jesse F. Jones, Jr., of Raleigh, and William C. 
“Bill” Herbert of Atlanta. The next photo shows some of the attendees 
at the “dutch” luncheon. Bottom photo shows part of the business- 
session audience, which numbered around 75 persons, including 
factory men. 
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Greenville; Motor Stores, Abbe- 
ville; Hapco, Inc., Sumter; Motor 
Chester; Alford Parts Co., Flor- Parts & Equipment Co., Dillon; 
Standard Parts Co., Columbia; 
Bagwell-Elliott Co., Charleston; 
(More Jobber News on page 102) 





SERVICE and MAINTENANCE 














Give ‘Em Good Ignition! 


ee will make them run as 
good as good ignition. 

However, for the ignition system 
to be at its best, there are other 
electrical systems and units that 
must be in order. So, let’s make 
some tests to be sure things are 
okay. 

We know that a weak battery 
and/or high resistance in the start- 
er circuit will cause poor ignition 
when starting the engine, so let’s 
kick off with the battery. 

If the lights go out or dim ex- 
cessively while cranking, there’s 
a good chance that high resistance 
at the battery connections might be 
the cause. 


Hard starting but good cranking 
speed points to something out of 
order in the ignition system or 
carburetion. By making a few 
quick tests, you'll know whether 
or not the trouble is ignition. Ad- 
ditional tests will tell you where 
in the ignition system the trouble 
is located. 

A battery continuously under- 
charged means there’s trouble in 
the generator, regulator, battery or 
circuit. 

When a battery uses too much 
water, look for charging system 
faults, usually a high charging rate 

Frequent burning out of lights, 
radio parts, ignition point burning, 


Fig. 1—A: Look for corroded secondary terminals both on cables and in 
distributor sap. B: Note badly corroded plug cable terminal and cracked 
cable, C: Voltmeter connection. 


or other damage to electrical units 
generally means the voltage regu- 
lator setting is too high. Or, it 
might mean that the generator 
field circuit is grounded out, 
which doesn’t permit the regulator 
to control voltage. As a quick 


By E. M. Lowery 
Technical Editor 


check, if lights flare up when en- 
gine speed is increased, voltage set- 
ting may be too high 

How to check the battery: 

Battery must be 
clean and tight. Even when a con- 
nection looks tight, you’d bette! 
tighten the cable terminal to make 
sure it is tight. And, if there’s cor- 
rosion, disconnect the cables from 
the posts. Dip a stiff brush into a 
soda solution and clean off all cor- 
rosion from terminals and posts 
Reinstall the terminal, tighten it 
and apply a coating of petrolatum 

Use an accurate hydrometer to 
test specific gravity. Remember! 
that the float in a dirty hydromete! 
tube can stick to the sides and give 
you a false reading. Alcohol, o1 


connections 
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warm water and soap will help 
keep the hydrometer clean. A fully 
charged battery has a_ specific 
gravity reading of 1.260. All cells 
should test the same within 25 
gravity points (.025). 

A battery with a specific gravity 
reading of 1.225 or less, and all 
cells reading the same within 25 
gravity points, must be recharged. 

If a battery varies more than 25 
points between any two cells, it 
should be recharged and tested for 
capacity before it is discarded. 

Remember that specific gravity 
of the electrolyte will vary fou 
points (.004) with every 10°F. 
change in temperature. Subtract 
four points for each 10° below, add 
four points for each 10° above 
80°F. Correct your readings to 
80° F. before making a final in- 
terpretation. 

Use the battery cell tester to 
check each cell. Contact the meter 
prods—red to positive, black to 
negative—and be careful not to 
connect across more than one cell 
Push the prod through the sealing 
compound (if necessary) to reach 
the buried link for each cell read- 
ing. 

Watch "Surface Charge” 

Note: Freshly charged batteries 
with a “surface charge” will cause 
high, inaccurate readings. So turn 
headlights on for two minutes to 
remove this surface charge. Turn 
headlights off. Wait a few minutes 
Then take cell readings. 

Cell readings shouldn’t vary 
more than .5 volt between any two 
cells. If they do, recharge the bat- 
tery. Then test its capacity before 
discarding it as unfit for use. 

Capacity test: This test tells you 
if the battery can deliver sufficient 
voltage under high cranking loads 
To make this test you use an am- 
meter with a built-in carbon pile 
rheostat. Turn the rheostat off be- 
fore you connect ammeter leads to 
the battery. Connect the leads of a 
voltmeter to the battery terminals 
To be sure the voltmeter clips make 
good contact, use test pins driven 
into the posts. 

Adjust the rheostat control knob 
until the ammeter shows 200 am- 
peres. This puts a good load on the 
battery. Let the battery discharge 
at this rate for about 15 seconds 
Then, with the battery discharging 
at 200 amperes, read the battery 
voltage. If it’s 9.5 volts or more on 
12-volt battery, battery capacity 
is okay. 

If a battery doesn’t pass the ca- 
pacity test, you’ll have to slow- 
charge and retest it to find out if 
it can be saved. Another thing, if 


Fig. 2—A: Note the wide gap and broken insulator. B: Points badly 
burned and misaligned. C: Rotor terminal corroded and burned. 


a battery tests less than 1.225 or is 
cold—below 70° F.—don’t make a 
capacity test because the results 
would be meaningless. In either 
case, install a good battery in the 
car before making any further 
tests. 

Charging the Slow 
charging is recommended where- 
ever possible. Slow chargers norm- 
ally in use can charge both six- and 
12-volt batteries on the same Cir- 
cuit. A 12-volt battery can be con- 
sidered as equal to two six-volt 
batteries, so the charging rate must 
be adjusted to suit the smallest 12- 
volt battery on the line. You de- 
termine safe slow-charging rates 
by allowing one ampere per posi- 
tive plate per cell. All batteries 
have one less positive plate than 
they do negative plates. The num- 
ber of positive plates in an 11- 
plate battery equals: 

11-1 
— five positive plates 
2 

For an 11-plate battery the slow- 
charging rate is five amperes. 

Connect the positive charge! 
lead to the positive terminal and 
the negative charger lead to the 
negative battery terminal. As a 
battery approaches its full charge, 
each cell will begin to bubble free- 
ly. Battery temperature shouldn’t 
exceed 125° F. during the charge 

If this temperature is reached, 


battery: 
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cool the battery down by reducing 
the charge rate, or by removing it 
from the circuit. The battery will 
be fully charged when three suc- 
cessive hourly hydrometer readings 
show no rise in specific gravity 

Slow-charging to remove sul- 
phation: Sulphated batteries should 
be changed for a minimum of 24 
hours at a maximum 
rate of four amperes. As the bat- 
tery approaches its full charge, 
check specific gravity at hourly 
intervals. When there’s no rise in 
gravity for three successive read- 
ings, the battery is charged to its 
peak capacity 

Starting system service: 

In the basic starting system, the 
battery, starting circuit and start- 
er motor must be in good order fo! 
top performance. Whenever they’ re 
okay, cranking speed will be good 
If cranking speed is slow, you'll 
have to find the cause 

Slow cranking: Generally, this 
can be caused by: 

1.—Battery not up to specifica- 
tions 

2.—High resistance in the start- 
ing circuit. 

3 Starting motor internal con- 
dition. (This can be mechanical a 
well as electrical, seized or worn 
bearings, as an example.) 

4—Engine cranking load too 
high. (Engine too tight, heavy en- 
gine oil, etc.) 


charging 



































SOUTHERN AUTOMOTIVE JOURNAL 





To track down starting system 
trouble, you’ll have to make some 
preliminary inspections and tests. 
For one thing, it’s smart to check 
the battery as outlined earlier. 

Next, make voltage drop tests on 
all cable connections in the starter 
circuit from battery to starting mo- 
tor, and from battery to ground. 
They’re easy to make and may save 
you from removing the starting 
motor for inspection and bench 
tests unnecessarily. Clean and tight 
connections will correct possible 
points of high resistance. 

Checking for starting circuit re- 
sistance: We sometimes find that 
cranking the engine with the lights 
on can provide a clue to where high 
resistance might be. If the engine 
doesn’t crank fast and the lights 
don’t dim very much, start by test- 
ing either the battery or the start- 
ing circuit. 

Let’s assume that we know the 
battery’s checked and found to be 
okay. The trouble, therefore, has 
to be in either the starting circuit, 
or in the starter motor itself. 

Starter cable and switch tests: 
Use a voltmeter to check voltage 
drop in the starting circuit. But 
first ground the ignition primary 
circuit to keep the engine from 
starting. Connect the ground jump- 
er on the distributor side of the 
ignition coil. 

Note: If the ballast resistor is on 
the distributor side of the coil, con- 
nect the jumper to the distributor 
side of the resistor or directly to 
the primary terminal of the dis- 
tributor. 

Next, turn the voltmeter selector 
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switch to the four-volt position. 
Then connect the positive voltme- 
ter lead to the positive battery 
terminal. Connect the negative 
voltmeter lead to the starter term- 
inal. The meter will read off scale 
to the right, but you'll be using 
the four-volt scale to get accurate 
voltage drop readings. 

Crank the engine and watch the 
voltmeter. You  shouldn’t read 
more than .3 volt while cranking 
with this instrument hook-up. 

What the test means: If voltage 
drop is .3 volt or less, the circuit 
is okay. Trouble is in the starter 
motor and it should be removed for 
inspection and bench tests. 

But if the voltage drop is more 
than .3 volt, there is high resistance 
in the starting circuit. In a case 
of this kind, check voltage drop 
across each cable, across the sole- 
noid starter switch and across each 
connection. 

Maximum voltage drop across 
each part of the circuit should not 
exceed .1 volt for each cable, .1 
volt for the switch, and there 
should be .0 volt (no drop) at the 
terminals and connections. 

Ignition system service: 

Good ignition, remember, begins 
with good primary voltage to the 


ignition coil. A voltage test, while 
cranking, will show you if voltage 
to the coil is high enough for good 
ignition. Keep in mind, also, that 
low primary voltage to the coil can 
cause hard starting in addition to 
poor engine performance. 

Primary voltage test: For this 
test, use an accurate voltmeter. 
Follow the instructions that apply 
to the instrument you’re using. Set 
the voltmeter selector switch at its 
16-volt position, and connect the 
negative lead to a good ground. Do 
not connect the voltmeter positive 
lead, however, until you locate the 
position of the ballast resistor. 

On some models the ballast re- 
sistor is between the _ ignition 
switch and coil. As a result, you 
must connect the positive voltmeter 
lead to the switch side of the re- 
sistor. If you connected the volt- 
meter to the coil side, the resistor 
would drop the voltage. That would 
give you a low-voltage reading that 
would be misleading. So, when- 
ever the resistor lies between the 
switch and coil, put the positive 
lead on the switch side of the re- 
sistor. 

Next, connect a jumper on the 
distributor side of the coil to 
ground out the primary circuit. 
This keeps the engine from start- 
ing during this test. You could pull 
the high-tension lead from the dis- 
tributor to keep the engine from 
starting, but you must ground it. 
High voltage in an ungrounded 
secondary circuit can damage the 
coil, or set off sparks that can 
cause a fire. 

Again, watch out for cars hav- 
ing the resistor on the distributor 
side of the coil. Some models were 
wired this way. On these cars, con- 
nect the jumper to the distributor 
side of the resistor. 

If you connected the jumper to 
the coil side of the resistor, cur- 
rent would be too high. That’s be- 
cause the resistor wouldn’t cut 
down the current, which would 
really burn the ignition wiring. 

Just keep in mind that when the 
resistor is on the distributor side of 
the coil, you connect the voltmeter 
directly to the coil on the ignition 
switch side. 

Now, once you have connected 

(Continued on page 68) 








January: Power Steering Pumps 


Cars without power steering are becoming rare. That's a 
good reason for Ed Lowery to give details next month on 
power steering pumps on Ford, Chevrolet and Plymouth. 
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Three 59 
Carbs 


A NEW vacuum assist float on all 
low-bowl! four-barrel carbu- 
retors and a new fast-acting choke 
on certain two- and four-barrel 
applications feature the 1959 line 
of carburetors announced by the 
Rochester Products Division of 
General Motors. 

Other new features on different 
models include a “built-in’’ idle 
compensator to improve hot-engine 
idle characteristics, a new type of 
fuel bow] venting system to pre- 
vent engine stalling, and a fuel filt- 
er system to prevent flooding. 

The new vacuum assist float 
gives better control of fuel during 
all driving conditions by providing 
a more positive closing of the fuel 
inlet needle during normal driving, 
and maximum fuel flow during ac- 
celeration. 

In operation, the vacuum assist 
spring, mounted on the power pis- 
ton stem, exerts pressure on the 
primary float arms when the power 
piston is in the full-up position. 
This adds to the buoyancy of the 
primary floats during part-throttle 
and off-idle operations. 

Under heavy acceleration, when 
the power piston drops down, all 
spring tension on the float arm is 
released. This allows the primary 
floats to fully drop for a maximum 
fuel flow through the inlet needle 
into the float bowl, Therefore, bet- 
ter over-all operation is obtained 
by controlling the action of the 
carburetor’s floats. 

Another design feature is the 
fast-acting choke which gives im- 
proved performance and better 
economy during cold drive-away. 
This feature allows the automatic 
choking action of the carburetor 
and the engine fast-idle speed to 
be controlled separately. 

In operation on previous models, 
the fast-idle cam followed the ac- 
tion of the choke valve. With the 
new fast-acting choke design, the 
choke valve is allowed to open fast- 
er for improved economy but still 
maintain enough fast-idle speed to 
prevent engine stalling during 
warm-up. This is accomplished 
through a difference in lever ratio 


These are representative models in the 1959 lines of Rochester GM 
carburetors: A four-barrel model at the top, a single-barrel at the lower 
left and a two-barrel is shown at the lower right. 


between the fast-idle cam and 
choke valve linkage. 

Operating on a separate linkage 
and through the difference in lever 
ratio, the fast-idle cam rotates 
more slowly than the choke valve. 
Therefore, when the choke valve 
has fully opened during engine 
warm-up, sufficient fast-idle speed 
is still maintained to prevent en- 
gine stalling. 

As the engine continues to warm 
up to the proper operating temp- 
erature, the choke thermostatic coil 
continues to relax and permit the 
fast-idle cam to drop out of opera- 
tion after a faster idle speed is no 
longer needed. 

The idle compensator, a thermo- 
statically controlled air bleed, pre- 
vents stalling during periods of hot 
idle. It supplies additional air for 
idling, thereby offsetting extra rich 
mixtures caused by fuel vaporiza- 
tion in the bowl and decreased air 
density during hot-engine idle. A 
reliable and steady idle is obtained 
under all conditions. 

New venting features’ which 
have been added to the four-barrel 
carburetor to prevent fuel spillage 
and engine cut-out during abnorm- 
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al turns and severe car cornering 
include four vertical pipes along 
with four corner pitot tubes which 
have been added for improved ait 
horn venting. Semi-solid air horn 
gaskets also are used which keep 
the fuel in the float bowl away 
from air horn vents. On some mod- 
els, metal baffles are used in the 
air horn which also prevent fuel 
from spilling into the carburetor 
bores and causing engine cut-out 
All the above features improve 
over-all performance and add to 
the efficiency of the four-barrel 
carburetor. 

The new type of filter is incorp- 
orated in the air horn behind the 
fuel inlet nut. This position allows 
easy access for cleaning. Also, the 
filter’s spring - mounted design 
gives maximum filtering without 
risk of plugging the fuel inlet. The 
result is a clean carburetor, free of 
flooding problems. 

On some three two-barrel instal- 
lations, a thermo lockout valve re- 
places choke linkage normally re- 
quired on these installations. A wa- 
ter-temperature controlled vacuum 
valve, mounted in the water jacket, 

(Continued on page 66) 











BODY SHOP OPERATIONS 














Fig. 1—Reveal molding removal. 


ECAUSE the body rear end can 

be just as troublesome — and 

customer-upsetting—as the more- 

commonly - talked - about front- 

ends, let’s take up a typical topic: 

Keeping the 58 Chevy body rear 
end in order. 

Back window assembly: 

The back window assembly con- 
sists of a large one-piece glass 
which is secured to the body open- 
ing by a one-piece rubber channel. 
The back window garnish moldings 
on the Impala sport coupe consist 
of a one-piece upper molding, a 
two-piece lower molding with a 
center escutcheon and a _ lower 
corner molding at each side of the 
window. 

On the remaining styles, the 
garnish moldings consist of a cen- 
ter garnish molding which extends 
across the top of the back window 
opening, and a right- and left-side 
garnish molding. The side garnish 
moldings extend around the for- 
ward corner of the back window 
opening to the parcel shelf. 

The back window reveal mold- 
ings consist of an upper reveal 
molding, a lower right and left re- 
veal molding with a center escut- 
cheon, and a right- and left-side or 
lower corner reveal molding. 

On the Impala sport coupe the 
center escutcheon is an integral 
part of the right reveal molding. 
The upper and lower reveal mold- 
ings are secured in place by snap- 
in clips secured to the pinchweld 
flange; the side reveal moldings 
are secured in place by bolt and 
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on 1958 Chevy 


By E. M. Lowery 


clip assemblies with attaching nut 
and lockwasher assemblies. 

Back window garnish moldings 
(all styles except Impala _ sport 
coupe): 

Removal and installation: 

1.—Remove screws securing side 
and center garnish moldings and 
remove moldings. 

2.—To install, reverse removal 
procedure. 

Back window garnish moldings 


Fig. 2—Back window seal- 
ing. 


Technical Editor 


(Impala sport coupe): 

Removal and installation: 

1.—Remove screws securing each 
lower corner garnish molding and 
remove molding. 

2.—Remove screws securing up- 
per garnish molding, lower garnish 
molding center escutcheon and 
right and left lower garnish mold- 
ings and remove moldings. 

3.—To install, reverse removal 
procedure. 
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Above: Fig. 3—Hinge adjustments. 
Right: Fig. 4—Lid lock and striker. 


Back window reveal moldings 
Removal and installation: 
1.—Apply masking tape to body 
surface adjacent to back window 
upper and lower reveal moldings 
and place a protective covering 
over rear compartment lid. 
2.—On inside of body remove 
back window garnish moldings. 

Note: On Impala sport coupe re- 
move only right and left garnish 
moldings. 

3.—At each corner of back win- 
dow turn back lip of rubber chan- 
nel to expose nut(s) securing back 
window side reveal molding and 
remove nuts. On Impala _ sport 
coupe one bolt and clip assembly is 
used to secure molding while on 
remaining styles two bolt and clip 
assemblies are used. 

4.—Insert a suitable flat-bladed 
tool between upper reveal molding 
and roof panel, as shown in Fig. 1, 
and carefully pry molding from 
clips installed to pinchweld flange 

5.—On all types except Impala 
sport coupe, slide back window 
lower reveal molding center es- 
cutcheon to right or left molding 
On Impala sport coupe the escut- 
cheon is an integral part of the 
right lower reveal molding. 

6.—Starting at outboard end of 
each lower molding, insert a flat- 
bladed tool between top portion of 
molding and rubber channel and 
carefully pry molding from snap-in 
clip installed to body pinchweld 
flange. 

Note: After disengaging molding 
from elips on Impala sport coupe, 
slide molding outboard to disen- 
gage it from opposite lower mold- 
ing. 

7.—To install, apply medium- 


bodied sealer around base of each 
side reveal molding attaching bolt 
and reverse removal procedure. 

Note: Install upper and lowe: 
reveal moldings by locating flange 
of molding between clips and body 
and firmly pressing molding into 
place. 

Back window assembly: 

Removal: 

1.—Place protective covering 
over rear seat cushion and back 
and remove back window garnish 
moldings 

2.—Remove back window reveal 
moldings. 

3.—Inside body, carefully break 
seal between inner lip of rubbe1 
channel and pinchweld flange a- 
round perimeter of Then 
carefully push upper edge of win- 
dow and channel outward until lip 
of rubber channel is disengaged 
from pinchweld flange. 

4.—With aid of helper, lift com- 
plete assembly from body opening 
and place on protected bench. Re- 
move rubber channel from glass 

Installation: 

1.—Clean original sealer from 
back window body opening and 
rubber channel and install rubber 
channel to glass. Check body 
pinchweld flange for irregularities 
and correct, if present. Check back 
window gutter and drain hoses, if 
present, for any obstructions and 
clean out, if necessary. 

2.—Check installation of clips at 
pinchweld flange. If replacing clips, 
apply medium-bodied sealer to o- 
pening rabbet as shown at “1” in 
view D, Fig. 2. 

3.—Apply a continuous ribbon 
of medium-bodied sealer, approxi- 
mately %4” diameter, to corner of 


glass 
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back window opening rabbet, as in- 
dicated at “2” in Fig. 2, completely 
around perimeter of opening. 

4.—Insert strong cord into pinch- 
weld cavity of rubber channel, tie 
ends together and tape them to 
bottom center of glass 

5.—With aid of helper, carefully 
place back window assembly into 
body opening. While helper is ap- 
plying pressure to the outside sur- 
face of glass, carefully pull ends of 
string across bottom, up sides and 
across top of window opening to 
seat lip of rubber channel over 
pinchweld flange completely a- 
round perimeter of back window 

6.—After installation of window 
assembly, completely fill opening 
between rubber channel and body 
across top and around lower corn- 
ers of window assembly with me- 
dium-bodied sealer as indicated by 
“3” in Fig. 2. 

7.—Install back window reveal 
moldings, using a _ pressure-type 
applicator. Apply weatherstrip ce- 
ment between rubber channel and 
glass as indicated at “4” in Fig. 2 
around entire perimeter of glass 

8.—Clean off excess cement, in- 
stall all previously removed part 
and remove all protective cove! 
ings. 

Rear compartment: 

The rear compartment lid em 
ploys two torsion rods between the 
hinge assemblies as a counter-bal- 
ance and hold-open for the lid 
Notches are provided at the hinge 
assemblies for rod adjustment. The 
new link-type rear compartment 
lid hinges on convertible styles are 
not removable. The entire assemb- 
ly, including the hinge box, must 
be replaced as a unit. 





1 VIEW “B" SECTION ® 
“EC” 


The rear compartment lid lock 
and striker assemblies are new in 
design. The lock employs the use of 
a side action snap-bolt mechanism 
to conform to the thin section de- 
sign of the rear compartment lid. 
The end of the lock assembly en- 
ters the striker when the lid is 
closed and acts as a guide. 

A single section cement-on type 
weatherstrip is used on all 1958 
styles. 

Rear compartment lid: 

Removal: 

1.—Open lid and place protec- 
tive covering over adjacent paint 
finishes. 

2.—Disconnect light wire at con- 
nector and remove wire from lid. 
Mark position of hinge straps on 
lid inner panel. 

3.—With the aid of helper, re- 
move bolts attaching each hinge 
strap to lid inner panel and re- 
move compartment lid. 

4.—To install, reverse removal 
procedure. Make certain hinge 
straps are aligned with scribe 
marks. 

Adjustments: 

1.—The rear compartment lid 
can be adjusted forward or rear- 
ward and from side to side in rear 
compartment lid body opening 
through use of elongated bolt holes 
in hinge straps and movable bolt 
attaching plates in lid. To adjust, 
loosen hinge strap retaining bolts, 
shift lid to required position and 
tighten bolts. 

2.—Shimming between hinge 
strap and rear compartment lid in- 
ner panel may be used to raise or 
lower the lid opening at hinge area 
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Fig. 5 — Compartment lid 
weatherstrip. 
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a. To raise lid at hinge area, place 
a thin shim under forward edge of 
one or both hinge straps at “B”, 
shown in Fig. 3, to obtain desired 
adjustment. 

b. To lower lid at hinge area 
place shims under rear end of lid 
hinge straps at ‘“‘A” to obtain de- 
sired adjustment. (See Fig. 3.) 

3.—Check rear compartment lid 
lock and striker for proper en 
gagement. (See lid lock striker sec 
tion.) 

Rear compartment lid hinge (all 
styles except convertibles): 

Removal: 

1.—Place protective covering 
over adjacent paint finishes and 
place suitable support under lid 
near hinge being removed. 

2.—Mark location of hinge straps 
on lid inner panel; then remove 
bolts securing hinge strap to lid 

3.—Remove screws _ securing 
compartment lid hinge torque cov- 
er from each hinge box and re- 
move cover. 

Note: Cover may not be present 
at each hinge box on certain styles 

4.—At opposite hinge from one 
being removed, mark notch secur- 
ing torque rod. Then install a suit- 
able length of pipe over end of 
torque rod and disengage rod from 


inboard face of hinge box. 

5.—Disengage opposite end of 
torque rod from lower movable 
portion of hinge strap and remove 
torque rod. 

6.—Bend up hinge pin retaining 
tab and remove pin. Then remove 
hinge from hinge box. 

Installation: 

1.—Place hinge in hinge box and 
install pin. Bend down pin retain 
ing tab. 

2.—Install hinge strap to lid 
within scribe marks on lid inne: 
panel. 

3.—Install “U’” shaped end of 
torsion rod in hinge box, making 
certain outer end of rod is engaged 
in hole in outboard face of hinge 
box. 

4.—Engage torsion rod in mov- 
able portion of hinge strap and en- 
gage other end of rod in previousls 
marked position on inboard face 
of opposite hinge box. 

5.—Cente1 
crossover point of torsion rods, 

6.—Check lid alignment in com- 
partment opening and remove pro- 
tective covering 

Rear compartment 
adjustment: 

The amount of effort required t 
open and close the rear compart- 
ment lid is determined by the po- 
sition of the torque rods in the 
notches on the inboard face of the 
hinge boxes. If the torque rod i 
located in the lowest notch (posi- 
tion No. 1), the amount of effort 
required to open the lid is the 
greatest and the amount of effort 
required to close the lid is the least 

If the torque rod is located in the 
top notch (position No. 3), the 
amount of effort required to open 
the lid is the least and the amount 
of effort required to close the lid i 
the greatest. (See Fig. 3.) 

Note: It is not necessary to ad- 
just the left- and right-hand torque 
rods at the same time or to the 
same final position (notch). 

Lid lock cylinder: 

Removal and installation: 

1.—Insert screwdriver or othe: 
suitable tool through lid inner 
panel opening above lock and dis- 
engage lock cylinder retainer. 

2.—Remove lock cylinder and 
gasket from lid outer panel. 


rubber silencer at 


torque rod 








January: Making Old Like New 


A host of angles relating to how you make old cars look 
like new will be included by the technical editor in an 
article next month including new metal and refinishing. 
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Above: Fig. 6—Lift gate hinge and torque rods. 
Right: Fig. 7—Lift gate hinge. 


3.—To install, replace gasket, if 
necessary, and reverse removal 
procedure. 

Rear compartment lid lock (all 
styles): 

Removal and installation: 

l Remove four screws shown 
in Fig. 4 securing lock to rear com- 
partment lid inner panel reinforce- 
ment and remove lock. 

2.—To install, engage lock cylin- 
jer shaft in lock and reverse re- 
moval procedure. 

Lid lock striker (all styles) 

Removal and installation: 

1.—Mark location of striker on 
support. Then remove two strike! 
attaching bolts and remove strik- 
er retainer plate. (See Fig. 4.) 

2.—To install, position striker 
within scribe marks and reverse 
removal procedure. 

Lid lock bolt and striker engage- 
ment check: 

Important: Since end of the lid 
lock acts as lid guide by entering 
striker, make certain the rear com- 
partment lid is properly positioned 
in body opening before performing 
striker engagement check. 

To check for proper engagement 
of rear compartment lid lock bolt 
with lock striker, use the following 
procedure: 

1.—Insert a small quantity of 
modeling clay at bottom of bolt 
slot, as shown in insert in Fig. 4, 
and close lid with moderate force 

2.—Open lid and check amount 
of engagement of lock bolt with 
striker as indicated by the com- 
pression of the clay. With a rule, 
carefully measure the distance be- 
tween the base of “U” in clay to 
the base of “U” in lock bolt. This 
dimension should be 1/8” to 5/32” 

3.—Adjust striker right or left 
and/or up or down as required 
Tighten striker attaching bolts. 

Note: If lock does not properly 


engage in striker opening, the 
striker may be adjusted forward by 
installing an emergency spacer be- 
tween striker and support 

Rear compartment weatherstrip 

The weatherseal at the rear com- 
partment opening is provided by a 
one-piece weatherstrip which is se- 
cured to the body by the rear com- 
partment gutter. An additional seal 
is obtained by the application of 
weatherstrip cement to the weld 
joint around the entire perimete! 
of the rear compartment gutter 

Removal: 

1.—Separate “butt” ends of 
weatherstrip at bottom center of 
rear compartment opening. 

2.—With a flat-bladed tool, care- 
fully disengage weatherstrip from 
its cemented foundation in gutter 
around entire perimeter of rear 
compartment and remove weather- 
strip 

Installation: 

1.—Check gutter around reat 
compartment opening to make cer- 
tain surface is clean 

2.—Using a pressure-type gun, 
flow a continuous bead of weather- 
strip cement along weld joint in- 
side rear compartment gutter a- 
round entire perimeter of gutter as 
shown in “1”’, Fig. 5. 

Note: Apply sufficient cement so 
that after installation of weather- 
strip, cement will spread to effect 
a good seal and insure proper re- 
tention of the weatherstrip. (Se¢ 
“1”, section “‘C-C” in Fig. 5.) 

3.—Center weatherstrip at area 
between lid hinges, using color 
identification mark at center of 
weatherstrip as guide 

4.—Using a flat-bladed tool, such 
as a putty knife, with rounded 
corners or a headlining inserting 
tool, insert weatherstrip into gut- 
ter across top, down sides, and 
across bottom of rear compartment 
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in that order 

5.—If installing new weather- 
strip, trim ends of weatherstrip to 
form butt joint at bottom center of 
opening. (See view “B”, Fig. 5.) 
Brush weatherstrip cement on both 
ends of weatherstrip and secure 
ends together to form a “butt” 
joint, 

Lift gate assembly: 

The lift gate assembly is secured 
to the back body opening roof rail 
by two hinges which incorporate 
the use of torque rods to assist In 
raising the gate. A telescoping sup- 
port at each side of the lift gate 
permits the gate to be locked open 
in any one of several positions 
Each support also includes an in- 
tegral knob and screw which acts 
as an anti-rattler device when the 
gate is in the open position. 

The lift gate torque rods are cov- 
ered by a right, left and center! 
back body opening upper finishing 
panel. 

Back body opening upper finish 
ing panels: 

Removal and installation: 

1.—Remove screws securing cen- 
ter finishing panel and remove 
panel. 

2.—At each side of body, loosen 
upper end of rear quarter window 
rear garnish molding. 

3.—Remove screws securing each 
side finishing panel; then carefully 
slide outboard end of side finishing 
panel from behind garnish mold- 
ing. 

4.—To install, reverse removal 
procedure. 

Lift gate assembly: 

Removal and installation: 

1.—Lock lift gate in open posi- 
tion. 

2.—Mark location of hinge straps 
on lift gate. 

3.—With helper supporting lift 

(Continued on page 66) 





1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


ENGINE FLUID CAPACITIES ALIGNMENT 


MAKE AND 
MODEL Max. Max. 
Rated Torque 

H. P. at at 


R. P. M. R. P. M. 


Pts. 


Fuel Tank 
Gals. 


Bore 
and 
Stroke 


Camber 
Degrees 


No Heater 


Qts. 
Au. 
Qts. 


ment (Cu. In. 
Transmission 


Std. Wheelbase 
No. Cylinders and 
Valve Arrangeme.1t 
Piston Displace- 
Standard Com- 
pression Ratio 
Crankcase Cap. 
Cooling System 


Taxable H. P. 


< 


250@4400 84@2400 
25424400 $45(a.2800 


BUICK Le Sabre 
BUICK Invicta and Electra 


= 


at 


CADILLAC 62 Series 4800 430 00 
CADILLAC Eldorado Biarritz, 

Eldorado Seville 3 j : 3.875 (51.2 45@ 4800 
CADILLAC Fleetwood 75 Sedan 

and Limo. 75 61 l - 75 «(51.2 325.4800 
CHEVROLET 6 ‘ 56x3 544.4000 
CHEVROLET 8 (283-cubic-inch V-8 If 3 159.3, V- 3. 875x3 185.4600 
CHEVROLET 8 (348-cubic-inch V-8)_ 1 3 | V- ! 3.25 54.5 50 4400 
CHEVROLET Corvette 57 5 : } 875x3 14800 


CHRYSLER Windsor Y 5i x3.75 52 4600 
CHRYSLER Saratoga 26 9 ! < x3.75 5 254.4600 
CHRYSLER New Yorker 26 1.2 18x3.75 55.9 55004600 
CHRYSLER 300E ‘ 26 = oil . (3.75 155 25000 
CHRYSLER Imperial } : “3.75 55.9 1600 


CONTINENTAL. eee | V- 0x3.70 59.1 £400 


De SOTO Firesweep P 1129 9 | a 12x3 } 4600 
De SOTO Firedome e 3 9 5 - 5x3 57 4600 
De SOTO Fire*ite ; 9 59 rs 5x3.3 , " 4600 
De SOTO Adventurer 12 9 5 5x3.38 57 5000 


DODGE Coronet 6 : 9 5s } 3 3 25.3 35.3600 
CODGE Coronet V-8 : l 2 V- 3.31 49 2554-4400 
DODGE Coronet Royal § é 12x3.38 54.3 14600 
DODGE Custom Royal ‘ 5s - 2x3 54.3 4600 


EDSEL Ranger 5 5 a 3.75x3.3 5 4400 
EDSEL Corsair ; 5s 56 [a 3.3 5 ) 4600 


FORD 6 ! ( 56 362x3.60 31.5 4400 
FORD 8 Custom 300 l f 56 - 3.75x3.3) 5 $400 
FORD 8 Fairlane _j11 ¢ 56 a «3.3 51.2 5.4400 
FORD 8 Fairlane 500 59 f x3.5 ) ; 4600 
FORD Thunderbird Hardtop S 3 F 57 ‘ «3.5 519 4600 
FORD Thunderbird Convertible 3 57 . 10x3 59.17  350@4400 


MERCURY Monterey 
MERCURY Montclair 
MERCURY Park Lane 


OLDSMOBILE Dynamic 88 
OLDSMOBILE Super 88 
OLDSMOBILE 98 


PLYMOUTH 6 Savoy & Belvedere 

PLYMOUTH 8 Savoy, Belvedere 
and Fur 

PLYMOUTH Golden Commando 


PONTIAC Catalina 
PONTIAC Star Chief & Bonneville 


RAMBLER American 
RAMBLER 6 Sedan 
RAMBLER Rebel 
RAMBLER Ambassador 


STUDEBAKER Lark 6 
STUDEBAKER Lark 8 
STUDEBAKER Silver Hawk 6 
STUDEBAKER Silver Hawk 8 


ABBREVIATIONS 


Powerglide 9, Turboglide 4. One 332 cubic inches and With Air Ride —1 

Left prefer *<. Right prefer 0. one 361 cubic inches. 2—332-cubic-inch 51.20 

Power steering 4 to +4. Valve-in-head. 332-cubic-inch 225(@4400 

Manual 4 to + L-head. 332-cubic-inch 325@ 2200 
‘—Power steering +-'4° to 1 
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... dealer-customer alliance that 
protects everybody's interests” 


says H. K. SHEARER, Chrysler dealer, 


Williamsport, Pennsylvania 


“We have worked with CommerciaL Crepir PLAN for 
25 years now. I would describe the PLAN as sort of a 
dealer-customer alliance that protects everybody’s 
interests. Under the flexible terms of the CoMMERCIAL 
Crepir Pian, the dealer is able to make many more 
sales and it is to his advantage to push the protective 
features such as insurance and emergency credit. 
The car buyer is then assured of expert assistance 
and protection in case of accidents and emergencies. 
And, by the same token, the dealer is not faced with 
repossessions or legal trouble should the customer 
suddenly get in a jam. Because it’s so good for all 
concerned, we make sure our salesmen stress the 
features of our house plan in their selling.” 


Commercial Credit dealers 
are successful dealers 





Write or call the nearest COMMERCIAL CREDIT CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit PLan. Why not do it, today? 


’* wr =) A service offered through subsidiaries of the 
COMMER 


Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 


fe 
~ 





1959 PASSENGER-CAR SPECIFICATIONS 
(Souped-Up Specs on Standard Models Are Not Listed) 


= 
— 
a 
- 
> 
r 
< 
. 
7) 


ELECTRICAL TUNE-UP FUEL SYSTEM 


MAKE AND 
MODEL 


0 


Spring Tension 
Dogrees 
Ibs. 


(ozs. 
Max. Centrif 


Timing 
Degrees 
Intake 
Exhaust (.0 
Opens b or 
atde 

Degrees 


Location 


Cam Angle 
Degrees 
Timing Mark 
Spark Advance 
Spark Advance 
Max. Vac. 
Degrees 
Cap. & Ter. Grd. 
Fuel Pressure 
Tappet Clearance 
Tappet Clearance 
intake Vaive 


Contact Arm 
Ignition 


r3800 
sun) 


BUICK Le Sabre 
BUICK Invicta and Electra 


CADILLAC 3 3, OS 35 62000 
CHEVROLET 6 d 23 FW 33-3 24-28@.35200 
CHEVROLET 8 (283-cubic-inch V-8 26-3: ; 35 28@3750 
CHEVROLET 8 (348-cubic-inch V-8 rte j 244.4600 
CHEVROLET Corvette 23 284.3700 


CHRYSLER Windsor 7-3 7 13-17@4700 19-25@ 1¢ 
CHRYSLER Saratoga : 7 7 Dt 13-17@4700 9-25@16 
CHRYSLER New Yorker 1 7 17 C 5 17-21@4300 3-2 aw lf 
CHRYSLER 300E , 7-3 7 ¥ 35 11-17@2'00 5-2 @I18 2 
CHRYSLER Imperial 7 1 A 5 17-21@ 4300 3-216 


CONTINENTAL 16 26-28 § 17-2 it 52-36 26 5@4C00 23@ 18” 


> 
ac 
>> 


De SOTO Firesweep, Firedome and 

Fire*ite 7-3 7 10bt 3 7-21@4300 
De SOTO Adventurer 5 27-% 7-2 10bt« 5 17-21@4000 
DODGE Coronet 6 3 7 5t VD 35 15-19@.3600 
DODGE Coronet V-8 5-1 27-3 17 VD 35 11-15@4600 
DODGE Royal and Custom Royal 7-3 r 10bt D 35 17-21@4300 


EDSEL Ranger 16 ; : 7 VD 32-36 1.3600 
EDSEL Corsair___ 14-16 26-2 17 ) > 3F 204.4000 
FORD 6 35 17 } 6@2400 
FORD 8 Custom 200 14-1 26-2 17 V 3936 24,4000 
FORD 8 Fairiane and Fairlane 500 14-1 26-28 5 17-2 36 24000 
FORD Thunderbird Hardtoo 17-2 6 28.4000 
FORD Thunderbird Convertible 2 (a,4000 


LINCOLN 14-16 | 26 f 17-2 t sf 26. 5@ 4000 
MERCURY 


OLDSMOBILE 88 and 98 


PLYMOUTH 6 Savoy and Belvedere 
PLYMOUTH 8 Savoy, Belvedere and 


Fury 
PLYMOUTH Golden Commando 


PONTIAC Catalina 
PONTIAC Star Chief and Bonneville 


RAMBLER American 
RAMBLER 6 
RAMBLER Rebel 
RAMBLER Ambassador 


STUDEBAKER 


ABBREVIATIONS 


atdc—After top dead center CsP—Crankshaft pulley NA—Not announced. tdce —Top dead center 
Au—Automatic. D—Ford or Holley RP—Rochester Products. VD —-Vibration damper 
BB—Bal. and Bal. FW—Flywheel. St — Stromberg. W-—3°bte Std. or O.D. Trans 
btc—Before top center. H—Holley. T—4’ bte Std. or O.D. Trans 6° btc Automatic Trans 
Ca—Carter. N— Negative 6° Automatic Trans. “Q” engine 7.5°bt 
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See Your Nearest 


DIXISTEEL 
Building Dealer 


ALABAMA 


Andalusia 

Waller Construction Co. 
Jernigan Street 
PHONE: 892 

Anniston 

The Concrete Prod. Co. 
520 West 2\st Street 
PHONE: ADams 7-209! 
Birmingham 

Atlantic Stee: Co 

Steel Building Division 
4230 Ist Avenue, South 
PHONE: WOrth |-2147 
Dothan 

Hollis & Spann, Contrac- 


tors 
202 South Alice Street 
PHONE: 5-1910 
Huntsville 
Putnam Construction Co. 
120 Biourt Street 
PHONE: JE. 4-1242 
Montgomery 
American All-Steel 
Buildings Co., Inc. 
i701 Owens St 
PHONE: AMherst 4-734! 
James M. Horner 
3446 South Perry St 
PHONE: AMherst 4-2995 
Pledmont 
Ellis-Allen Tractor Co. 
104 North Main Street 
PHONE: Gibson 7-456! 
Tuscaloosa 
Charles Temerson & Sons 
2104 4th Street 
PHONE: Plaza 2-1506 
FLORIDA 
Gainesville 
H. A. Lee Steel Co. 
1800 N.E. 23rd Bivd. 
PHONE: FR. 6-774! 
Indian Rocks Beach 
R. E. Gentle 
20116 Gulf Bivd. 
PHONE: 91-3353 
Lakeland 
G. E. Lees—Constr 
1355'/. Edgewood Ave., 
P. O. Box 2295 
PHONE: MUtual 2-354! 
Orlando 
Peninsula Steel Bidgs. Co 
109 East Pine St 
PHONE: GArden 4-409! 
Ormend Beach 
Tom Daugherty Steel 
Buildings 
666 Buena Vista Avenue 
PHONE: ORange 7-1868 
Serasote 
Atlas Const. Co 
1027 N. Washingten Blvd. 
PHONE: RI. 7-0727 
Stuart 
Sadler Construction Co 
612 South Akron Ave. 
PHONE: 24) 


Tallahassee 

J. H. Dowling & Son 

705 West Madison 
PHONE: 2-2616 

Tam 

Peninsula Steel Bidgs. Co. 
481! N. Westshore Blvd. 
PHONE: RE. 7-2072 


GEORGIA 


Atlanta 

Atlantic Steel Co. 
Steel eg | parr 
575 14th St., 

PHONE: Vitaliy. 5-344! 
Brunswick 

Glynn Iron & Steel Co. 
South =e Shipyard 
PHONE: 2843 


ciueaes 

Steel Boilders Inc. 
Old Cusseta Road 
PHONE: FA. 4-2452 


Macon 

Dixie Metal Co. 
2014 Riverside Drive 
PHONE: 3-7437 


Newnan 

Newnan Steel Bidg. Co. 
112 E. Washington St 
PHONE: Alpine 3-3364 
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GEORGIA (Con't.) 


Savannah 

Savannah Iron and Fence 
Corporation 

E. President St. Ext 

PHONE: ADams 4-5188 


Thomasville 
H & H Const 


Co 
P. O. Bo 
PHONE ‘Canal 6-5533 
Vidalia 
Montoya Foundry & 
Engineering Co. 
201 West 3rd St. 
PHONE: 4565 


Waycross 

Business, Inc. 

610 Alice Street 
PHONE: ATias 3-8358 


LOUISIANA 


New Orleans 

Metal Bidg. Prod. Co., Inc. 
1937 Lafayette Street 
PHONE: JAckson 5-3242 


NORTH CAROLINA 


Charlotte 

Roebuck Buildings Co 
2400 Wilkinson Blvd 
PHONE: FR. 5-1294 


Winston-Salem 

True Wall Stee! Co 
738 East 28th Street 
PHONE: PArk 3-2494 


SOUTH CAROLINA 


Charleston 

C. C. Rhodes Lumber 
Co 

44| Maybank Highway 
PHONE: SOuth |-1656 


Columbia 

Roebuck Buildings Co. 
726 South Edisto Ave. 

PHONE: ALpine 4-2942 
Roebuck 

Roebuck Buildings Co. 
Highway 221! 

PHONE: SP. 2-3155 


TENNESSEE 

Chattanooga 

Southern Sales & 
Export Co., Inc 

2010 South Willow St 

PHONE: OXford 8-2315 

Clarksville 

Thomason and Reece 

College at Second St. 

PHONE: MI. 7-1113 

Columbia 

L. S. White & Co. 

1118 South Garden 

PHONE: EVerareen 8-9/23 


Cookeville 

Better Homes Con- 
struction Co. 

Cox Building 

PHONE: 693 

Jackson 

Hubert M. Owen 
Construction Co., Inc. 

373 N. Cumberland St. 

PHONE: 2-332! 

Johnson City 

J. E. Green Co. 

Division St. 

PHONE: 707 

Knoxville 

Building & Utilities 
Specialties Co. 

829 North Central Street 

PHONE: 5-5197 

Memphis 

John Cassidy Const. Co 

80! Roland St 

PHONE: BR 6-734! 

Nashville 


Leon Herlinger 
4829 Corning Drive 
PHONE: VErnon 2-1960 


VIRGINIA 
Portsmouth 
James T. Septe . de. 
2618 New Suffolk Bivd 
PHONE: EX 7-580! 


& Supply 


- 


COST ONLY $3.32 A SQUARE FOOT 


Complete with air conditioning 


$1.46 a sq. ft. for this 25,200 sq. ft. 
house, including all accessories 


wore- 


$4.00 a sq. ft for this 6,000 sq. ft. warehouse 
and air-conditioned office. 


$2.00 a sq. ft. for this 10,000 sq. ft. 


including expensive hanger doors at each end 


hanger, 


FREE ESTIMATES 


4 


This 7,000 sq. ft. warehouse and 450 sq. 
ft. office of the Benton Bros. Drayage & 
Storage Co., Brunswick, Georgia, was 
completed in 40 days at a total cost of 
only $3.32 a square foot. This included 
a reinforeed concrete floor 42” above 
ground level; two 10’ x 20’ canopies; 
three overhead doors; all heating, wir- 
ing and plumbing, including three toilets 
and shower; insulated, air-conditioned 
office with brick side-walls; painting. 

The Benton building is typical of the 
hundreds of DixisteeL Buildings erect- 
ed throughout the South—some for as 
little as $1.25 a square foot. 

There is a Dixisteer Building to suit 
your needs—from the smallest, to large, 
clear-span multiple units covering any 
area desired. 

Contact your nearest DixistEEL Build- 
ing dealer or write for descriptive lit- 
erature and details. 


@ Eight standard widths— 

30’ 40’ 50’ 60’ 70’ 80’ 90’ 100° 
@ Lengths can be any multiple 

of standard 20’ unit 
®@ Sidewall heights 10’ 12’ 14’ 20° 


@ Multiple units of virtually 
ony width, height, length 


¢ NO OBLIGATION 


Steel Building Division 


575 14th St. Atlanta, Ga. ¢ TRinity 5-3441 
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in on these 


Here are two new Monroe package 


DEAL YOURSEL 





deals that offer you tremendous 
value, big volume and hefty profits. 








21" x 32" 


DISPLAY 
“4 BOARD 


Ride Control 
You get this colorful, rugged display 


board with each P-D-6 Assortment. 
The board can be either wall mounted 
or displayed on the wire rack that 
comes with it. Hardware is included 
for mounting one Monroe Load- 
Leveler on the board. 





MONROE 

















New MONROE Money Makers! 


Take your choice—or order both— 
and deal yourself in on one of the 
hottest profit opportunities in years! 


2 xe 
Open end 


and ¥%,7, 
416 
OX ends, 


$50 PROFIT FOR YOU! 


IN THIS 7-D-12 ASSORTMENT OF 


12 MONRO-MATIC 
SHOCK ABSORBERS 


Six pairs of Monro-Matic shock absorbers to fit the most 
popular cars on the road. These are the famous, widely ad- 
vertised shocks that are used on more makes of cars than any 
other—both as original equipment and replacements. They’re 
packed in a sturdy shipper that doubles as a display carton. 








Readers are invited to contribute to— SHO 





COLD NEAR i1,400° 


Ever think you’d have to wear 
an overcoat while sitting on the 
side of an aluminum “pot” with 
molten metal bubbling away at 
1,400°? 

The guide who directed editors 
(see page 26) over the gargantuan 


Reynolds Metals aluminum reduc- 
tion plant at Sheffield, Ala., said 
that workers shivered on real 
wintry days under such conditions. 
Contributing factors are the floor- 
ing, pierced frequently with holes 
so that air can come up from be- 
low, and the design of the roof 
which encourages a steady flow of 








GUARANTEED'S /4/ IGNITION 


@ 


Ignition 


= Program 


DESIGNED FOR 
LARGE & SMALL 
REPAIR SHOPS 
SERVICING... 


e ALL CARS 
TRUCKS 
TRACTORS 
INDUSTRIAL 
ENGINES 
MARINE 

e FOREIGN CARS 

e SMALL ENGINES 


service 


* 


Cabinets FREE 


with the purchase of Guaranteed's 
Popular Profit- Making Ignition Parts 


GUARANTEED 
PARTS CO., INC. 


SENECA FALL 


FULL DETAILS in 


Manual FREE upon request F 


OVER 5O YEARS OF PROGRESS 
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with built-in LOCKS & KEYS 


to all DEALERS 


S,N.Y. 


New Merchandiser ¥ 








A column of informal 

comments about the 

automotive trade and 
its problems 





heat out the top of the buildings. 

The latter features are life sav- 
ers in the summer, but no one gets 
too hot in the winter, he pointed 
out. 

Few Southerners who haven't 
visited the plant probably would 
find it possible to visualize what 
4,000,000 square feet of floor space 
looks like. That’s four times the 
size of the recently-enlarged Ford 
Division assembly plant at Atlanta. 
The plant consumes about the 
amount of electricity used by 
Birmingham, if you first exclude 
that city’s industrial power con- 
sumption. 


POLICING PREACHERS 


Threatened with jail if he did 
not move an old Model T Ford 
bearing a church sign from neutral 
ground in front of his church, a 
New Orleans Baptist preacher 
said: 

“T’ll go to jail to get people to 
church.” 

Rev. James P. Driscoll, pastor of 
Midcity Baptist Church, changed 
his mind, however, after a call 
from acting Police Superintendent 
Al Theriot informing him that he 
was breaking the law. 

Driscoll with the help of his foot- 
ball team moved his old car bear- 
ing the sign, ‘“‘Never too old to go 
to Sunday school,” across the high- 


Address any comments fo: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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W. J. Spear, president of Spear Motor Sales, Chardon, Ohio, 


Switched to De Soto because — 


“The Firesweep makes De Sote 
a good line in any size town’ 


“I switched to De Soto because it gives you the 


wide price coverage you need in a town the size of 


Chardon,” says Mr. Spear. 


“The folks here want quality in everything they 
buy, especially now with better prices for farm 
products—and they sure get quality with De Soto. 
But they’re Yankee-shrewd, too. And that’s where 
De Soto’s price coverage has really paid off for me. 


“At the top of the line, De Soto offers all the 
luxury anybody could ask for. De Soto also offers 
the lower-priced Firesweep—just the thing for the 


IT PAYS TO BE A 


man who wants the extra luxury of a medium- 
price car, without getting into the top price class. 
I’d say that 53% of all the De Sotos we’ve sold 
so far have been Firesweeps. 


Right now, we have 19% penetration in our price 
class here. The response to the ’59 line has been 
nothing short of terrific, so we’re looking to make 
it even higher in the future. 


“T certainly would recommend a De Soto deal to 
any man anxious to be a successful car dealer— 
outside my county, that is!”’ 


DE SOTO DEALER! 
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way to the church sidewalk while 
police held back two blocks of 
heavy traffic. 

Members of the church had 
pushed the car to the highway 
neutral ground two weeks before, 
Driscoll said, in a campaign to 
reach a Sunday school attendance 
goal of 2,000. 


TARHEEL FISHING 


Weekend fishing around Green- 
ville, N. C., is profitable only on 


Fridays and Sundays, according to 
“Authority” J. S. Barbour, partner 
at Greenville Motor Parts. 

“I fish almost every Saturday,” 
Barbour said. “They (the fish) al- 
ways bite on Friday and Sunday.” 


Economy Cars to Zoom 
(Continued from page 23) 


1965 compose 25% of the American 
market, assuming a total United 
States new-car market in 1965 of 
7,000,000 units. 

This figure might reach 35°% by 





STEE * construction 
For Prolonged 


Muffler Life! 


\=/PORTSMAN 


The 


ORIGINAL 


FIBERGLAS PACKED MUFFLER 


SPORTSMAN mufflers were introduced more than six years ago to fill the 
need for a high performance muffler with a pleasing low tone. Since then, 


SPORTSMAN has been accepted by the public... 


and widely imitated by 


the industry. However, in the past six years, gasoline octane has skyrocket- 
ed and exhaust condensation acidity has increased by about 50%. To meet 
these new problems, Haviland is now the first to offer a Fiberglas packed 


muffler with 


PROTECTALOY 


PROTECTALOY is an alloy coated steel which will resist corrosion 


twice as effectively as ordinary uncoated steels. 


PROTECTALOY is 


used on SPORTSMAN shells and heads, giving corrosion protection 


both inside and out. 


PROTECTALOY, plus the proven design and 


construction features of SPORTSMAN, will bring you profitable new 


sales. 


MORE THAN A QUARTER CENTURY 
OF MUFFLER MANUFACTURING PROGRESS. 


Write Department 


Want more facts? Use Reader Service Card Page 89 
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1975 as the “saturation” point is 
reached. 

I have indicated a larger ulti- 
mate shift to the ““compact” econo- 
my car than to the “small car’ be- 
cause I believe that for most pur- 
poses, although more expensive, 
the slightly larger car will be most 
practical for Americans because of 
the distances involved in compari- 
son with distances traveled in 
Europe. Relatively small size and 
economy are combined in a prac- 
tical way in the compact car. 

Of the total economy car market 
in the United States six years 
hence, I would estimate that at 
least half would be imported, most 
of the imports being of the “small” 
economy size, for which there 
should continue to be a very defi- 
nite place. 

Although the 25% figure might 
to some of you seem unreasonable, 
we have but to remember that our 
cities are becoming more crowded 
with every passing day, with park- 
ing and driving more difficult with 
a large car, that more and more 
families are becoming “two-car”’ 
families, with the small car being 
more practical as the second car, 
and that the cost of gasoline and 
maintenance, as well as original 
cost, continues on the uptrend. 

Perhaps we in America are be- 
ginning to find out what the 
Europeans found out a long time 
ago—that a small car, under 
crowded, high-cost living condi- 
tions, simply makes a lot more 
sense than a large, gas-hungry 
hard-to-park automobile. In the 
first seven months of 1958, over 
70% of all the automobiles regis- 
tered in Great Britain were of the 
“small” economy size—1500cc or 
less. Another estimated 20% were 
of the “eompact’” economy type, 
with less than ten per cent being 
what we would term large “Amer- 
ican-size’’ automobiles. 

Traveling distances are greater 
here in America, however, and 
that is why I believe we shall ulti- 
mately use more of the “compact” 
economy than the “small” econ- 
omy-type cars. Both economy 
types will continue to be important 
because of their specialized uses. 


Tri-County Dealers Elect 


Bob Gressette has been elected 
president of the Tri-County (S. C.) 
automobile dealers association 
(counties of Orangeburg, Bamberg 
and Calhoun). Vice-president is 
Ben Brickle of Orangeburg Auto 
Co., and John Paxton of Horne 
Motors is secretary-treasurer. Both 
are from Orangeburg. 
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“HOLMES gives YOU 
Extra EARNING POWER!” 


Designed for EVERY Road EMERGENCY 


All HOLMES Wrecker Units are engineered with an abundance of power for 
smooth, efficient operation on every type of pick-up or recovery job. It is this Extra 
Power and Flexibility of action which gives you, as a HOLMES operator, the Capacity 
for Extra Earnings. Being in a position to quickly and safely handle any road emer- 
gency is today a valuable Business Asset—a definite competitive advantage which will 
enable your shop to go miles away and actually bring-in Big Profit Jobs it would NOT 
otherwise be able to obtain. 


HOLMES offers a wide choice of Wrecker and Towing Equipment with units for 
every service requirement. All with features that are Tried, Tested and Proven by 
thousands of satisfied users. HOLMES is the world’s most widely used Wrecker simply 
because HOLMES Engineering has no equal in the wrecker field. Send Today for model 
specifications, prices and details. 


MODELS IN 
ALL SIZES 
and PRICES 




















G.V.W. 12M 


CHEVROLET 24 HR. WRECKER SERVICE 
OLDSMOBILE | PHONE OR 28s 


CADILLAC 


ERNEST HOLMES COMPANY 


Chattanooga 7, a 


Tennessee 
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“Changing to Texaco stepped up sales 20% - 
...Lexaco’s ‘bonus business’ pays off” 


AFTER 28 years in the petroleum business, The 
Holston Oil Co., Johnson City, Tenn., joined 
the Texaco family of Distributors. A gratifying 
increase in sales volume came fast. 

“Within a short time after switching to 
Texaco, our business increased 20%,” says John 
C. Howren, president of the firm. “‘And the 
Credit Card business of our 62 Dealers has 


shown a 300% increase! Texaco products are 


sold and preferred by millions in all 48 states. 
This brings our Dealers a lot of extra ‘bonus 
business’ from out-of-town Texaco customers. 

“We are glad to be associated with Texaco—a 
national marketer whose products are accepted 
without question by the motoring public. We 
like to do business with Texaco. They give us 
complete cooperation—and you can trust the 
man behind the contract.” 


HOLSTON OIL Co. has 62 Dealers in its 5-county operation, which requires 
2 truck transports and 3 delivery tank wagons. President Howren has 
been with the company since it started, and is active in civic affairs. 


Want more facts? Use Reader Service Card Page 89 
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THEIR SALES JUMPED FAST! 


oe 


: i ‘ 
“I COULD TELL the difference in 3 “ly WAS EASY to switch our customers “BIG CHANGE FOR THE BETTER,” says 
weeks,” says Texaco Dealer Ike Lin- to Texaco products because they know Texaco Dealer Charlie Eller of Eliza- 
ville, Johnson City. “‘Business was up Texaco quality. Sky Chief Su-preme bethton. “Business is way up, including 
20%. Seems everyone has a Texaco gasoline is very popular,” says Cecil Credit Card business. Havoline Motor 
Credit Card, and likes Texaco products.” Rhines, Texaco Dealer of Johnson City. O*' has good acceptance.” 


Why there’s a solid future with Texaco 


HERE are 6 reasons why Dealers and Distributors grow at Texaco: 
The best petroleum products, known and accepted by car owners 
in all 48 states. Continuous research and development insure that 
TEXACO will always have outstanding products. The best and 
biggest national advertising program ...constantly selling TEXACO 
Dealers to car owners everywhere. The best point-of-sale pro- 
motion material to help bring customers in and bring them back! 
The best customer credit card —in fact, the only petroleum credit 
card honored under one sign in all 48 states...and in Canada, too. 
The best retailer policy -— TEXACO cooperates with its dealers in 
the marketing of nationally-advertised and accepted TBA products. 
The best opportunity to cash in on “touring” business — because 
TEXACO customers at home like to stop at TEXACO stations when 
on the road. This means you have 38,000 other 

TEXACO Dealers helping you. 


NO QUESTION ABOUT IT, Texaco offers a solid 
future to good men. Proof: 20,096 Texaco Deal- 
ers have been with us more than 10 years, and 
some for more than 45 years. 683 Distributors 
have been with us for at least 20 years ... some 
more than 45 years. 





THE TEXAS COMPANY 


IF YOU'D LIKE to grow with Texaco, get in touch with the Texaco Division Office 
nearest you: Atlanta, Ga.; Boston 16, Mass.; Buffalo 5, N. Y.; Butte, Mont.; 
Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, Tex.; Indianapolis 1, 
Ind.; Los Angeles 5, Calif.; Minneapolis 3, Minn.; New Orleans 16, La.; 
New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 
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Sheffield: South's Rouge 
(Continued from page 27) 


“The automotive manufacturers 
will answer precisely,” Reynolds 
said, “but I can tell you how it 
might be built. 

“It could have a unitized sheet- 
skin body married to running gear 
and front structure by a die-cast 
or permanent-mold casting of 
aluminum for front cross support 
and two-side guide rails. 

“The unitized body would be 
constructed with extrusions or 
castings for ‘A’ and ‘B’ posts and 
roof rails, die-cast doors, stamped 
or extruded instrument panels, and 
a combination of sheet and ex- 
trusion underbody. 

“With it, of course, would go in- 
tegral grilles and hood, including 
ornamentation, integral wheels and 
brakes, bumpers, and integral deck 
and wheel cover. 

“It would be assembled by 
welding, adhesives, stitching and 
other mechanical fasteners. 

“Lest a prophet be without 
honor in his own country, let me 
tell you that this is no pipe dream, 
but rather a probability drawn 
from cost experience developed by 
us with alloys, production tech- 
niques and assembly methods 
available in aluminum today.” 


Wiring Yields Volume 


(Continued from page 28) 


buretor.” 

I checked for myself and found 
the trouble in the distributor. The 
breaker points had no space be- 
tween, and therefore did not func- 
tion when idle. Here we replaced 
the burned points and made a sale 
of $4. 

Frequently loose wires and de- 
fective batteries cause overcharge 
rates. We recall giving our usual 
wire checkup to a car and notic- 
ing loose wires at the ammeter. 
This was in a model where wires 
were hard to get at under the in- 
strument panel. When we called 
this to the man’s attention, he 
complained of headlights flaring. 
We replaced the ammeter, making 
a sale of $7. 

When I speak of a five-minute 
visual inspection of wires, I in- 
clude these items: battery corro- 
sion, ground condition of ground 
wires, catching hold of positive 
wires for looseness, checking 
spark plug wires for dirt, looking 
for exposed and deteriorated wires 
due to improper handling of 
cleaning fluid when cleaning, so 
that insulation on wires is eaten 


56 


away, and checking’ generator 
wires situated in the back of the 
front crossmember in later Ford 
models. 

Wires so located sometimes are 
rubbed bare or cut in two. We 
check wire boots’ which give 
trouble like a short or miss in 
an engine, especially in damp 
weather. 

After wires are checked and 
complaints tracked down, we sup- 
plement observation with our test- 
ing machines in diagnosing trou- 
ble. We have generator, voltage 
regulator, current regulator and 
armature turning machine, volt 
and ammeter, dwell meter and 
tachometer plus the necessary 
hand tools. One machine with ac- 
cessories represents a $1,100 in- 
vestment, the other a $300 invest- 
ment. 

Though we have been working 
with electrical systems since 1922 
and make it our No. 1 job in going 
over a car, we still attend any 
manufacturer’s school on electri- 
cal systems given in the vicinity 
It keeps us up with the newest 
developments and approaches to 
diagnosing and correcting trouble. 

It gives us a great satisfaction 
to see a new face come into the 
shop because we know he has 
come from some distance. We 
know someone has told him about 
us because he couldn’t have heard 
ef us through any other means 
We do not promote in any way: 
in a small town we all know each 
other. 

It was only last week that a 
new customer dropped by to get 
our opinion of three burned-up 
generators on a new car. We found 
loose wires and the main feed wire 
from the solenoid on the crimp 
terminal was loose. We made a 
steady customer with that $5 sale, 
and several new customers after 
that. I think our new customer is 
less worried about a fourth burn- 
ed-up generator. I hope so. 

It is this gratification that keeps 
us looking for loose and defective 
wires. 


Reaping Radiator Repairing 
(Continued from page 30) 


Everyone knows what rodding 
out a radiator is like. Unless a shop 
has a flow tester, every radiator 
has to be rodded out as a precau- 
tionary measure, Ward feels. Then 
there is no knowing-for-sure. 

With the flow tester Ward 
escapes rodding out 98% of the 
time. And he knows for sure if the 
radiator is putting out its rated 


Robert S. “Bob” Armacost of 
Kansas City was feted by the 
Motor Car Dealers Association of 
Greater Kansas City last month at 
a meeting devoted to this purpose. 
Armacost is retiring as a director 
of the National Automobile Dealers 
Association. He is a past president 
of both associations as well as a 
former president of the Missouri 
Automobile Dealers Association. 


gallonage flow. 

Another thing: A retail custom- 
er comes in complaining that his 
car engine is heating up. Can it be 
due to a plugged radiator? 

A test run with the flow meter 
tells. If the heating up cannot be 
attributed to the radiator, there’s 
a charge of $2 for not doing a job 
that didn’t need doing and having 
an irate customer with a comeback 
and looking for a refund. 

Since the opening of his little 
shop—the work area measures 10’ 
by 22’—Ward has had to install 
a second test tank and combination 
workbench. 

All equipment is electrically op- 
erated or controlled. This saves 
time and spells efficiency. 

To make his jobs have that pro- 
fessional appearance, all radiators 
are painted with a special radiator 
paint that does not act as insula- 
tion. 

Of the average eight jobs com- 
pleted daily, 60% are retail jobs 
and 40% wholesale. Free pickup- 
and-delivery service is provided 
the wholesale accounts. 


Orlando Elects Simpson 


The Orlando (Fla.) Automobile 
and Truck Dealers Association has 
named R. W. Simpson of Simpson 
Motors (De Soto-Plymouth) presi- 
dent. R. R. Reed, Sr., Reed Motors, 
Inc. (Willys - Rambler-Isetta) is 
vice-president and R. D. Paquette, 
Paquette Motors (British Ford- 
Volvo), is treasurer. L. W. Zoller, 
attorney, is executive secretary 
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co N1 ROL 
MOKERS’ 


+ a 


American Hammered 


stainless steel oil ring 


U.S. PAT. NO. 2,789,872 


does — positively! 





The broad shoulders on American Ham- 
mered’s stainless steel oil ring expander hold 
the side rails tightly against the sides of the 
ring groove. Oil cannot be sucked around this 


stainless steel oil ring, even under high vacuum 





conditions. 
And this expander will retain the axial 
pressure necessary to maintain this side seal 


indefinitely —up to twice as long as the carbon 





steel oil ring you’re presently installing. 

Why? Because stainless steel—used only in 
this oil ring—will not lose its original, built- 
in tension at engine operating temperatures. 

This oil ring is matched with American 
Hammered’s pre-seated top groove compres- 
sion ring for maximum oil control, minimum 
wear. No comebacks when you install 
Krome-Oil. 


New stainless steel oil ring 
available in Krome-Oil ring sets—where 
required by engine conditions 


WHY IT SIDE-SEALS 


AMERICAN HAMMERED 


AUTOMOTIVE REPLACEMENT DIVISION © 2001 Santord Si, Muskegon, Mich. 


Manufacturers of American Hammered 
Automotive Replacement Piston Rings 


Note arrows: axial pressure of | Note arrow: broad shoulders im- A Division of Sealed Power Corporation 


the stainless steel expander at part great stability to side rails. 
these points makes a fast seal. No flutter or wobble. 
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Dear Bill, 
I guess you’re right about a ») THE, NUMBUSTER. 


shop’s reputation standing or fall- Witor hit Quad’ 


ing through the conversations of its 
Now that you mention it, I’ve : nh ¢ 4\ 


customers. 
noticed a number of our best cus- 
tomers come from the same neigh- 
borhood or from the same office, 
factory, or business organization. 
This should be reason enough to 
be careful with treatment of each 
individual customer, for you aren’t 
toying with the loss of a single cus- 
tomer but possibly of a number of 

















his friends and associates as well 

Only last week a new custome! 
from a rapidly-growing new in- 
dustry in our town was question- 
ing us closely about the various de- 
partments and types of services we 
could supply. He explained that he 
had been so well pleased with what 
we had done for him that he want- 
ed to be able to recommend us for 
the new employes who are moving 
to town to take jobs with the firm 

He said that hardly a day goes 
by but what discussions and ques- 
tions about automotive’ service 
didn’t arise. New people were nat- 
urally interested in where they 
could get their cars serviced rea- 
sonably and skillfully. 

He said that if ever there were 
any question in our minds about 
how important promptness of de- 
livery after a repair can be, he 
wanted us to know that this was 
the biggest source of complaint 


creo * *K among the car owners. 
F eries HRC CUP He explained that very often 
: they had to make elaborate ar- 
W | T r E > 4 Pp A & D é . S rangements to pick up the car, or 
to get back and forth to work or 
¢ t ad iti 5 [! meals when their car was tied up, 
rea es a RY | ive ed ° and so they depended on the time 
“Heat Resisting Compound the car was promised to them by 
the shop. 
That's why they're better — that's why they last A good mechanical job and a fair 
longer — that's why you should use “E” Series price would take second place to 
Cups on all jobs! And remember — cups with ex ialluere time if they found them- 
panders are used in America’s highest priced delivery time 1 : C : 
cars! selves stranded afoot because their 
car wasn’t ready when promised 
wa ey phe ean with He.-said that our best investment 
¥ eries Cups and they cost no : : ‘emcle . 
more than oat kits with plain in customer relations is the few 
cups. All EIS Wheel Cylinders are | minutes it would take to phone the 
equipped with “E” Series or ; customer to advise him of any de- 
patented Ribbed Cups where ap lay when it was first found to be 
plicable — at no extra charge! All % necessary 
EIS Master Cylinders and Kits The ieee a 
come with Ribbed Secondary Cups q an sti g 
extra value at no extra cost! ing his transportation arrange- 
ments the more reasonable he’ll 


ws ORDER THIS HANDY A222 “E” SERIES be at the delay. It’s the inconven- 


CUP AND EXPANDER ASSORTMENT ience and embarrassment caused 
by a shift in plans rather than 


merely not having the car at the 
agreed time. 

“Anything new?” you asked 
Well, yes and no. 


Write for Catalog 


EIS AUTOMOTIVE CORP., Middletown, Conn 
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“Tripled our V-belt sales 
since switching to Gates 


says Bill Edwards of Edwards 66 Service, 
Terre Haute, Indiana 


“Since we have been handling Gates V-Belts, our 
monthly belt sales average has jumped from 15 to 
approximately 50. 

‘“‘We believe Gates Belts are the best on the 
market, and our customers readily recognize the brand 
as top quality.” 


You, too, will be able to increase your profits materially 
by using Gates station-tested sales methods. And you can use 
these unique plans — 


e Without bother to customers e Without slowing down service time 


You can change over to the Gates top-profit line quickly and 
easily ... without losing a penny on your present stocks. Simply 
call your Gates supplier, and he’ll make the switch promptly. 


The Gates Rubber Co., Denver, Colorado 


Gates Vules V-Belts 





A lot of things new to the cus- 
tomer is old stuff to us, but we 
have to remember that and keep 
hammering away to keep him buy- 
ing. Servicing the “dry” air clean- 
ers, attention to power brakes, air 
conditioners, dual headlamps and 
other units fairly new to the cus- 
tomer always call for reminders as 
he rarely asks for service to them. 

We watch for need for attention 
to these “new” units so we can 
remind him before trouble occurs. 

In the case of some of the new 
paint on the new models, we are 


advising him on the proper “sea- 
soning” necessary before polish can 
be applied and trust he will then 
come back to ask us if it is time 
to apply it. 

If Santa leaves one of the new 
jobs in your stocking this year, 
bring it by and we’ll explain what’s 
new for the New Year. 

Take a good wish from me that 
the bewhiskered gent will be most 
kind to you and all your dear 
ones! 

Yrs, 
Ed 





THE NADA USED CAR GUIDE 


IT’S LOCAL 


—published in 8 regional editions so 
you have complete information 

about conditions in your own 

trading area 


IT’S CURRENT 


—published every 30 days, to 
give you the up-to-the-minute facts 
and figures you need in your 
business every day 


IT’S COMPLETE 


—dgives you the average wholesale 
value, average retail value and 

(in most areas) the average loan, 
PLUS detailed line drawings of 
most models, for quick visual 
identification of features 


and it’s still 


NATIONAL 
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AUTOMOBILE DEALERS 
Useo Car Guipe Co. 


2000 K Street, N.W., Washington 6, D. C. 


Only? 3-20 per year 


Quontity prices 
on request 





Foreign" Service Training 
(Continued from page 22) 


curacy of his written examination 
Once he has fulfilled requirements, 
his weekly earnings as a junior 
mechanic go up to $75. He is on 
his own, though he is not yet given 
major engine overhauls or trans- 
mission overhauls. 

For the next three or four 
months he will apply himself to 
quick turnover repairs with a fore- 
man or senior mechanic overseeing 
his work. By the end of the four- 
month period in which he may 
have demonstrated a preference or 
special aptitude at engines, trans- 
missions or front-ends, he may in- 
dicate a desire to specialize. 

Up to now he has been a general 
repair mechanic. A factory repre- 
sentative will give him a three- 
day school in either engines, trans- 
missions or front-ends. Depending 
on the quality of his work, he may 
get increases from time to time 
extending to a top of $115 a week. 

Raises are not fixed and period- 
ic each step along the way toward 
specialization. We explain this 
when an aspiring apprentice is 
taken on. Our training program is 
registered with the Veterans Ad- 
ministration. 

With our emphasis on quality, 
every man trained by us is tops in 
his field. He has been molded in 
our method. Neither we nor any 
dealer following a similar training 
program need concern himself 
about a skilled labor shortage. He 
removes any gamble with bring- 
ing in foreign mechanics from 
overseas. For it is a gamble 

Unforeseen problems may aris¢ 
with imported labor. Foreign mis- 
conceptions about 
wealth in America, the trying pe- 
riod of adjusting to a new culture 
and outlook, 
may become serious obstacles to 
quality performance and produc- 
tion. 

We've got the stuff right here 
We don’t have to look over the 
fence into our neighbor’s yard. All 
we have to do is train and develop 
the young material we’ve got on 
hand. 


instantaneous 


family dislocation 


Tom White Dies in Tullahoma 


Tom White, executive secretary 
of the Nashville (Tenn.) Automo- 
bile Trade Association and the 
Nashville Tire Dealers Association 
during the 1920’s and ’30’s, died 
recently in Tullahoma following a 
year’s illness. He was about 80 
years old. 


SOUTHERN AUTOMOTIVE JOURNAL for December 1958 





ANNOUNCING 


a New, 
S tr onger Here’s a piston made to match the power of 


today’s engines . . . a piston so strong it is 

iston for being used extensively for aircraft and 
p racing cars. An exclusive Thompson process 
literally rams aluminum slugs into piston 


Caf. S an d forms with tremendous force. This increases 


metal density which gives the finished piston 


ligh { tr ucks up to 70% greater strength! 





“ Thompson Powerforged 


eee Up fo 70% stronger than cast aluminum pistons 
«++ furnished tin-plated and in finished sizes 


will balance perfectly when used as re- 
placements. 


For longer, trouble-free piston life, get the 


piston that is especially designed to meet 
the greater stresses developed in new, 


more powerful high compression engines. Get 
Thompson’s new POWERFORGED piston! 


Replacement Division 


Thompson Ramo Wooldridge inc. 
Cleveland 3, Ohio 
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SELLING SLANTS 


WATCH FOR THIS BIG 
NEW AC FUEL PUMP 





Here’s all you do to get 
Y g e@ Order any 8 new AC Fuel Pumps of your choice, 


the FM-42-FP package include an additional $17.40 for the FM-42-FP 
Package. 
The FM-42-FP Package Contains: 
@ The Belforte “ice Cube’’ Watch Bracelet 


@ Two AC Fuel Pumps (#4460, Chevrolet, 1955-57) 
worth $17.40 


@ When you’ve sold the two AC Pumps, you recover 
$17.40. Your profit from the sale of the pumps pays 
for the Promotion Package. 


For the FM-45-RFP Package 


e@ Order any 8 rebuilt AC Fuel Pumps of your choice, 
include an additional $19.00 for the FM-45-RFP 
Promotional Package. 


The FM-45-RFP Package Contains: 
@ The Belforte “Ice Cube’’ Watch Bracelet 


@ Two Rebuilt AC Fuel Pumps (#24460 for Chevro- 
let, 1955-57; #29294 for Oldsmobile, 1949-54) 
worth $15.25. 


@ When you've sold the two AC rebuilt pumps, you 
recover $15.25. The two fuel pumps which you replace 
have an exchange value of $3.75 ($1.25 for #24460; 
$2.50 for #29294). The profit from the sale of the two 
rebuilt fuel pumps plus their exchange value pays 
for the Promotional Package. 


Watch Walt Disney Studios’ ZORRO Every Week on ABC-TV 
AC SPARK PLUG # THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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OF THE MONTH ! 





PROMOTION 


Featuring the Exclusive “Ice Cube” Watch Bracelet by Belforte 


Christmas is fast approaching and here’s the ideal solution to 
that perennial problem of what to give her. 


And here’s more good news. . . it doesn’t make any difference 
whether you order new AC Fuel Pumps or Rebuilt Pumps, the 
Belforte Watch Promotion Package can be yours with the 
purchase of either the FM-42-FP, New or FM-45-RFP, Rebuilt! 


Ask For Them by Number 


| Baroni 


é )vemien. Senile | 
i 


t 
| ieee 


' 








gh FFFFE Ei 


Sd 


The Striking “Ice Cube” Watch Bracelet by Belforte, 
a subsidiary of Benrus Watch Company 

This smart, fashion accessory doubles as a beautiful timepiece that 
will thrill the lady in your life . . . for a lifetime. The Belforte ‘Ice 
Cube’”’ contains a fine, jeweled, lifetime movement with an unbreak- 
able mainspring. A transparent back exposes the precise Swiss 
movement and shows it in constant movement. Each watch bracelet 
comes handsomely gift-packed especially for her. 


CALL YOLIR AC SUPPLIER 
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announcing new 


Gsuide | 


\ 
\ 
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ee ee 
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Powerbeam 50 


two-headlamp system 


replacement headlamp 


Improved Light Pattern for 
Better Light Distribution 


Fifty Feet of Added Light 
on Lower Beam 


Want more facts? Use Reader Service Card Page 89 


The Guide T-3 Powerbeam 50 Brings 
Dual-Lamp-System Advantages to Own- 
ers of Two-Headlamp Cars! Here's the 
greatest lamp advancement for single-lamp 
systems since the famous Guide T-3 head- 
lamp development which made mechanical 
safety aiming possible. Now you have a 
single-lamp replacement unit with full 50 
watt power on both upper and lower beams! 


Tremendous Advantages From New 
Guide Lower-Beam Filament. There's a 
smoother beam, better spread for better 
over-all illumination and freedom from 
spot-bounce. More comfortable secing re 
sults from this even distribution as against 
“spottiness.” 


The New Powerbeam 50 Gives Addition- 
al 50 Feet of Light—Aimed Right! The 
great new Guide T-3 Powerbeam 50 Head 
lamp concentrates lower-beam throw in so 
clean a right-road-edge pattern that you 
see at least 50 feet further than with earlier 
types. There’s actually 25% more light 
properly and safely directed. There's the 
same amount of lower-beam light as on the 
most modern dual-system lamps 


The New Powerbeam 50 Headlamps 
Can Be Aimed Day or Night. Like all 
Guide T-3 Headlamps, these can be quickly 
aimed without even turning on the lamps. 
The aiming pads of each lamp are precision 
ground for simple mechanical adjustment 
so that the upper and lower beams bring 
maximum benefits to the driver and to 
oncoming traffic. A more advanced fluting 
design in the lens gives more efficient light 
both upper and lower beam. The upper 
beam is centered higher and points ideally 
straight ahead. Since the light does not 
“tunnel” or “spot,” vision is more natural 
and comfortable 


Your Market is Tremendous. There are 
millions of cars in the two-headlamp system 
category ... many of them your customers 
They need this Guide improvement. They 
are driven by people who want the extra 
safety and comfort. Get the extra business 
Do this extra service for your customers. 


AVAILABLE 
NOW 


FROM YOUR SUPPLIER 


AC SPARK PLUG RP THE ELECTRONICS DIVISION OF GENERAL MOTORS 
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Mechanically Aimable! 





Chevy Rear Service 
(Continued from page 43) 


gate in opening position, remove 
three of four screws securing lift 
gate to each hinge. 

4.—Remove screws _ securing 
right and left lift gate support to 
lift gate. Then remove remaining 
hinge attaching screw from each 
hinge and carefully remove lift 
gate. Place lift gate on a protected 
bench. 

5.—To install, align hinges with- 


in scribe marks and reverse re- 


moval procedure, 

Adjustments: 

1.—To adjust lift gate sideways 
or up or down in the body opening, 
loosen hinge-to-lift gate attaching 
screws, adjust lift gate as required 
and tighten screws. Check center 
lock striker on lower edge of lift 
gate and tail gate bumper wedge 
plate on tail gate for proper en- 
gagement and adjust as required. 

2.—To adjust closed position of 
lift gate upper edge forward or 
rearward, proceed as follows: 

a. Remove back body opening 





+ 
ive TIRE 


DO THIS 


CAMEL |S THE PATCH 


THE WORLD’S LARGEST LABORATORY RESEARCH AND 
ROAD TESTING PROGRAM ON REPAIRING TUBELESS 
TIRES HAVE DEVELOPED CAMEL TIRE AND TUBE RE- 
PAIR MATERIALS TO A POSITION OF WORLD-WIDE 


LEADERSHIP. 


WRITE FOR ILLUSTRATED INFORMATION 


H B. EGAN MANUFACTURING CO. 
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the safe... sure 
permanent way is 


the PROVED HOT 
VULCANIZING PATCH 


.. IT’S EASY TOO! 


ELIMINATE 
THIS 


TO USE 


MUSKOGEE / OKLAHOMA 





upper finishing panels. 

b. Loosen hinge to roof rail at- 
taching bolts and torque rod re- 
tainer bolt at hinge shown in Fig. 
6 and adjust hinge as required; 
then tighten bolts. 

c. Check operation of lift gate to 
insure that upper edge of lift gate 
does not contact roof panel. 

d. Install all previously removed 
parts. 

Lift gate hinge assembly: 

Each hinge is secured to the roof 
rail by five bolts and to the lift 
gate by four screws. The torque 
rods must be disengaged from 
both hinges before one or both of 
the hinges can be removed. 

Removal and installation: 

1.—Remove lift gate from hinge 
and supports. 

2.—Remove back body 
upper finishing panels 

3.—Remove bolts and washers 
securing torque rod retainer at 
center of body. (See Fig. 6.) 

4—At opposite hinge from one 
being removed, remove bolt and 
washer securing torque rod retain- 
er (Fig. 6), then with suitable 
length of pipe, carefully disengage 
end of torque rod from hinge. Dis- 
engage opposite end of rod from 
hinge being removed. 

Caution: Perform above step 
carefully. Movement of the ten- 
sioned torque rod can cause injury 
if the end of the rod is carelessly 
disengaged. 

5.—Remove bolt and washer se- 
curing torque rod retainer at hinge 
being removed. Then with same 
length of pipe, carefully disengage 
torque rod from hinge. 

6.—Scribe location of hinge on 
roof rail, then remove bolts and 
washers securing hinge and re- 
move hinge. (See Fig. 6.) 

7.—To install, align hinge within 
scribe marks and reverse removal 
procedure. 

Note: When installing end of 
torque rod in hinge, make certain 
“U”’ in torque rod is properly en- 
gaged in movable portion of hinge 
as shown in Fig. 7. 


Three ‘59 Carbs 


(Continued from page 39) 


opening 


shuts off all vacuum applied to the 
vacuum switch, therefore keeping 
the end carburetors out of opera- 
tion until the engine is thoroughly 
warmed up. This feature improves 
over-all performance during cold 
drive-away and warm-up. 

Large idle mixture screws have 
been adopted on the new carbure- 
tors to provide a head both slotted 
and hexed for quick and easy ad- 
justment. 
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Like a weld in steel... 
Wazner Lockheed 
EXCHANGE BRAKE SHOES 

are properly bonded to hold lining to shoe 


The Wagner method of applying lining to shoes makes sure that 
the two are properly bonded—holding the lining to the shoe as 


securely as the weld in fabricated steel. 

When you exchange shoes, you take full advantage of our mass 
the slow, tedious delining and relining is done 
speed turnover... and 


production facilities 
for you. You save time on every job... 
gain time for other profitable work 

Wagner supplies you with clean, inspected, completely recondi- 
tioned shoes equipped with the right premium quality lining to 
insure customer satisfaction—and the price enables you to make 
a substantial profit. 


WAGNER EXCHANGE BRAKE SHOES have lining “bonded-on” or 


“riveted-on”’ according to highest factory standards. Sets are avail- 
able for all cars and some light trucks with both standard and 
oversize lining thicknesses. 


COMPLETE WAGNER LINE includes Lockheed Brake Parts, Fluid, 
and Lining for all vehicles. Brake Lining comes in rolls, sets, blocks 
and slabs. Exchange Shoes come in “WEB” SETS bonded with 
CoMaxX Lining, and “WB” SETS bonded with “WP” Lining. For 
details, consult nearest supplier of Wagner Lockheed Products, or 
send for a FREE copy of Catalog BU-579. 


Wagner Electric @rporation 


6362 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in US. ond in Canada) 


LOCKHEED BRAKE PARTS, FLUID, EXCHANGE SHOES and LINING « AIR HORNS « AIR 
BRAKES « TACHOGRAPHS « ELECTRIC MOTORS « TRANSFORMERS « INDUSTRIAL BRAKES 
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Give ‘Em Good Ignition! 
(Continued from page 38) 


instruments properly, crank the 
engine about 15 seconds and watch 
the voltmeter. Cranking voltage 
should be 9.6 volts, and cranking 
speed should be good. If that’s what 
you read, trouble on the car is 
most apt to be in the distributor. 
Naturally, you’d use the voltmeter 
to check for high resistance in the 
distributor primary circuit. 
Distributor primary circuit test 
(Fig. 1): Notice that you connect 
the voltmeter on the distributor 
side of the coil. In brief, just re- 
move the jumper and connect the 
voltmeter positive lead in its place. 
With the ignition turned on, and 


the breaker points closed, read the 
voltmeter. Voltage drop should not 
be more than .1 volt. If you see 
more than .1 volt, you’ll know that 
something is not as it should be in 
the distributor. There may be 
burned points or a loose connec- 
tion. Since you have made sure the 
trouble is in the distributor, it 
should be removed for bench tests 
and inspection. 

Why ignition points burn: If 
points are set too close, they’ll 
burn. The condenser won’t be able 
to do its job of soaking up enough 
of the current to prevent arcing. 
Oil or grease on the points can also 
make them burn, So can a defec- 
tive condenser cause burned points. 

Also, if the points aren’t lined 
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up properly, they will burn on one 
edge because the reduced contact 
area won’t be able to dissipate heat 
properly. 

In addition, if the voltage regu- 
lator is set too high, the distributor 
points will burn. Don’t overlook 
this possibility. A voltage setting 
too high can actually cause trouble 
throughout the electrical system. 

Voltage drop less than .1 volt: 
Now, suppose the voltage drop in 
the distributor primary is less than 
.1 volt and there’s still ignition 
trouble. In this case you’d check 
the secondary ignition circuit. 
Specifically, you’d check for cor- 
rosion at the distributor towers, 
and at the ignition coil tower. 

Besides that, you’d check for a 
burned rotor, or arcing at the 
terminals inside the cap. If you 
find those points okay, you’d check 
the wires and spark plugs, burned 
electrodes, wrong gap, etc. (Fig 
a). 

Additional tests—ignition pri- 
mary circuit: A high voltage drop 
in the primary circuit will reduce 
the secondary output of the coil. 
This leads to hard starting and poor 
engine performance. 


Look for Trouble 


Therefore, when primary voltage 
is less than 9.6 volts during crank- 
ing, look for trouble in the battery 
or high resistance in the primary 
circuit. You know how to check the 
battery, so let’s cover further cir- 
cuit resistance tests. 

Voltage drop from the battery to 
the ignition switch side of the bal- 
last resistor shouldn’t be more than 
.2 volt. To check voltage drop, set 
the voltmeter selector switch at the 
four-volt position. Connect the 
positive voltmeter lead to the posi- 
tive battery post. Connect the neg- 
ative voltmeter lead to the igni- 
tion switch side of the ballast re- 
sistor. 

Next, connect a jumper from the 
distributor side of the ignition coil 
to ground. Using a jumper to 
ground the coil is usually easier 
than cranking the engine until the 
distributor points are closed. Also, 
the jumper eliminates possible 
false test readings due to reduced 
current caused by resistance at the 
points, wiring and distributor con- 
nections. 

Be sure all lights and accesscries 
are turned off. Curn the iynition 
switch on. There shouid be no more 
than .2 volt on the voltmeter. 

Test the ignition switch by turn- 
ing it off and on several times. 
The voltmeter should read the 
same each time the switch is turned 
on. If it doesn’t, ignition switch 
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Here are the most versatile primer-sur- 
facers available today. You can use all the 
new Du Pont Hi-Speed Primer-Surfacers 
under both super-topcoats— DUCO® Lac- 
querand LUCITE® Acrylic Lacquer. They 
eliminate the stocking of many extra pri- 
mer-surfacers; they handle easily, perform 
perfectly under all conditions, are ideal as 
the undercoat for all of today’s car colors. 

The new Hi-Speed Primer-Surfacers are 
outstanding in color holdout . . . give the 


base for uniformly beautiful gloss that cuts 
compounding time. In addition, they stay 
uniform after thinning to prevent pinhol- 
ing... fill fast and dry fast ... sand smooth 
without tearing and pulling. 

So try these 3 Du Pont Hi-Speed Primer- 
Surfacers—the new #70 Dark Gray and 
#80 Red Oxide, and popular #30 Platinum 
Gray. They cost less at the gun than many 
so called “‘bargain”’ primer-surfacers. 


Available at all Du Pont jobbers. 





DU PONT REFINISHING MATERIALS 


Chemically engineered to do the job better 


LIVING 


THROUGH CHEMISTRY 


contacts are burned and the switch 
should be replaced. 

If voltage drop is more than .2 
volt, or if there’s intermittent ig- 
nition trouble, check a!l wires and 
connections for tightness, Leave 
the ignition switch on and the volt- 
meter connected. Move each wire 
and check each terminal as you 
watch the voltmeter. If any move- 
ment changes the voltmeter read- 
ing, you have found the cause of 
high resistance in the circuit. 

Testing coil: 


Clean and inspect ihe coil and 


terminals. Inspect coil for cracks 
or damage which would cause 
leakage. Use reliable test equip- 
ment when checking ohm resist- 
ance in the primary and secondary 
coil windings. 

To check the secondary, or high- 
tension circuit, first pull the sec- 
ondary cable out of the distributo1 
cap. Hold the end of the cable 
about 144” away from the cylinder 
head and crank the engine with 
the ignition key turned on. If the 
spark jumps the 4” gap, the coil 
should be satisfactory 
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hole with built-on FILLER TABS... 
clamp the SIZZLE PATCH in place 
... light the fuel board...and, 
presto the repair is made! The tire 
is SAFE for any service or speed! 
Don't take chances... VULCANIZE 
punctures with SIZZLE PATCHES. 


Laboratory Research, plus a continuous 
program of Field Testing — backed by 
38 years of experience in rubber 
‘products manufacturing guarantee the 
quality and dependability of SIZZLE 
PATCHES and all other Monkey =~ 


fine Tire Repair products. 


SIZZLE PATCHES are 
covered with a protective 
Polyethelene backing, in- 
dividually sealed in cello- 
phane and packed in 
Toh Aamo ldeloleleiseMselilicliar 
ers, to assure their long 
lasting freshness and 
permanent vulcanizing 
quality. 


“SIZZLE” 
PATCHES 


NEW easy-to- 
handle Vulcan- 
izing Clamp for 
fast repairs. 
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bench- 
and replace 


If test is unsatisfactory, 
test coil on coil tester 
if necessary. 

Important: Always check coil fot 
external leaks and arcing. Two 
tests should be made on the coil 
one when the coil is cool and one 
after coil has warmed up. 

Testing condenser: 

Inspect condenser for broken 
leads, frayed insulation, a loose or 
corroded terminal or poor ground 
contact. Insulate breaker point 
with cardboard and check condens- 
er for capacity and ground. Check 
capacity and resistance from the 
primary terminal threugh the con- 
denser to the distributor base. If 
tests indicate a faulty condenser, 
perform breakdown, capacity and 
resistance condenser 
tester. 


tests on a 


Checking Plug Operations 


Spark plugs: 

The condition under which spark 
plugs have been operating can be 
determined, in most cases, by vis- 
ual inspection, It is important that 
plugs are periodically cleaned and 
the gaps reset to insure good en- 
gine performance, economy and 
long life of the spark plugs. Im- 
proper installation of plugs will re- 
sult in premature failures. It 
should be made certain that the 
cylinder head seat is clean, the 
proper tightening is used to fully 
compress the gasket, and that the 
threads on the plug and in the cyl- 
inder head are free of carbon and 
dirt. 

Inspection: 

Excessive heat: spark 
plugs, poorly seating valves, exces- 
sively lean fuel mixture, incorrect 
ignition timing or use of incorrect 
plugs will cause the spark plugs to 
run too hot. 

The insulator core wi!l be white 
with dark spots or blisters near the 
tip, or blistered dark brown depos- 
its near the tip plus excessive burn- 
ing of the electrodes. If the insula- 
tor material is badly fused and 
blistered and the center and side 
electrodes are badly burned, there 
may be water leaking into the cyl- 
inder head in addition to one or 
more of the above conditions. 

Care should be taken when in- 
stalling plugs to prevent distorting 
the shell. If leaks occur between 
the shell and the insulator, gas may 
leak by leaving dark streaks up 
the side of the insulator top. This 
condition may also cause burning 
of the insulator and the electrodes 

Insufficient heat: An excessively 
rich fuel mixture, excessive oil 
consumption or prolonged idling 
or low-speed operation may cause 
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Before deciding on a is 

Foreign Car Franchise : 
know the Company 
behind the product! 


CITROEN WORLD HEADQUARTEI 
| Q 1 re Citroe I 


CITROEN, the World’s largest 
Manufacturers of Front-Wheel 
Drive Cars and Trucks, and 
PANHARD, one of the oldest 
names in the automotive industry, 
offer you the opportunity to be- 
come a CITROEN-PANHARD Fran- 
chised Dealer in the United States. 


Asa CITROEN-PANHARD 
Dealer you are backed by all of 
CITROEN’S vast resources and 
will benefit from ultra-modern 
production facilities . . . paying 
off in assured volume delivery. 


CITROEN DS 19 and ID 19; the prestige cars priced right 
for volume sales. Accl aimed by the press of two continents 
for their atyle and comfort. Feature for feature...dollar 
for dollar ...the most fantastic buys in automotive history! 


As a CITROEN-PANHARD Dealer you will receive the full support of: 


e NATIONAL ADVERTISING ...PUBLICITY ...and a complete 
SALES PROMOTIONAL PORTFOLIO containing banners, posters, 
and all the material you need to advertise locally. 


e TECHNICAL ASSISTANCE from factory- trained engineers, to help 
you set up your parts and service departme nt. “Service” is a CITROEN- 
PANHARD tradition everywhere! 

72% of all cars purchased in the U.S. are in the medium price range from 
$2600 to $3500. 

The imported car penetration of this profitable market has scarcely begun, 
but every economic indication shows that imported cars will be taking as big 
a share of the medium-priced field as they now enjoy a steadily increasing 
share of the low-priced field. 

Citroen makes the cars that more than satisfy the needs of this important 
market...cars you will be selling to an ever-growing quality-minded clientele. 
To be assured of a medium-priced imported car line franchise in the future, 
you should sign for one today. Sign with Citroen and your profits start 
immediately! For your application and additional information, call or write: 


CITROEN CARS CORPORATION 


(sole importer and distributor of S. A. Andre ¢ , Paris, France) 


East of the Rockics—300 Park Avenue, New York 22, N. Y 
West of the Rockies—8423 Wilshire Blvd., Beverly Hills, California, 


Bea CITROEN 


Franchised Dealer! A 
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the plugs to run too cold. A dull 
black film or “sooty” appearance 
is the result of prolonged idling or 
low-speed operation. An accumu- 
lation of oily carbon or fouling of 
the plugs will indicate rich mix- 
ture or excessive oil consumption. 

Normal: A soft, powdery tan de- 
posit or a reddish-brown deposit 
accompanied by normal electrode 
erosion will indicate normal plug 
condition. The reddish-brown con- 
dition is usually the result of con- 
tinued high-speed or heavy-load 
operation. A coil of higher output 


than specified for the particular 
engine or spark 
rapid burning of the electrodes. 

Always check the generator cir- 
cuit and coil output when con 
tinued plug failure is encountered 

Check spark plug gaps accurate- 
ly, preferably with a wire gauge 

Always inspect the insulator for 
chips and cracks before and after 
cleaning and gapping. 

When testing resistor-type plugs 
in a spark plug tester, the spark 
(under pressure) will be thin and 
purple instead of heavy and blue as 


plug will cause 
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LAMSON & SESSIONS’ 


BOLD NEW BOXES 


Speed Shipping + Reduce Mistakes +» Save Time and Money 


It’s BIG ... it’s BOLD and it’s 
the best looking fastener package 
going to the automotive market. 
What does this mean to you? It 
means you can fill orders or choose 
the fasteners you need in a jiffy. 
Plainly visible in dimly-lighted 
stockrooms, no climbing to top 
shelves to read the labels and 
fewer mistakes. 


Lamson labels are printed right 
on the carton, so they can’t come 
off or get that messy, ““dog-eared” 
look. 

Yes, the new Lamson & Sessions’ 
labels are a great help to jobbers 
and dealers who carry replace- 
ment fasteners in stock. It’s 
another extra Lamson customer 
service... at no extra cost. 


The LAMSON & SESSIONS Cao. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO + PLANTS AT CLEVELAND AND KENT, OHIO + CHICAGO « BIRMINGHAM 
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with conventional type plugs, This 
is due to the resistor 


How Leasing Grew Up 
(Continued from page 25) 


ing such as the finance-type, where 
the chief consideration is conserv- 
ation of working capital. To be suc- 
cessful in the maintenance truck 
leasing it is necessary to accumu- 
late cost records, based on expe- 
rience, on the various items of ex- 
pense. These items are gasoline, oil 
and lubrication, repair parts and 
supplies, tires and shop labor. 

In order to be exact it is neces- 
sary to estimate these at a cost per 
mile carried out to five decimal 
places. These costs vary by size of 
truck used, by type of industry, by 
payload carried and by locality 
Without this basic statistical] in- 
formation it is very difficult for a 
company to successfully originate 
a leasing operation of this type 

In spite of these careful and cost- 
ly expense accumulations, many of 
the older leasing companies have 
gotten themselves in trouble, since 
1946, because of failure to adjust 
their figures upward to 
compensate for the continual in- 
flationary rise in prices of supplies 
and labor. It must be 
that these lease rate 
a fixed 
cover the operation of a truck or a 
fleet of trucks, for a period of four 
or five years, and the money in- 
volved is very large in relation to 
the percentage of profit expected 

Most lease arrangements of this 
type can be adjusted upward by 
agreement between lessor and 
lessee, but there is always a costly 
lag between a price rise and sub- 
sequent upward adjustment. One 
of the reasons why today’s aggres- 
sive leasing chains, such as Hertz 
System and Ryder Truck Rental 
System, are able to buy out (or 
swap stock) with the older local 
or regional leasing companies and 
absorb them is that some of the 
older leasing companies have been 
caught by inflation 

The econcmic justification for 
maintenance truck com- 
panies remains the same today as it 
was in 1930. Basically it is that a 
leasing company should be able to 
group together the trucks of a great 
number of small business concerns, 
set up proper maintenance, com- 
bine buying power and produce a 
cost per mile that is no higher than 
the individual could do it for him- 
self and yet retain an approximate 
10% net profit to the leasing com- 
pany. The advantage to the small 
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leasing 
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lessee is the service that he re- 
ceives from the lessor is at approx- 
imately his own cost, where he is 
forced to buy on a retail basis. 

Spread of the lease idea: To get 
back to the story of the develop- 
ment of maintenance truck leas- 
ing: 

During the middle ’30’s the idea 
spread to Chicago and St. Louis 
and other points in the East and 
Midwest. Mostly, the people enter- 
ing into the business already had 
maintenance and storage facilities 
and most of them were car-rental 
people. Usually an additional de- 
partment was organized to engage 
in leasing and the car-rental de- 
partment carried the load initially 

The first lease of a fleet of any 
consequence in the Southeast (in 
which the writer participated) was 
a bakery company in Atlanta in 
1935. 

This fleet can be used to illus- 
trate why major car and truck 
manufacturers are today urging 
their dealers to engage in the leas- 
ing business. This bakery fleet of 
some 70 to 80 trucks remained un- 
der lease contract from 1935 to 
1958, a period of 23 years, during 
which time that number of trucks 
were eliminated from the market 
of truck dealers 

The lessor in almost all cases 
can determine the make of trucks 
to be used in the fleet, for the rea- 
son that under a service type of 
lease the truck becomes merely a 
tool to be used in the performance 
of this maintenance service. The 
lessee is interested only in a well- 
designed truck which is backed up 
by the proper servicing. Because of 
this the leasing company then 
places into service the make of 
truck best designed for the pur- 
pose, and you can be sure it will 
be the one which can be purchased 
at the best discounted price 

It seems almost unbelievable that 
the major vehicle manufacturers 
could have ignored the leasing in- 
dustry for all these years and it is 
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only now when leasing commands 
the purchasing of seme 450,000 ve- 
hicles per year that the manufac- 
turers and finance companies are 
taking active steps to get into the 
picture. 

Just before World War II, Gen- 
eral Motors purchased Hertz Sys- 
tem and attempted to get a foot- 
hold in leasing in that manner.That 
half-hearted venture definitely did 
not work out, as the thinking of 
automobile dealers, who work for 
cash and short-term profit, gener- 
ally does not jell with the thinking 


ol leasing peop 
long-range protit 
nesses are incompati! 
insistence of General Moto: 
ers, General Motors withd 
sold its interest in Hert 
years ago 

Car leasing, as we know 
day, originated on a large scale 
the late ’30’s with the R A Co 
Philadelphia, a large Chevrolet 
dealership. It furnished fleet car: 
to corporations on both a mainte 
nance and non-maintenance basi: 
at a flat sum per month. The idez 
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of car leasing in large fleets to 
companies was gaining momentum 
when World War II put a stop to 
the growth of all leasing, as ve- 
hicles were not available. 

Postwar development: From 
1946 onward, as vehicles became 
available, the leasing industry end- 
ed its pioneering phase and showed 
tremendous growth. During this 
period many new forms of lease 
arrangement plans were introduced 
in order to meet the changed eco- 
nomic conditions, caused by high 
taxes and corporate expansion. 


Some of these were schemes de- 
signed to evade income taxes and 
promptly ran into trouble with In- 
ternal Revenue people. 

During the past five to eight 
years the majority of lease plans 
introduced have been radically dif- 
ferent from the original purpose of 
the full maintenance lease. These 
plans have been originated to fill 
the changing needs of industry, 
particularly national corp- 
orations. 

During the 
phase of capital 


large 
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investment in 
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plant and equipment by industry, 
the necessity to conserve working 
capital became urgent and finance- 
type leasing was one answer. “Cap- 
ital erosion” was also caused by in- 
flationary rise in prices, inflexible 
depreciation laws and the increas- 
ing tax bite. 

By leasing equipment, corpora 
tions are able to purchase replace- 
ment equipment without the neces- 
sity of “freezing” their own funds 
in non-productive equipment. Such 
funds as are conserved, by the usé 
of leasing, can then be put into 
productive use and increase earn- 
ings. Also, the lease arrangement 
being in the nature of a contin- 
gent liability, would not show on 
the liability side of the balance 
sheet and therefore help maintain 
a better ratio between current as- 
sets and current liabilities 


Non-Maintenance Gain 


Another advantage gained by 
non-maintenance type of leasing by 
national companies was that it en- 
abled the headquarters to bring 
back under their control the pur- 
chasing (through the 
tract) of vehicles and equipment 
which had gotten away from them 
during the postwar years of short- 
ages of such equipment. During 
these years they had been forced to 
procure vehicles whenever they 
could find them, and usually this 
job was turned over to local man- 
agers who frequently performed a 
very costly and inefficient job of 
procurement. 

Large passenger - car leasing 
companies: The result of this de- 
mand from national corporations 
has been to mushroom the growth 
of passenger-car leasing companies. 
Some of these companies have an 
inventory of cars, under lease con- 
tract, running into the thousands. 
Probably the largest such company 
is P. H. & H. of Baltimore (recent- 
ly purchased by Commercial Credit 
Corp.), which has more than 30,000 
cars under lease 

It is very difficult for small, lo- 
cal leasing companies to compete 
with these companies on a rate 
basis, as they work on a very small 
margin of profit based on huge vol- 
ume. 

Financing sources: Financing is 
always the major problem of any 
leasing company, large or small. 
The large, national-in-scope, leas- 
ing companies, whose financial re- 
quirements run into tens of mil- 
lions, generally obtain funds from: 

(a) Revolving lines of credit 
from banks. 

(b) Insurance companies. 


lease con- 
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(c) Corporate pension and re- operate the business founded by Allen Electric Elevates Two 
tirement funds. her husband, Fred Henson, an 
(d) Private philanthropic foun- ardent FAWA member who suf- Appointments of Lynn Brendel 
dations. fered fatal injuries in a truck ac- and V. J. Giuffre t l sales 
(e) Estates. cident last December. manager and field sale manage! 
(f) Public sale of their own The annual reception was spon- respectively, of Allen Electric and 
tocks and bonds. sored by Boosters and AAR Equipment Co., Kalama; Mich 
a members. have been announced by I 
Florida Wholesalers Meet Among the people at the banquet Wade W. Allen. Brendel, wi 
(Continued from page 34) head table was Ted Nelson of formerly assistant sales managt 
Miami, recognized as the “founding will direct all sales activiti 
Other speakers included J. Mat- father’ of the association. throughout the United States, Can 
thew “Hot Shot” Nelson of Kings- A number of prominent factory ada and Europe. Formerly Canad- 
port, president of the Automotive executives were among the vis- ian branch manager. Guiffre in his 
Wholesalers Association of Tennes- itors who attended the meeting capacity will report to Brendel 
see (see page 102); Don H. 
Teetor of Hagerstown, Ind., chair- 
man of the board of Perfect Circle 
Corp.: John W. Rooney of Mont- 
gomery, executive secretary of 
the Automotive Wholesalers As- 
sociation of Alabama, and Ed 
Faircloth, assistant state insurance 
commissioner. 


The specker at the banquet, * @e 
emceed by William C. “Bill” oy aN 


Herbert, ediior of SOUTHERN AUTO- 


MOTIVE JOURNAL, was Ms Pl fl ONE é PIECE- CONSTRUCTION 


Lucas of Berg Mfg 


Louisville, Ky. 
The achievement plaque was 


awarded to Mrs. Mary Henson of 


ee ee “THE ONLY FILTER THAT COMPLETELY REMOVES 
e BOTH SLUDGE AND ACIDS —THE DEVELOPMENT 
President Zac B. Drake (left) of THAT ELIMINATES FILTER-FAILURE! 


Rust Master Chemical Corp. wishes 
a safe trip home to S. B. Norton 
(right) of Burlington. who is presi- | 72M sutim neoPRENE CENTER POST SEALS! 
motive Wholesalers Association. 
Looxing on is J. Matthew “Hot 

Shot” Nelson of Kingsport, presi- Vw / MULTI-FLOW PERFORATED CENTER TUBE OUTLET! 
dent of the Automotive Whole- 
salers Association of Tennessee. 
The ‘copter was leased by Drake’s 
firm to offer free rides during the 
ogg convention last month of 
the Florida Automotive Whole- FINISH HELL! fl 
salers Association at Hollywood Tuol TO DISSOLVE. AND CONTAMMNATE THE on! ‘ous 
Beach. Norton was flown to the 


Miami airport to catch a com- 


WA) 

mercial plane. Hundreds took the Wa / FULL-FLOW UNRESTRICTED BODY SHELL AND TUBE oa 
- . 000 Res! pS 
hep to ese the feapleal seenecy in C6 F WITH AS MANY AS 3,000 INLET AND OUTLET APERTURES ey 


South Florida. 
da HEAT-TREATED AND CURED ACCORDION-PLEATED, 
Cl§ —-RESIN-IMPREGNATED, FULL-FLOW ELEMENT! 























Heol FERIDIUM™ ANTI-ACID ANODE CATALYS:! 


LEE FILTER has done it again with an entirely new kind of oil filter — 

the LEE Monolithic (one-piece) Resin-weld™ Filter with Dual-Dimen- 

sion filtration — full-flew oil filtration PLUS electrolytic, anti-acid 

Feridium® filtration. 17'S THE ONLY FILTER THAT REMOVES 

BOTH SLUDGE AND ACID! 

Exclusive resin-welding of all filter components makes possible for the 

first time an irreversible thermo-setting grip, more powerful than rivets 

or other metal fastening devices. The heated and cured filtering ele- 

ment is bonded or welded in the process. This LEE process makes the 

Resin-weld® Filter look like what it is — A FUNCTIONAL PART! 

The LEE Resin-weld® Filter is produced with pre-determined filtering characteristics 
thereby insuring positive, predictable performance. Filter-failure caused by collapse, by- 
pass and channelling of the contaminants has been completely eliminated! 

LEE Resin-weld® Filters conform to functional standards set by SAE, U. S$. Army Pro- 
curement, Fort Belvoir Research and Development and initial equipment requirements 
of car manufacturers. Write for Catalog! sXe PATENTS PENDING 


LEE FILTER CORP 41 River Road, North Arlington 
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Loaded with Safety 


BALOWIMN SUPPLY COMPANY Cherlesten, 





where machines are designed 
with the operator in mind! 
NEW BORING PLATE 
for ALL Angle Blocks! 


SAVE TIME » WORK LESS « PROFIT MORE 
WITH S-V EQUIPMENT 


Storm-Vulcan 
Manufacturers of Automotive Engine Rebuilding Equipment 
2225 Burbank Street © Dallas 35, Texas 





A trailer load of Raybestos pro- 
ducts was recently received by 
Baldwin Supply Co., Charleston, 
W. Va. Accepting delivery for 
Baldwin were (l. to r.): Dan 
Mooney, sales manager; Robert 
Nelson, Raybestos representative; 
J. Lawrence Baldwin, president; 
Norman Gordon, vice-president 
and general manager: Keith 
Marsh, purchasing agent, and Jim 
Ferrell, director of purchases. 


We'll Climb in ‘59 


(Continued from page 31) 


dustry. The year 1959 does, how- 
ever, offer a challenge to all of us 
to continue the application of those 
business principles which were 
re-learned during this year’s de- 
cline. 

With hard work, good selling, 
thrifty management and progres- 
sive and responsible leadership, 
the automobile industry can lead 
the way for all Americans in the 
years ahead, as it has done in the 


past 

“Boss Ket" of GM 
Succumbs at 82 

i F. “Boss Ket” Ketter- 


ing, 82, engineering genius and 
former head of the research divis- 
ion of General Motors, whose in- 
ventions included the self-starter, 
died of a stroke Nov. 25. 

Holder of 140 patents on his own 
inventions and improvements on 


the inventions of others, Kettering 
in recent years had been using his 
fortune of many millions to estab- 
lish foundations ffor scientific 
studies toward helping mankind. 
His inventions and mechanical de- 
velopments covered many fields, 
including the diesel locomotive 
and anti-knock gasoline. 
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Automotive NEWS BRIEFS 


{Continued from page 15) 





Some Dodges Now Use 
Resistance Cable 


_— Division of Chrysler 
Corp. has issued this bulletin: 

A resistance-type spark plug 
cable designed to provide greater 
freedom from radio interference, 
is incorporated in the ML-360 and 
ML-383 engines. This plug wire 
is used with standard, non resist- 
or, spark plugs (A-42 on Ram 
Fire, Super Ram Fire and D-500; 
A-32 on Super D-500). 

This new cable uses a carbon- 
or graphite-type core, replac- 
ing the copper wire found in the 
center of standard spark plug 
wire. For identification purposes, 
the new wire has “Radio” print- 
ed on it. 

While the resistance core wire 
offers many advantages over con- 
ventional wire, certain precautions 
must be observed in handling to 
prevent damage to the wire. 

The spark plug wires should be 
removed by grasping the wire 
terminal and pulling straight off. 
Pulling sideways could jam the 
terminal on the spark plug and 
cause the wire to separate from 
the terminal. Also, the wire ter- 
minal should never be crimped 
excessively to the point that ex- 
cessive force is required to remove 
ia 

If the wire is stretched, as by 
pulling the wire to remove it, 
the conducting center core could 
become damaged. If a damaged 
wire core is suspected, a resistance 
check with an ohmmeter should 
be made. The resistance of the 
various plug wires will vary be- 
cause of the different lengths, but 
the maximum any wire should 
read is 20,000 ohms resistance 





Learn how you 
can loada 
alelalomai-telal-ig 
dispenser in 
less than 
Ue | | | 


ime ici we.. 80 
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measured from terminal to ter- 
minal. If a wire has appreciably 
more resistance than 20,000 ohms, 
and both wire terminals are 
properly installed contacting the 
core, the wire should be replaced. 

A new terminal should never be 
attached to the resistance core 
cable unless the wire hairpin 
(used to connect core and termin- 
al) is in place, otherwise contact 
will not be maintained with the 
core. This could result in arcing 
and burning of the core which will 
cause engine malfunctioning and 
radio interference. 

Resistor-type spark plugs are 
not recommended for use with the 
new resistance-type cable. The 
added resistance of the spark 
plugs may cause malfunctioning 
of the ignition system 


Simce Seles in U.S. 
Climb by 256% 


Gates of Simca cars during the 
\/first nine months of 1958 were 
256% higher than in the same 
period last year, according to David 
R. Crandall, Simca sales director, 
Chrysler Corp. 

According to latest R. L. Polk 
registration figures, 12,031 Simcas 
were sold in the United States 
through September. In the first 
nine months of 1957, Crandall said, 
3,374 were sold. Simca’s September 
sales of 1,779 cars were the highest 
for any month since the first Simca 
was imported in 1953 


24 Million Cars Roll 
On Unsafe Tires 


a= 24,000,000 automobiles 
are rolling over U. S. streets 
and highways on unsafe tires, if 
findings in a study of the condition 
of tires on Wichita’s 120,000 regis- 
tered passenger cars are projected 
to the nation as a whole. 

The reportedly largest and most 
significant tire safety check ever 
undertaken in the United States 
was conducted Sept. 15-26 in 
Wichita, Kan., sponsored by the 
Inter-Industry Highway Safety 
Committee and conducted by 
members of the Wichita Tire 
Dealers Association. 

Speaking on behalf of the com- 
mittee, Frank P. Lowrey of Wash- 
ington, D. C., coordinator of the 
“Wichita Plan,” said, ‘For the first 


time in the history of 

safety research, we are 
document the fact that unsafe 

are a critical factor in highway 
safety. 

“The most shocking fact,” he 
said, “was that inspectors found 
6,500 vehicles on which tire dam- 
age was dangerous in the extreme. 
One or more tires on these cars 
had been so badly cut or bruised 
by impact with curbs, stones or 
chuckholes, or had been so badly 
flex-cracked that it would have 
been unsafe to drive them even at 
minimum city speed limits.” 

In summarizing the Wichita pi- 
lot study, Lowrey said that the 
survey indicated two things: 

1.—Too many motorists are try- 
ing to squeeze unsafe mileage out 
of their worn tires 

2.—Too many drivers fail to re- 
alize the need of frequently check- 
ing tire conditions for signs of mis- 
aligned wheels resulting from hit 
ting curbs and other obstacles 


Mitchell Succeeds Earl 
As GM Styling Head 


pero L. Mitchell has been 
elected vice-president in 
charge of General Motors styling 
staff, succeeding Harley J. Earl, 
who retired. 

Formerly director of styling un- 
der Earl, Mitchell began his career 
with General Motors in 1935 when 
he joined the styling section. Sub- 
sequently he was chief designer in 
the Cadillac studio and assistant 
director of styling. 

Earl has supervised the styling 
of almost 50 million GM cars and 
trucks since he styled the 1927 
La Salle, built by Cadillac. Styling 
innovations introduced under Earl 
include the concealed spare tire, 
elimination of running board, two- 
tone paint combinations, color- 
keyed interiors, tail fins, pano- 
ramic windshield, two- and four- 
door hardtops and the four-head- 
light system. 


Louisville Elects O'Daniel 


New president of the Greater 
Louisville (Ky.) Automobile Deal- 
ers Association is Carl F. O’Daniel, 
president of O’Daniel Motors. Vice- 
president is C. L. Alderson and 
William Burns is secretary-treas- 
urer. 
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Driver Education Gets 
$647,000 from GM 


G ENERAL Motors contributed 
more than $647,000 toward the 


driver education program in the 


nation’s schools during the 1957-58 
school term, according to President 
John F. Gordon. 

Dealers representing Chevrolet, 
Pontiac, Oldsmobile and Buick, 
Gordon said, loaned 5,182 new cars 
to high schools over the country 
during the 1957-58 term—the larg- 
est number of cars loaned for driv- 
er training in one year since GM 
pioneered the allowance plan in 
1955. The company’s contributions 
to dealers under the plan during 
the three years total $1,737,500, 
Gordon said. 


Commercial Leasing Names 
Herman Staton President 


| amare Staton has been elected 
president of Commercial Leas- 
ing Corp., newly-formed affiliate 
of Commercial Credit Corp. 
Formerly Southwestern area di- 
rector and senior vice-president of 
Commercial Credit, Staton joined 
the organization in 1928 at Dallas, 
Texas. He subsequently held posi- 
tions in Ba!timore and Kansas City, 





the latest being in Baltimore 
Dodge Appoints Noble 


Appointment of Charles T. Noble 
as Dodge service representative, 





Cincinnati region, Louisville dis- 
trict, has been announced by W. 
H. Love, regional service manager. 
Noble previously was service man- 
ager of Spitzer Motor (Dodge), 
Columbus, Ohio. 





PICTURE 


Tramco Industries Ine. 
125 WEST END AVE. ¢ NEW YORK 23, N. Y. 
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Sure | use Tramco parts! | look 
to Tramco for the exact engin- 
eering specifications so impor- 
tant for Automatic Transmission 
Repairs. The handy carton, 
labeled for easy identification, 
puts the necessary parts for 
any job at my fingertips. For 
safe, sure, fast repairs, it’s 
Tramco for me 


Mr. Robert H. Wolfe 
Wolfe's Auto Service 
Baltimore, Maryland 





Look To The 
BIG “’T” Line For 
© GASKET SETS 
“O” RINGS & KITS 
BUSHINGS 
SEALING RINGS 
PISTON SEALS 
HARD PARTS 
For All 
Automatic 
Transmissions 
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No. 382 Yankee Universal Stop & Tail Lamp. 


e ae 2 hake =lelalel-1ap4-1e M-Lale Mm Olaleelilelielelal-linmerlr-le-lii¢-t-tell 


VELLUMOID 


USE THE FINEST! 


Specify Vellumoid for the 
finest in gaskets and gasket 
sets ... job matched to your 
specific requirements. Vellu- 
moid now offers Cylinder 
Head, Manifold, Exhaust 
Flange Gaskets and Overhaul 
Sets to assure trouble-free 
superior performance. 


Ask your jobber about Cop- 
permoid. .. He knows quality. 


THE VELLUMOID COMPANY 


Worcester, Massachusetts 





ONLY THE ORIGINAL, GENUINE 


choke-stove 


Can Eliminate Carburetor Troubles! 


By providing the RIGHT AMOUNT of air to the 
automatic choke. 

By providing that right amount of air at the 
RIGHT TEMPERATURE (original heat tube and 
other choke heaters cannot control the tempera- 
ture of this air feeding to the choke). 

By preventing plugged air passages and jets 
which result from heat tube breakage (a com- 
mon occurrence with original equipment) inside 
the exhaust manifold. 

















(Cheech the BPS “NO” List: 


NO DRILLING! NO TAPPING! 


NO OBSTRUCTION TO EXHAUST 
GAS FLOW! (which creates costly 
back pressures) 


NO MANIFOLD SPLITTING! (from 9 “SNAP-IN LENS” PLUNGER PLUG MOUNTS ANYWHERE 
expansion and contraction differ- 5 CONNECTOR utes with its 
ences of cast iron and steel due : tall; 7 : 
to extreme temperature changes! LIST bulb replacement. easy installation universal bracket. 

or replacement 























15-second lens and 


Engineered to the specific manifold — air-tight fit with the patented 
BPS asbestos seal — engineered Stoves not drilled bolts or simple 
heat tubes — mounted outside of manifold (not inside where heat SEND FOR FREE FLEET CATALOG TODAY! 


is most intense and breakage chiefly occurs). Over 200 accessories for fleets described and il- 
lustrated. See your Yankee Jobber or write 


For All Popular Cars—SEE YOUR JOBBER 


< 


Yankee Metal Products Corp., Norwalk. Conn é 
l*@ 


BRAKE PARTS 


914 W Washington Blvd. 
SPECIALTY Los Angeles 18, Calif. YANKEE: lamps e mirrors e reflectors « signals « emergency lighting 
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NEW slip-on 


DISPENSER 
for MAC’S 


WATERLESS HAND CLEANER 


Now a 5-lb. can of Mac’s Waterless 


Hand Cleaner slips right on Mac’s 
new, improved dispenser. ya 
oC 
—$_ Fs 7 ) 


“nz, 


TV. Turncan 
upside down 
and remove plug 


2. Turn can 
right side up 
and slip on dispenser 


Drop in 
follow plate 


4. Replace lic 
loosely 
It's ready to use 


Introductory offer: 
Two 5-lb. cans Mac’s Waterless Hand Cleaner 
and new slip-on Dispenser 
Mac’s Waterless Hand Cleaner can be used 
with or without water. Contains Lanolin; 
won't dry skin. Your NAPA or company jobber 
has it. Order now! 


’ 
MAC S mAC’s SUPER GLOSS CO., INC. 
Los Angeles 42, Calif. ¢ Cincinnati 26, Ohio 


DON’T WAX IT, MAC’S IT! 
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Almost Three out of Four New Cars 
Replaced 4,250,000 Junked in 1957 


A LMOST three out of every four 
of the 5,935,359 new cars sold 
last year in this country were for 
replacement of the 4,250,000 scrap- 
ed. 

Even so, according to the 38th 
edition of Automobile Facts and 
Figures published by the Automo- 
bile Manufacturers Association, 
there remain on the road 2,300,000 
prewar cars. The average life of 
cars scrapped in 1956 was 11.1 
years or almost equal to prewar 
rate of 10.2 years. Sixty-eight per 
cent of cars on the road are three 
or more years old. 

The latest edition of the indus- 
try’s official statistical handbook 
also revealed that car payments 
since Jan. 1 this year have exceed- 
ed new credit extensions for the 
first time in more than three years 
Against the $16.7 billion extended 
during 1957 appeared $15.7 billion 
repaid. 


It X-rays the Industry 


In more than 70 pages of charts 
and tables, the publication carries 
a wide range of automotive infor- 
mation, including the following: 

Average price of used cars last 
year was $910, highest since 1953, 
when the average price was $920. 

Of new cars sold last year, 34% 
were purchased for cash, while 
new- and used-car purchasers to- 
taled 13 million. 

Car insurance premiums written 
in 1956 totaled $4,539,000,000. 

Last year replacement parts 
sales reached $2,040,000,000. 

Sixty-eight per cent of all people 
employed in the U. S. drive to 
work in an automobile, and of all 
intercity travel, 88% was done by 
automobiles. 

Special taxes rose almost a bil- 
lion dollars in 1957, totaling $8,- 
771,853,000, compared with the 
previous year’s $7,848,985,000. 
Twenty-four cents of every auto- 
motive dollar goes for taxes. 

Federal excise taxes alone fun- 
nelled $3,518,375,000 into treasury. 

One business in six, or 703,922 
establishments, in this country en- 
gaged in the manufacture, distribu- 
tion, servicing and use of motor 
vehicles. 

Last year exports were valued at 
$1,465 million. 

Eighty-seven per cent of subur- 
ban households own cars, while 
34% of households owning two or 


more cars are in the suburbs. 

The 43,400,000 cars in this coun- 
try are owned by 36,500,000 house- 
holds. Annual automotive expendi- 
tures per household averaged $591 

Motor travel has almost doubled 
in the last ten years, topping 600 
billion vehicle miles, compared 
with over 370 billion travel miles 
in 1947. 

One in every seven persons em- 
ployed in this country, or 10,300,- 
000 persons, is engaged in highway 
transport industries. 


M-E-L Division Moves 
Burke to Dallas 


BASIL Burke has been ap- 
e¥ @ pointed Southwestern regional 
manager of the M-E-L Division of 
Ford Motor Co., with headquarters 
in Dallas, Texas, succeeding W. A 
Toms, who returned to Atlanta 
Ga., to head district sales there. 

Formerly field sales manager of 
the division at Dearborn, Mich 
Burke joined the former Lincoln- 
Mercury Division in 1952 and at 
one time was Southeastern region- 
al sales manager at Washington 
The Dallas office directs Mercury 
Edsel, Lincoln and Continental car 
through district offices at 
and Kan- 


sales 
Dallas, Memphis, Tenn., 
sas City, Mo. 


Charles Jenkins Dies 
In Aulander, N.C. 


HARLES H. Jenkins of Aulande! 

4N. C., a veteran automobile 
dealer and past director of the 
North Carolina Automobile Dealers 
Association, died at his home last 
month of a heart attack. 

Jenkins opened his first dealer- 
ship in 1912 at Aulander and later 
extended dealerships to several 
other localities in that part of the 
state. He reportedly was the only 
dealer in the United States to have 
all General Motors lines under one 
roof. 


Osborne Dies in Charlotte 


O. C. Osborne, manager of the 
Charlotte, N. C., parts depot of 
Ford Motor Co., died last month 
Born in Kansas, Osborne had lived 
in Charlotte since childhood and 
had been associated with Ford for 
about 35 years. 

(More News Briefs on page 84) 
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$10,608.00 Wore Profit a Year... 


BY ADDING BENDER WHEEL ALIGNMENT 
TO YOUR AUTOMOTIVE SERVICE 


HERE'S HOW 
$286.20 INVESTMENT GETS YOU STARTED YOU HAVE THE ADVANTAGE Every time a 
. . 7 cust re ’s in for a repair rake - ay 
1) Bender 7 urnplates & 96.50 cu tomer come In for a repalr, brake job, or lube you 
ae have the opportunity to point out a misalignment or 
2) Bender Magnetic Camber ioc loose or worn suspension parts that cause excessive 
‘ eter ance st > 
and Caster Gauge (4.50 tire wear and unsafe driving conditions 
Bender Magnetic Toe GET THE BEST RETURN ON YOUR INVEST 
Analyzer Gauge 84.00 MENT With this equipment, the average shop has 
o Bender Wrench Set and a potential of 8 to 10 alignments a day at $8.50 each 
Steering Wheel Holde 31.20 But just imagine you average 4 a day to start with 
$286.20 that’s $204.00 a week or $10,608.00 a vear with only a 


ie . $286.20 investment 
IT’S SIMPLE 80° of all alignments can be made 


with this equipment and a few adjustments. We teach CALL YOUR BENDER JOBBER TODAY Find 
you how to turn out the average job in less than 30 out more about the most profitable supplement to your 
minutes automotive services 

HERE’S A TERRIFIC POTENTIAL 4 out of 5 

cars need an alignment right now . . and wheels 

should be aligned every six months, after every acci 

! , and when they are banged against a curb 


EQUIPMENT Co 


5430 TWEEDY BLVD. © SOUTH GATE © CALIFORNIA 
2315 NO. 26TH STREET © BIRMINGHAM © ALABAMA 


Buy the best, buy Bender .. . 
famous for simplicity, speed 
and accuracy .. . used officially at at 


“REPRESENTATIVES INQUIRIES INVITED" 
SOUTHERN AUTOMOTIVE JOURNAL for December 1958 Want more facts? Use Reader Service Card Page 89 





Here's the trading edge you need 


SERIES “20” 
Universal Recirculating Hot Water Car Heaters 


siciniaiiiting: demain teathaneetiiinana. cca 


POWERFUL ~ ¥ 
DEFROSTING 


A trading edge on ‘‘close’”’ deals — A profit edge on “‘solid’”’ deals 
A selling edge on ALL deals 


For proved reliability, for value, Arvin heaters are or old (see list, opposite page) . . . Compact as it is 
easiest-to-sell by far. And in this keenly competitive efficient, the Arvin Series ‘‘20’’ is proportioned for 


car-selling year your market is big! With 6 and 12 easy installation in small or odd-shaped spaces in 
volt models, Arvin fits 2 out of 3 cars and trucks, new passenger cars and truck cabs. 


Arvim-«rs IN CAR HEATERS SINCE 1921 
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Out-performs many costlier heaters— 


Easy, fast installation 


“BIG-HEARTED” 


up to —— 


The “heart’”’ of this heater is 
a huge-capacity honeycomb 


copper core with 2800 square 
inches of radiating surface. It 
provides a complete change of 
water every 2 seconds at 
normal driving speeds, for 
iE super-speed heat distribution. 


SUPER-SIZE 
FAN 


for fast air-flow! 


The king-size, 8-blade, 7- 
inch fan moves 150 cubic 
feet of warm air per 
minute. Circulates all the 
air in an average-size 
sedan or truck cab every 
2 minutes for maximum 
comfort. 


compared to costly car-factory heaters 





Fits all these lowest-priced, 
largest-selling 1958 cars: 


FORD, CHEVROLET, PLYMOUTH, DODGE, DESOTO 


“ % 
List Price Plus 1958 Chevrolet trucks and these prior models: 


Chevrolet cars and trucks, 1952 thru 1957. 


$- DeSoto, 1954 thru 1957. 
n y’ Defroster Dodge cars, 1953 thru 1957; trucks, 1950 thru 1957. 
na Ford cars, 1950 thru 1957; trucks, 1950 thru 1956. 
Liberal dealer cdot Mercury, 1950 thru 1956. 
. Plymouth, 1950 thru 1957. 
‘ Reo trucks, 1951 thru 1954. 
See your Arvin distributor Studebaker cars, 1951 thru 1954; trucks, 1951 thru 1956. 
6 and 12 volt sizes 











Electronics and Appliances Division Arvin INDUSTRIES, Inc. Columbus, Indiana 


Arvin also manufactures: Portable Electric Heaters, Radios and Phonographs, Fans, 
All-Metal Ironing Tables, Leisure Furniture, and ““Charky’’ Outdoor Grills, 
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Perfected by THREE cooperating 
automotive engineering groups 
working as one unit. 


| 


Each family of 
pistons, pins, 
rings and 
sleeves are 
perfectly 
mated to each 
aes - 


Cte 


— > 


= 





SLEEVE ASSEMBLY aon 


> Extra profits for dealers 
> Lower labor costs 


> Maximum 
customer 
satisfaction 
2 
An 
outstanding 
achievement 
in creative 
engineering 
¢ 
Improved BASIC SLEEVE ASSEMBLY SETS assure your cus- 
tomers up to 26% more power, longer engine life, lower 


operating costs because of advanced designing combined 
with premium grade metals through and through. 


It’s. marvelous how pistons, pins, rings and sleeves function 
together in perfect harmony as a “family.” Indeed! this 
revolutionary precision technique is introduced for the first 
time into the truck and tractor field through cooperative 
efforts of automotive engineers representing three nationally 
known manufacturers. 


BASIC emphasizes top quality very moderately priced. Features 
include overbores, tin plated pistons and chrome rings for 
extra long service. No wonder BASIC is such a great favorite 
with tractor dealers and repair shops from coast to coast. 


Order from your jobber or from the following warehouses: 


J. B. COOK AUTO MACHINE CO. 


1503 McGavok S#. 


H-M PARTS COMPANY 


2617-23 Warwick 


JOBBERS SERVICE, 


$23 Simpson St., N.W. 


JOBBERS WAREHOUSE 
Okla. City, Okla 2816 Commerce St 


216 W. 29th St 


MANUFACTURER'S WAREHOUSING CORP. 
Fort Worth, Texas 


1016 Mraroe St. 
=F. o- 5 8 O_o oe —5 O'S eS _ok on em 
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SOUTHWEST AUTOMOTIVE WAREHOUSE 
1611 Avenue G Lubbock, Texas 


SOUTHERN BEARING & PARTS CO. 
500 N. College St. Charlotte 1, N.C 


& PARTS WAREHOUSE, INC. 
Donna, Texas 


Nashville, Tenn 


Kansos City, Mo 


INC. TOOL 
Atlanta 13, Go c/o Border Warehouse 


TOOL & PARTS WAREHOUSE, INC. 
Dallas 26, Texas 


TOOL & PARTS WAREHOUSE, INC. 
111 N. Gable S?#. Houston, Texas 





For the fifth consecutive year 
Roanoke, Va., jobbers have solved 
their Christmas list problems by 
pooling money set aside for gifts 
to customers and friends and using 
the fund to purchase tangible ben- 
efits for humanitarian organiza- 
tions. This year the group pre- 
sented a check to M. C. Townsend, 
chairman of the Retarded Chil- 
dren’s Cottage Project. toward 
erecting a cottage in Camp Easter 
Seal, Craig County. Pictured are 
(1. to r.): W. L. Smith, Auto Parts, 
Inc.; R. D. Cundiff. Shepherds’ 
Auto Supply, Inc.; Townsend: E. 
H. Overfelt, W. B. Clements, Inc.; 
R. L. Brickey, Auto Parts, Inc., 
and C. R. King, Standard Parts 
Corp. The children were not iden- 
tified. 





News Briefs 
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Gates Rubber to Build 
Nashville Plant 


ATES Rubber Co. will begin 

Veonstructing immediately a 
$9,000,000 manufacturing plant in 
Nashville, Tenn., according to 
Charles C. Gates, company presi- 
dent. 

The building, containing more 
than 500,000 square feet of floor 
space, will house the latest equip- 
ment for manufacturing tires 
and retread material. The two- 
story brick and tile building will 
be situated just outside Nashville 
on a 155-acre plot on the Cumber- 
land River. 

Gates said the main factory area 
would initially employ approxi- 
mately 350 people, but would em- 
ploy 2,000 when the factory 
reaches planned production. 

This plant will add a major unit 
tc Gates’ rapidly expanding manu- 
facturing and distribution activ- 
ities, the president said. In addition 
to its Denver facilities, Gates has 
plants in Guntersville Ala., Sioux 
City, Iowa, Brantford, Ont., Can- 
ada, and a plant under construction 
in Mexico. 


Ford Promotes Harman 


Richard P. Harman has been ap- 
pointed sales manager of the Hous- 
ton district of Ford Motor Co 
Formerly executive assistant to 
Walter J. Cooper, general sales 
manager, Harman succeeds A. Y 
Edwards, recently assigned as sales 
manager of the Charlotte, N. C., 
district. 
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MORE SALES OPPORTUNITY! Rochester-GM 
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cars, and are specified on more new cars and trucks than 


any other carburetor. This means a greater market for you. 


EASE OF SERVICE! Fewer parts make your job 
easier, faster. Complete training, available nation-wide, 
gives you greater skill and speed that’s easily turned 


into profits. 


ROCHESTER-GM CARBURETORS STAY 
SERVICED! Adjustments that hold mean satisfied 
customers. Easy availability of genuine Rochester-GM 
Carburetor parts and kits assure top-quality service jobs. 
Order today from your nearby U MS Distributor. Rochester 
Products Division of General Motors, Rochester, New York. 
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Original equipment 
carburetors 
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American Motors Official Predicts 
Huge Increase in Small-Car Sales 


MALL compact cars will comprise 
50% of the total new-car regis- 
trations within ten years, Roy D. 
Chapin, Jr., executive vice-presi- 
dent of American Motors Corp., 
predicted last month at the 25th 
annual convention of the Ameri- 
can Finance Conference at Chicago. 
“We believe the compact and the 


small car represents the growth 
segment of the automobile market, 
and will equally share the business 
with larger cars before the 1960's 
are over,’ Chapin told the execu- 
tives of independent sales finance 
companies, meeting at the Palmer 
House. 

“The customer must have a real 
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choice. He needs it, he deserves it 
and he is going to insist on it. I 
am talking about a true diversity 
—the real difference between a 
small car, a compact car and a big 
car, for example.” 

Since 1954, Chapin reported, 
registrations of U. S.-made and 
foreign cars of 108” and smaller 
wheelbase have risen from 68,000 
units to 298,000 in 1957 and an 
estimated 500,000 for 1958. In per- 
centage the increase has been from 
1.2% of total registration to 11% 
currently, he added. 

An increase of ten to 33 per cent 
in new-car sales was anticipated 
during the 1959-model year by 
sales finance company executives 
attending the convention. 

“New-car sales during 1958 
were better than the public has 
been led to believe,’ declared 
Clarence L. Landen, president of 
Securities Acceptance Corp., Oma- 
ha, Neb. “What they haven’t real- 
ized is that at the start of the model 
year, dealers had about 750,000 
cars in inventory. Now they have 
about 250,000. That means a half 
million more new cars were sold 
than were produced. It was a better 
sales year as compared to produc- 
tion than was 1957.” 


Car-Sales Outlook 


Consensus was that domestic- 
make new-car sales would total 
from 5,000,000 to 5,250,000 this 
year. Maxwell C. King, chairman 
of the AFC executive committee 
and president of Pacific Finance 
Corp., Los Angeles, said his firm 
also anticipated the sale of nearly 
400,000 imported cars. 

“The day is not far off when we 
will be going to work in air buses 
and doing our Sunday driving in 
the air rather than on the ground.” 

With this glimpse into the future, 
Robert E. Gross, board chairman 
and chief executive officer of Lock- 
heed Aircraft Corp., advised the 
meeting to be alert to opportunities 
for financing the personal airplane 
as well as the automobile. 

Restraint exercised by the gov- 
ernment in its approach to the re- 
cession may well have been the 
major factor contributing to the 
nation’s economic recovery, Fred- 
erick J. Bell, executive vice-presi- 
dent of the National Automobile 
Dealers Association, said. 

David D. Steere and E. F. Wond- 
erlic were elected president and 
chairman of the executive commit- 
tee, respectively, of the conference. 
Steere, president of Allied Finance 
Co., Dallas, Texas, and Wonderlic, 
president of General Finance Corp., 
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Evanston, Ill., were vice-presidents 
during the past year. 

Robert R. Snodgrass, president of 
Atlas Auto Finance Co., Atlanta, 
Ga., a district director of AFC in 
1957-58, was elected vice-presi- 
dent of the group. 

Among those reelected to the 
executive committee were Edwin 
P. Latimer, president, American 
Discount Co. of Georgia, Charlotte, 
N. C.; Robert L. Oare, board chair- 
man, Associates Investment Co., 
South Bend, Ind.; R. Earl O’Keefe, 
president, Southwestern Invest- 
ment Co., Amarillo, Texas, and F 
Reed Wills, president, General Ac- 
ceptance Corp., Allentown, Pa 


Standard Triumph Adds 
Nine Southern Dealers 


N= Southern dealers added 
recently by the Standard-Tri- 
umph Motor Co.’s distribution or- 
ganization are: 
Arkansas—Jefferson Motor Co., 
Pine Bluff; Florida—Paco Motors, 
Orlando; Georgia—Perry Motor 
Co., Dublin; Oklahoma—Imported 
Motors, Oklahoma City; Texas— 
Fenner Tubbs Co., Lubbock; Ear] 
Hayes Imported Carxs, San Antonio; 
Autosports Limited, Houston; Vir- 
ginia—Farley Motors, Staunton, 
and Capital Motors, Alexandria. 


Floridians Pick Jacksonville 


Jacksonville has been chosen 
for the 1959 convention of the 
Florida Automobile Dealers As- 
sociation to be held Oct. 18-20 
Convention headquarters will be 
the Robert Meyer Hotel. Joe 
Blank of West Palm Beach is 
president. 


T. A. Williams, president of North 
State Chevrolet, Greensboro, N. C., 
and a past president of the North 
Carolina Automobile Dealers As- 
sociation, recently suffered a heart 
ailment. He has long been promi- 
nent in franchised dealer car 
circles in the Southeast. 
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GMC Sets the Stage 
For Lighter Haulers 


A CONCEPT which will make its 
two new models of highway 
tractors the lightest and safest of 
any in their field has been claimed 
by GMC Truck & Coach Division 
of General Motors. 

Now in their final road-test 
period before production, the new 
highway haulers will _ utilize 
stabilized air ride, independent 
front wheel suspension, fabricated 
frames and aluminum tilt cabs to 


achieve light weight and safety 
design. Both units are only 48” 
from bumper to back of cab and 
their lightweight aluminum con- 
struction is made possible by using 
a new type of air suspension to 
absorb the road punishment pre- 
viously taken by heavy steel cal 

Model DLR-8000 weighs 9,987 
pounds, including fifth wheel, 10( 
gallons of fuel and the drive 
while its companion model, DFR- 
8000, will be even lighter, al- 
though final weight has not yet 
been determined 
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A complete line of passenger, 
truck, tractor and service 
gauges. All with Nylon Bars. 
Accurate - Durable - Priced 
to sell. 


These gauges are easy to 
read. 


Tractor tire pencil gauge. Cali- 
ibrated 5 to 50 Ibs. in 1 Ib. units. 


Professional tire pencil gauge. 
Calibrated 5 to 50 Ibs. in 1 Ib 
units. 


Truck tire pencil gauge. Calibrat- 
ed 20 to 120 Ibs. in 2 Ib. units 


Chrome plated service gauge 
Calibrated 10 to 120 Ibs. in 2 Ib 
units. 





Write today for our complete new catalog 
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Test your Plot-Dividing Power... 
ACG Can you divide this plot into 4 smaller 
; \ plots, each of equal size aud all of 3-D 
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Attach the solution to your business card or letterhead avd mail 
to ACME. If you'te right, we'll send you a "Genius Award” for your accomplishment ! 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 


and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





MODEL NUMBER INTERCHANGE 
Handy reference sheet with com 
listing of all passenger cars by model 
number interchangeably model name 
Saves look-up time by model 
data not found elsewhere f as a sup 
plement to every auto motiv catalog 
Kem Mfg. Co 2 Vagaraw Rd Fair 


Lawn, N. J 
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Kooshion Mfg. Co 


WAGNER AIR BRAKE AND RO- 

TARY AIR COMPRESSOR BULLE 
TIN—Discusses in detail straight air and 
air-over-hydrauli« ir braking systems. Con 
tains an explanation of the of the 
Wagner Rotary Air Compre te 
with diagrams, cross section drawings, and 
photographs Lists by catalog numbers com 
ponent parts as well as field installation kits 
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detailed information Stant Mfg. Co 1620 


Columbia Ave., Connersville, Ind 
10 1957 EDITION OF 12 VOLT ELEC 
TRIC EQUIPMENT FOR PASSEN.- 
GER CARS—Contains description of 12 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor Recommendations for periodic serv 
icing, checking and adiusting of the 
ing, starting and ignition systems are dis 
devoted to trouble 
equipment 
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charg 


cussed Special section 
shooting of 12-volt electrical 
Technical Literature Section Deleo 
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bleeders, brake instruments 
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ICE — HOW TO CHECK, DRAIN, 
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illustrations of the latest methox and pro 
edures for profitably servicing hydraulic 
braking systems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, ( 362 Plymouth 
Avenue, St. Louis 14, Missouri 
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213 SHOCK ABSORBER CATALOG NO. 
320-T-A — A 16-page listing by num 
bers or by makes — shock absorbers for 
every automotive need — passenger cars, 
and some trucks. Monroe Auto Equipment 
Co., Monroe, Mich 


21 THE WHYS AND HOWS OF VOLT- 
AGE REGULATORS — Explains in 
simple language, every detail of Voltage 
Regulators—how they work, why they are 
important, how to adjust and service them 
In 16-page handy pocket size edition, with 
many working drawings to clarify and illus 
trate the text. Standard Motor Products, Inc., 
87-18 Northern Blvd., Long Island City 1, 
Y : 


“e 
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216 ‘‘BEHIND THE SCENES’’ — Facts 
and figures on how heavy duty igni 
tion parts differ from others and why they 
are needed. ‘‘BEHIND THE SCENES'"’ de- 
scribes how long life, peak performance are 
built into heavy duty ignition parts. Written 
in non-technical language. STANDARD MO 
TOR PRODUCTS, Inc., 37-18 Northern Blvd., 
Long Island Citv 1, N. Y. 


21 ROUGH IDLING—CAUSE & COR- 

RECTION—4 page bulletin lists com- 
mon causes of rough idling and points out 
corrective measures to be taken. Includes 
explanation of how and why gum forms in 
carburetor and what steps are necessary to 
remove gum deposits. Gumout Division, 2690 
Lisbon Rd., Cleveland 4, Ohio. 


21 BASIC SLEEVE ASSEMBLY SETS 

—New illustrated catalogue describes 
profit features and technical advantages to- 
gether with specific set numbers and exact 
applications of BASIC MATCHED SETS for 
all popular makes of tractors and trucks 
Basic Sleeve Associates, 2816 Commerce St 
Dallas 26, Texas 


21 HOMESTEAD HOISTER—Folder de- 

scribing truck and auto front-end 
lifts, showing many applications of combin- 
ing speed and safety. Homestead Valve Mfg 
Co., P. O. Box 348, Coraopolis, Penna. 


22 HYDRAULIC JACK REPAIR KITS 

are explained in detail in a new il- 
lustrated folder on JACK PACK hydraulic 
jack repair kits. For your free copy write 
Jack-Pack Mfg. Co., 2115 N. Marianna Ave., 
Les Angeles 32, Calif 


222 ‘“‘WHAT PRICE QUALITY’’—Read 
how ignition parts should be made 
and why. ‘‘WHAT PRICE QUALITY”? tells 
the story of the making of quality ignition 
parts Written in non-technical language 
Standard Motor Products, Inc., 37-18 North- 
ern Blvd., Long Island City 1, N. Y 


22 DEGREASING EQUIPMENT AND 
CLEANING COMPOUNDS—Full in- 
formation included in our catalog sheets for 
every automotive or industrial usage. Prac- 
ion Mfg. Co., 2840 4th Ave. S., Minneapolis, 
Minn 


22 ‘= ‘‘CAMEL COOLIE’’ VENTI- 
é=/ LATED SPRING CUSHION four color 

alog page is now available. This newest 
pose is hailed by the industry as a wel 
come addition to the Camel line. H. B. 
Egan Mfg. Co., Muskogee, Okla 


22 OIL LEAK DETECTOR — Bulletin 

shows how hooking up the bearing 
oil leak detector reveals internal engine con- 
tions, uncovers main, rod or cam bearing 
wear, plugged oilways, starved bearings, be- 
fore tearng down the engine. Also describes 
how the detector checks the completed over- 
haul and pre-lubricates moving parts before 
turning over the engine. Illustrates two sizes 
with maintained oil pressure—one for cars, 
one for larger truck engines. Federal-Mogul 
Service, 11031 Shoemaker, Detroit 13, Mich 
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22 ENVELOPE STUFFER—Describes in 

detail the starting fluid, fire extin 
guisher, spot remover and penetrating oil now 
available from Spray Products Corp., P. O 
Box 584, Camden 1, N. J 


23 SIOUX TOOLS—New Catalog No. 58 

Sixty pages. New items include Air 
Impact Wrenches, Air Screwdrivers, Valve 
Cleaners, All-Angle Drill Kit, Electric Screw 
driver sets, and Pelican Nut Accumulators 
for use with impact wrenches. Also complete 
information on Valve Face Grinding Mach s 
Valve Seat Grinders, Electric Drills Hole 
Saws, Electric Bench and Portable Grinders, 
Wire Wheel Brushes, Flexible Shaft Ma 
chines Electric Sanders Abrasive Discs 
Electric Polishers, Electric Impact Wrenches, 
Electric Saws and Flat Sanders, Albertson & 
Company Inc., 3100 Lowell Avenue Sioux 
City 2, lowa 


23 NEW MUFFLER TOOL INFORMA- 

TION—Tool cuts through mufflers 
without use of chisels, saws or torches. Made 
of light weight construction, it fits from 1%” 
to 2%” pipe. Muffler Products Corp., 2808 
Crawford, Houston 4, Texas 


23 THE TRUTH ABOUT TUBELESS 
TIRE REPAIR—-Booklet based on 
200.000 actual on-the-road test miles Ex 
plains in detail the things that happen to a 
tubeless tire when it is punctured and de 
scribes the only safe, sure method of repair 
By reading this booklet and making the re 
pairs as described in it, you can guarantee 
your patch will last the life of the tire 
Egan Mfg. Co., P. O. Box 1406, Musko 

gee, Okla 


23 INSTALLATION OF SHOCK AB. 
SORBERS—Detailed instructions for 
the removal and installation of direct «a 
tion shock absorbers. Stem and looy nd 
types for both leaf and coil spring installa 
tions. Monroe Auto Equipment Co., Monroe 
Mich 


24 BRAKE SERVICE MANUAL-—-A 16 

page booklet giving complete instruc 
tions on servicing and installation of brake 
shoe assemblies in domestic and foreign pas 
senger car and truck brake assemblies. Imco 
Mfg. & Sales Co., 10 E. Lafayette Ave., Bal 


timore 2, Md 


HOW 70 SELL MORE OIL, OIL 

FILTERS, LUBRICATIONS & TBA 
ITEMS—12-page illustrated booklet gives 
profitable tips on increasing your sales and 
making every customer a happy customer 
Pullman Vacuum Cleaner Corp., 25 Buick St 
Boston 15, Mass 


24 SPARK PLUG INSPECTION CHART 

—Form No. M-1433 — A full color 
chart that can be tacked or taped up onto 
walls showing both normal and abnormal ap 
pearance of spark plugs plus tips on how to 
get top performance from spark plugs. The 
Electric Auto-Lite Co., Toledo, Ohio 


24 ARMATURE TOOLS—Catalog sheet 
gives full details on hand operated 
armature undercutter and armature turning 
tools. Also includes feature of growlers and 
testers, distributor holding clamps, armature 
vice jaw pads and generator pulley puller 
Newnan Machine Co., P. O. Box 737, Provi 
dence 1, R. I 


24 ELECTRIC ARMATURE UNDER- 

CUTTER AND POLE SHOE 
SPREADER are described in this catalog 
sheet. Available from Newnan Machine Co., 
P. O. Box 737, Providence 1, R. I 


248 ‘*‘BRINGS YOU A 100% PROFIT’’— 
Catalog sheet describes rubber brake 
adjusting hole covers and the attractive dis 
play cards on which they are mounted. The 
plugs are easily sold with each grease job 
and fit all models of cars and truck using 
Bendix brakes. Newnan Machine Co., P. O 
Box 737, Providence 1, R. I 


249 SUPERCHARGER INFORMATION— 

page test report gives full details 
on superchargers designed to fit all makes 
and models. Unique in construction, it re- 
ceives its power from an electric drive motor 
Oberhausen Engineering Corp., 2777 Ashford 
Rd. N.E., Atlanta 19, Ga 


25 RUBBER PRODUCTS — A _ OCoa- 
densed catalog designed for perts 
reference work just released. It contains 
handy simplified identification and illustra- 


catalogs 


tions of floor mats, pedal pads, motor mounts 
and rubber bushings. Doan Mfg. Ce., 1725 
London Road, Cleveland 12, Ohio 


26 OIL FILTER SELLING AIDS—Wix 

O-Matic the guide to extra profits in 
oil filter service sales. A revolutionary mer 
handising concept featuring minimum, con 
trolled inventory, guaranteed sales, perpetual 
stock control, Dial-O-Matic cartridge selec 
tor, cartridge installation charge guide, deal 
er franchise, plus choice of two catching 
money making merchandisers floor cabinet 
or wall rack. Ask for br« ¢ iving com 
plete details. Wix Corp 


26 AUTOMOTIVE BEARINGS — Cat 

slog 50-CB 1 68 page listing of 
connecting rods, cam shafts and main bear 
ings for cars, trucks and tractor engines 
Johnson Bronze Co., 54 S. Mills Street 
New Castle, Pa 


3] bate ye BRAKE PARTS CATALOG 
handy ONE-POINT reference to 
fast-moving brake parts and lining, covering 
popular models of Catalog 
also lists complete to f ho exchange 
sets as well as (¢ Mi: 01 li n seg 
ments available to those nter ted in bond 
ing lining in thelr ) 1 y r lec 
tric Corporation, I t 
Louis 14, Missouri 


3] ESSsER _SENTEION by Delco-Remy 

lé-pag 844xll-inch booklet cov 
ering theory, operation and maintenance of 
Delco-Remy ignition equipment. Contains 71 
illustrations. Will hel automotive electri 
cians understand and service ignition equip 
ment. Delco-Remy Service Department, An 
derson, Ind 


32 NEW DEALER CATALOG OF MO 
TOR REBUILDING EQUIPMENT 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac 
tively printed in two colors, punched and 
slotted for inclusion in jobber salesman’s 
Storm-Vulcan, In 2225 Burbank 

St., Dallas 35, Texas 


3 BRAKE LINING — A new 18-page 
condensed cata! og listing brake lining 
grec for « passenger 
cars, commercial cars \ are listed 
“ee year and model. Recor nmendations are 
made both for / “nce and fi r bonded lining 
World Bestos Corp., P. O sox 346, New 
Castle, Ind 


34 OIL, AIR, FUEL 
FILTERS—Valuable 


oil, air, fuel and water filters 


AND WATER 
information on 
Complete se 
lection of material to help 1 sell, install 
and service filters. Fram Corporation, Provi 
dence 16, R 


34 HYDRAULIC BRAKE WALL CHART 

—Spiral bound listing up-to-date parts 
information for passenger cars and trucks 
including listings for master and wheel cylin 
der repair kits, stop light switches and brake 
hoses. Eis Automotive Gorp., P. O. Box 701 
Middletown, Conn 


347 INTRODUCTION TO POWER STEER 


ING — Complete explanation of 
powersteering principles and advantages 12 
page booklet fully illustrated and diagramed 
Monroe Auto Equipment Co., Monroe, Mich 


36 NEW ‘‘QUICK REFERENCE’’ GAS 

KET CATALOG Complete, easy-to 
find listings of Fel-Pro Gaskets for practi 
cally all makes and models of cars, trucks 
tractors, buses, etc. New cataloging style 
makes gasket selection cae and easy 
Write for your free copy today. Felt Prod 
ucts Mfg. Co., 1508 C arroll Ave., Chicago 7 
Ill. 


37 EMEROL MFG. CO. — Complete 
printed information on entire line 
Marvel Mystery Oil, Marvel Inverse Top Cyl 
inder Oiler, Hi-Rev Motor Tune-Up Oil 
Shows uses, prices, description, dealer infor 
mation. Emerol Mfg. Co., 242 W. 69th 8t., 
N. Y. 23, N. Y. 


41 NEW AIR BRAKE MAINTENANCE 

BULLETINS — Series of bulletins, 
each devoted to a single unit. Fully illus 
trated with cross sectional, exploded and 
schematic drawings explaining every phase 
of the operation and maintenance. Wagner 
Electric Corp., 6400 Plymouth Ave., St 
Louis 14, Mo. 
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900—Pressure Gauge Kit 


A universal ammeter and oil pres- 
sure gauge kit, to supplement the red 
“oil” and “gen” lights on many Cars, 
has been introduced by Balkamp, 
Inc., Indianapolis, Ind. 

The unit has a hammered alumi- 
num panel that can easily be in- 











stalled under the dash of all model 
cars, it was claimed. Ammeter reads 
60-0-60 and oil pressure gauge regis- 
ters to 80 lbs., both more than ample 
for all car and many truck installa- 
tions, according to the company. 
Want more info? Use coupon on 
page 89 and you will get it! 


901—Spark Plug Socket 


A magnetic spark plug socket for 
easier removal and installation of 
spark plugs, adaptable to any stand- 
ard %” drive wrenches or extensions 
now in use, has been introduced by 
Champion Spark Plug Co., 900 Upton 
Ave., Toledo 7, O. 

“Plug-Mate” is a deep-well, thin- 
walled 13/16” socket with a built-in 
“Alnico” magnet to secure spark plug 
by the shell, permitting insulator to 
be free of metallic contact with the 
socket and thus lessen the chance of 
breakage during installation. Device 
is designed as a companion to the 
previously introduced ‘“Plug-Master” 
flex-handle ratchet wrench for easier 
and faster removal of spark plugs in 
all popular engines without removal 
of generators, power steering units 
and other parts which hide spark 
plugs. 

Want more info? Use coupon on 

page 89 and you will get it! 


902—Mandrels _ 


A series of connecting rod recondi- 
tioning mandrels (journal end) to cov- 
er the 3.300” to 4.700” diameter range 
has been introduced by Sunnen Prod- 
ucts Co., 7910 Manchester Ave., St. 
Louis 17, Mo. 

Each mandrel covers a .200” diam- 
eter range, uses the standard CR type 
stones and shoes and reportedly will 
enable automobile machine shops to 
recondition large fleet and off-the- 
highway type vehicle con rods with 
the company’s honing machine. Man- 
drels are designed to provide a round, 
straight rod bore and allow the user 
to recondition rods to original factory 


size, 


assuring perfect 


fit 


of inserts, 


according to the manufacturer 
Want more info? Use coupon on 


page 


89 and 


you 


will 


get 


NEW PRODUCTS 


AND CATALOGS 


it! 


903—Foreign Car Parts 


Complete inventories of brake 
shoes, water pumps and kits and uni 
versal joints for 20 mak« of foreign 
cars and trucks have been announced 
by Imco Mfg. & Sales Co . La 
fayette Ave., Baltimore 2, Md 

In some cases, the manufacturer 
said, stock covers models as far back 
as 1938. Cars and trucks included ars 
Austin, Austin Healy, Fiat, Englist 
Ford, Hillman, Humber, Jaguar, MG 
Morris, Nash (Metropolitan), Ren 
ault, Riley, Rover, Singer, Standard, 
Sunbeam, Triumph, Vauxhall, Volks 
wagen and Wolseley. 

Want more info? Use coupon on 

page 89 and you will get it! 
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YES, they are your best buy, 
always highest quality, lowest 
price. And now — the best ever 
at the best prices ever. 


MODEL J— Now 
Ralco Rollers. Le 


weight and low slung 


3-inch 


has 


w in price, low in 


big, 


JEEPERS SPECIAL— Now equipped 
with Wheels, 
the strongest, easiest rolling wheel 


regular Ralco 


made. The Special is full size, same 


Lisle quality at a lower price 


A COMPLETE LINE TO CHOOSE FROM 
WHEN YOU BUY JEEPERS CREEPERS 


Unmatched for and 


value, Jeepers Creepers are avail- 


performance 


able in several different sizes, types 
and price ranges. 


All designed for long, comfortable 
service and made of the finest, kiln- 
dried hardwood. Headrests are re- 
sistant to acid, grease, gas, alcohol 


RALCO ROLLERS 


Patented to 
mum rolling ease with mini- 
Remarkable 
load-carrying ability 


provide maxi 


mum height 


Want more facts? Use Reader Service Card Page 89 





904—Air Brush 


“Wren” air brush, available in 2 
models for touching up scratches, 
mars and pits, has been announced 
by Binks Mfg. Co., 3122 Carroll Ave., 
Chicago 12, III. 

Model A sprays light to medium 
consistency materials, such as fabric 


dies. Model B is suitable for medium 
to light-heavy materials, such as lac- 
quers, enamels and other paints. Both 
are capable of perfect atomization, it 
was claimed. Simple air and colo! 
feed adjustments are located at fing- 
ertips. Color bottles ranging from %4 
oz. to 242 ozs. in size are also avail- 
able. Siphon-type fittings and wide- 
mouth bottles are easy to clean, ac- 
cording to the company. The “Wren” 
uses 3/4cfm of air at 25 to 30 Ibs 
pressure. 

Want more info? Use coupon on 

page 89 and you will get it! 


905—Auxiliary Spring 


An adjustable auxiliary spring, 
“Equa-Loader,” which reportedly can 
be installed in minutes with ordinary 
tools on any mode! car, station wagon 
or light truck with leaf springs, has 
been introduced by Cambria Spring 
Co., 3225 E. Washington Blvd., Los 
Angeles 23, Calif. 

With a simple lock-nut adjustment 
giving up to 500 lbs. additional weight 
capacity, springs automatically equal- 
ize load distribution, assuring rear- 
end stability on curves, keeping head- 
lights level for safe driving, and pre- 
venting vehicle from bottoming out 
under normal or extra loaded condi- 
tions, the manufacturer said. 

Want more info? Use coupon on 

page 89 and you will get it! 


906—Touch-Up Enamel 


Car finish touch-up products, cov- 
ering all 1959 makes of cars and in- 
cluding 850 different factory-matched 
shades and colors covering all makes 
of cars, have been announced by 
Dupli-Color Products Co., Inc., 2440 S. 
Michigan Ave., Chicago 16, III. 

Products are available in either 
pushbutton spray cans or bottles with 
brush-in cap, and are said to dupli- 
cate original car finish. 

Want more info? Use coupon on 

page 89 and you will get it! 
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907—Pressure Cap Tester 


A tester for cooling systems and 
pressure caps, “MS-5009,” with a 
simple adjustment which permits use 
on long or short caps and radiator fill 
necks without adapters, has been an- 
nounced by Eaton Mfg. Co. Stamping 
Division, 17877 St. Clair Ave., Cleve 
land 10, O 

A single-stroke hand pump makes 
cap testing quick and positive, ac 
cording to the company. The unit has 
1 color-coded dial to show the pres 
sure to which a cap or system is sub 
jected. When testing cooling systems, 
an air valve fitting permits use ol 
station’s air line to apply the rated 
pressure. Tester can be serviced bs 
tation operato1 with instruction 


which are furnished, the manufactu1 
er sald. 
Want more info? U: 


page 89 and you 


908—Hub Cap Tool 


A hand tool for removing and re 
placing caps quickly and safely, 
as well as grease caps, retainers, rear 
brake drums and other brake job 
has been announced by Bear Mfg. 
Co., 2016 Fifth Ave., Rock Island, III. 

Flattened end of tool is inserted 
between the hub cap and wheel, 


twisted with rolling motion around 
cap’s diameter, and cap is loosened in 
seconds without danger of scratching 
or marring the surface or skinning 
knuckles, it was claimed. Replace- 
ment reportedly is as simple. Hub 
cap is positioned and lightly tapped 
around edges with weighted rubber- 
protected end of tool 

Want more info? Use coupon on 

page 89 and you will get it! 


909—Headlamp 


“Vision-Aid” sealed beam head 
lamps for heavy-duty truck and bus 
use, as well as regular 6- and 12-volts 
versions for improved passenger-car 
use, have been announced by Tung- 
Sol Electric, Inc., 95 Eighth Ave., 
Newark 4, N. J. 

Directly interchangeable with any 
7” sealed beam headlamp, “Vision- 
Aids” are intended to make existing 
two-lamp systems as efficient on the 
low beam as the newest four-lamp 
headlighting systems and reportedly 
are engineered to permit safer, glare- 
free passing of approaching vehicles. 
They project a concentrated “spot- 
light” beam pattern down the right 
side of the road beyond an approach- 
ing car, eliminating the “blind spot” 
created by the cancelling-out effect of 
opposing headlights, it was claimed. 
The safety feature is said to be ef- 
fective even though the approaching 


driver might fail to dim his headlight 
properly. Glare-eliminating filament 
shield enables driver to see better 
under poor weather conditions, while 
“E-Z Aim” platforms permit mechan 
ical aiming in broad daylight. 

Want more info? Use coupon « 

page 89 and you will get it! 


910—Fuel Signal Alarm 


An audio-fuel signal 
passenger cars, which 
er of a car when 
are at a dangerously |! 
insistent buzzing sound, 
nounced by Selectronic 
2421 Westchester Ave., New 
When gas tank content 


thres 


alarm 


to about two or 
ounds off with a 
which continu 
turned off or unti 

been replenished. One 

the radio or hold a conve! 

the buzzer is on 

aid Unit can be 

das} or elsewhere 

gardless of gas gausg inaccurac\ 
functions accurately, it was claim 
since impulse « om float 
gas tank. Unit drav o curre! 


cept when buzz then purpo 


requires only 

by sounding the 
Want more in 
page 89 and 


911—Clutch Plate 


A fully metallic clutch frictior 
¢ lar + f 1956-5¢ NU 
plate replacement for 1956-59 Power 
glide transmissions has been intro 
duced by Tramco Industries, 125 
West End Ave., New York 23, N. Y. 

The “T-127” feature grooved 
mating face I reportedly pr 


vides faster dissipation of high heats 
developed in automatic transmissions 
delivers smooth performance and 
longer life. 
Want more info? Use coupon o 
page 89 and wou will get it! 


912—Foreign Parts Catalog 


A 20-page catalog containing com 
ponent ignition parts for over 50 for 
eign cars, including point sets, caps, 
rotors, condensers, coils, brush sets 
and horn relays, illustrating each part 
clearly in a separate buyers’ guide 
plus a third section devoted to tune 
up specifications, has been published 
by Guaranteed Parts Co., Inc., Seneca 
Falls, N. 

Want more info? Use coupon on 

page 89 and you will get it! 
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913—Brake Gauges 


Gauges designed to help dealers un- 
cover needed brake work and to pro- 
mote brake safety have been intro- 
duced by Raybestos Division of Ray- 
bestos-Manhattan, Inc., O. Box 
1021, Bridgeport, Conn. 

“Pedal Travel” gauge (top) report- 
edly is designed to check brake pedal 


travel in a matter of seconds. It is 
placed on the floor directly under 
brake pedal. If bottom of pedal when 
depressed touches gauge, brake work 
is needed. ““No-Go” lining gauge de- 
termines thickness of lining and 
shows when brakes need relining. 
Want more info? Use coupon on 
page 89 and you will get it! 


914—-Regulator Tester 


A regulator tester that can also 
be used for testing generators and 
all measurements of volts and amps 
without removing parts from the car 
has been announced by Fox Valley 
Instrument Co., Cheboygan, Mich. 

“Model 400” has one hook-up to 
test all cars of 6, 12, or 24 volts, 
is reportedly accurate within 2% of 
full scale. Unit is built into an 8” x 
5” x 2%” plastic, rubber-tipped case, 
and has a clear plastic meter front. 

Want more info? Use coupon on 

page 89 and you will get it! 


915—Service Light 


Constructed of aluminum, a flex- 
ible gooseneck lamp designed for 
service under the hood or chassis of 
a car or at the workbench has been 
introduced by AC Spark Plug Divis- 
ion of General Motors for use by re- 
tailers of AC spark plugs. 

The bulb is protected by an alum- 
inum “shade within a shade,” which 
also reportedly eliminates accidental 
burns from brushing against a hot 
bulb. 

Want more info? Use coupon on 

page 89 and you will get it! 


916—Wheel Balancer 


“Flite-Positive”’ wheel balancer 
with an improved dial box, which 
requires less than 2 minutes per 
wheel to correct unbalance, has been 
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announced by Dynamic Center Engi- 
neering Co., Inc., Lawrenceville, Ga, 
The new, direct-reading dial and 
balancing instrument introduces a 
no-spin method of establishing the 
dynamic center and calibrating the 
amount of weight displacement on 
each side of the tire and wheel as- 
sembly. It also reportedly provides 
both dynamic and static balancing 
at one setting. 

Want more info? Use coupon on 
page 89 and you will get it! 


917—Fuel Pump Catalog 


A 32-page fuel catalog covering its 
complete line of maximum capacity 
fuel pumps for all cars and trucks, 
repair kits, diaphragm kits and push 
rods for use with replacements on 
Ford, Lincoln, Mercury and Chevro- 
let, and including a full-page diagram 
showing construction and operating 
features of its pumps and tables and 
charts on application for cars, trucks 
and engines, numerical specifications, 
conversion and interchange data, has 
been published by Wells Mfg. Corp., 
Fond du Lac, Wis. 

Want more info? Use coupon on 

page 89 and you will get it! 


918—Jack Repair Manual 


A “do-it-yourself” service manual 
for hydraulic jack repair, containing 
information arranged in easy-to-fol- 
low sections covering all areas of jack 
failure and repair, said to enable any 
mechanic with adequate tools and 
parts to make virtually all repairs 
necessary in the average hydraulic 
breakdown, has been published by 
Texas Leather and Packing Co., 422 
Ohio St., Wichita Falls, Texas. 

Want more info? Use coupon on 

page 89 and you will get it! 


919—Acrylic Finish 


A black acrylic finish to match the 
1959 General Motors “Magic Mirror” 
black for touch-up, panel repair or 
all-over refinishing has been an- 
nounced by Ditzler Color Division of 
Pittsburgh Plate Glass Co., 8000 W. 
Chicago Ave., Detroit, Mich. 

“DDL-9300” reportedly is a deep 
rich black with outstanding dura- 
bility and gloss retention, possessing 
greater resistance to weathering and 
staining than conventional lacquers. 

Want more info? Use coupon on 

page 89 and you will get it! 


920—Safety Jack Stands 


Two safety jack stands of pin-type 
construction, said to be dependable, 
safe and easy operating, have been 
introduced by Vulcan Mfg, Co., Inc., 
Winona, Minn. 

“Model 750” has a capacity of 2% 
tons per stand, 5 tons per pair, with 
heights from a low of 14” to a high 
of 21”. Truck model “760” offers a 
capacity of 6 tons each, 12 toms per 
pair. Heights are from a low of 19” 
to a high of 28”. 

Want more info? Use coupon on 

page 89 and you will get it! 


921—Throw-in Jig 


Designed to speed work in grinding 
V-8 engine heads, a throw-in jig 
has been introduced by Peterson 
Machine Tool, Inc., 6200 Merriam Rd., 





Merriam, Kan., for «ise with its wet 
surface grinder. 

The jig reportedly requires no set- 
up time or bolting down, and factory- 
machined locating pads provide cor- 
rect positioning of V-8 cylinder heads. 
Another time-saving advantage 
claimed is the fact that valves and 
springs need not be removed from 
the head in order to handle the 
grinding operation 

Want more info? Use coupon on 

page 89 and you will get it! 


922—Power Tool Manual 


A 24-page manual for shop owners 
and mechanics, showing how annual 
flat-rate billings can be increased an 
average of $2,252.50 per mechanic by 
replacing hand tools with power tools, 
has been announced by Ingersoll- 
Rand, 11 Broadway, New York 14 

“Bonus Dollars Manual” covers the 
use of I-R air and electric Impac- 
tools. A chart compares flat-rate 
time with Impactool time for nine 
operations on 16 makes of cars. 

ime savings are said to range 
from minutes on a Rambler intake 
manifold replacement to four hours 
and 18 minutes on Oldsmobile and 
Buick transmission overhauls. 

Want more info? Use coupon on 

page 89 and you will get it! 


923—Wheel Balancer 


An “economy” “On-a-Car” whee! 
balancer, designed for fast, easy, 
small-space operations and equipped 
with adapters for 14” and 15” passen- 
ger-car wheels, has been mercer 
by Bear Mfg. Co., 2016 Fifth Ave., 
Rock Island, Ill. 

No wrench is required. The adapter 
locks to wheel with cap screws in 15 


seconds or less, it was claimed, and 
accurately centers itself. Other fea- 
tures include a lightweight spinner 
with handle and “Jiggler” which ex- 
poses out-of-balance to customers and 
shows the operator when perfect 
balance is achieved. 

Want more info? Use coupon on 

page 89 and you will get it! 


924—Power Brakes 


A power brake unit to be offered 
is original equipment on ’59 Cadillac 
Chevrolet and Mercury cars and as a 
field installation kit for the ’59 
Chevrolet and Mercury has been an 
nounced by Bendix Products Divis 
ion, South Bend, Ind. 

Installation reportedly requires ay 
proximately 45 minutes. Standard 
master cylinder is removed and the 
“Master-Vac” is bolted into position 
over the same studs from which 
cylinder was removed, Master cylin 
der is rebolted on to the front of the 
“Master-Vac” unit. 

Want more info? Use coupon on 

page 89 and you will get it! 
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Two Southerners Named 
NIADA Officers 


MONG senior officers elected by 

the National Independent Au- 
tomobile Dealers Association at its 
12th annual convention held re- 
cently in Chicago were Wendell 
Jarrard, Pensacola, Fla., and James 
J. Holmes, Columbus, Ga., named 
first and second vice-presidents, 
respectively. 

Al Schwartz of Pittsburgh, Pa., 
was named president to succeed 
C. E. Pitts of Montgomery, Ala., 
who became chairman of the 
board. 

Taking exception to the Auto- 
mobile Information Disclosure Act 
provision calling for the “name 
and location of the place of busi- 
ness of the dealer to whom it (a 
new automobile) is to be deliver- 
ed,” attendees at the meeting re- 
solved to seek an amendment to 
the law. The requirement, they 
said, is designed to prevent them 
from obtaining new cars for re- 
sale and is not in the public in- 
terest. 

General Counsel Joseph Danzan- 
sky cautioned the dealers to watch 
for evidence that information gain- 
ed through the disclosure act is 
being used to curtail their right 


to sell new automobiles. He said 
the association should be prepared 
for civil and criminal litigation 
should there be substantial evi- 
dence that the act is being used to 
curb the distribution of new auto- 
mobiles by independent dealers. 


Directors Are Chosen 
By Auto Finance 


LECTED to an 1l-man board of 

directors by stockholders of 
Auto Finance Co., Charlotte, N. C., 
at their annual meeting last month 
were: 

Dewey H. Johnson, Greenwood, 
S. C., chairman; B. W. Barnard, 
W. Lester Brooks and H. A. Cathey, 
all of Charlotte; C. G. Fuller, 
Barnwell, S. C.; R. H. Hammond 
and D. Wellsman Johnson, both of 
Greenwood; E. P. Latimer, also 
president of the company, and 
Herman A. Moore, both of Char- 
lotte; W. S. Morris, Augusta, Ga., 
and Jake Rasor, Cross Hill, S. C. 

Latimer told stockholders that 
earnings for the company, which 
include earnings of subsidiaries 
American Discount Co., Southeast- 
ern Fire Insurance Co., and its 
subsidiary, The Citadel Life In- 
surance Co., amounted to $2.17 for 
the fiscal year ended Aug. 31, 


Recent winner of a Dodge Quality 
Dealer award, Mack Willis (left) is 
general manager of Willis Motor 
Sales, Bainbridge, Ga. Shown with 
him are his wife, Sara, and Dodge 
Regional Manager R. K. Robinson. 


compared with $2.30 for the p 
vious fiscal year. 


Stone Dies in Anderson 


Clyde L. Stone, 64, 
er of a Buick deale 
his name in Anderson, 
last month after several 
illness, 


rmer own- 
rship bearing 
S. C., died 
months 





ELECTRIC e ENGINE e« 


EXHAUST e 


SUPERCHARGERS 


TWO STROKE e 


FEATURES: 
* ADAPTS TO ANY AND ALL 
CARS 
® SIMPLIFIED INSTALLATION 


© LOW SILHOUETTES FOR 
LOW HOODS 


© USE YOUR STOCK CAR- 
BURETOR 


© CARBURETOR NOT 
PRESSURIZED 


© ASSEMBLED OR IN KITS 


PULSE-JET « 


SOLID PROPELLENT 


TYPICAL INSTALLATION 


PTT Ta 


VO00 


© COMPRESSOR BYPASS 
STANDARD 


© OPERATE ONLY WHEN 
NEEDED 


© DASH REGULATION 
OPTIONAL $1.00 ENCL. RUSH 28 PAGE DELUXE (Dept. 55 


@ TRANSFERABLE, CAR TO FULL COLOR CATALOG 
CAR $5.00 ENCL. RUSH 150 PAGE INSTALLATION 


: © QUICK CHANGE MANIFOLD MANUAL PLUS DELUXE CATALOG 
© QUICK CHANGE COMP. REFUNDED ON FIRST ORDER 


HEAD CAR MAKE 


336 COMBINATIONS TO CHOOSE FROM 
65% BOOST; 107 HP INCREASE 


ON STOCK 283 cu. in. CHEVY, USING AN INEXPENSIVE MODEL 


xx 


x 


OBERHAUSEN ENGINEERING CORP. 
2777 ASHFORD RD., N.E., ATLANTA 19, GEORGIA 


NT 


YEAR NO. CYL 
NAME 


ADDRESS 
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Keep It Clean, Says Chevrolet 


i he it clean,” urged GM’s 
Chevrolet Division in this 
bulletin to dealership service 
managers which could be applied 
at all repair shops: 

Cleanliness may be thought of 
as a mark of self-respect; how- 
ever, when cleanliness is applied 
to a business establishment, such 
as the dealership service depart- 
ment, it lends a great deal to- 
wards the success of that business. 


Customers are favorably im- 
pressed with a service department 
that is clean and has a _ well- 
organized appearance. It helps to 
give them confidence in the 
dealership and develops a feeling 
that their cars will be handled 
with the same care that is so ap- 
parent throughout the establish- 
ment. The customers, as well as 
all of us, realize the relationship 
between cleanliness and quality of 





WEAVER TWIN POST LIFT 


services all vehicles 
from sport cars to medium trucks 


Front Saddle Adapters in proper con- 
tact at extreme outer ends keep spring 
suspension under compression 


Photo shows how Adjustable Rear 
Saddle Adapters cradle large differen- 
tial housing. Vehicle load is always 
directly over pistons. 


To you, as a buyer —and also from the standpoint of rendering profitable service - 
it should mean a lot to know that no new model car has ever obsoleted the Weaver 
Twin Post Lift... It handles new models — or older models — long, medium or short 
wheelbase. This great all-purpose lift is rail-less, and provides unobstructed chassis 
accessibility — lifts cars at outer ends of lower control arms for completely relaxed 
front suspension and proper ball joint lubrication—the safe way to handle Air 


Suspension Cars. 


WEAVER MODEL EC-107 (illustrated) is capable of handling various wheelbase 
lengths. An ideal combination is 76” minimum to 160” maximum — which permits 
lift to be the greatest possible profit making piece of equipment for all-purpose use. 
REMEMBER — no new model car has ever obsoleted the Weaver Twin Post Lift. 


WEAVER MANUFACTURING CO., SPRINGFIELD, ILL., U.S.A 


SERVICE SHOP EQUIPMENT 


Complete Weaver line includes: Twin Post Lifts . . 
Frame Type Lifts . . 
. Wheel Alignment Equipment . . 
Brake Testers . 
Wheel Dollys . . 
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. Single Post 
. Bumper Lift . . . Car Washers 
. Headlight Testers . 

. Wheel Balancing Equipment . Jacks 

and Air Compressors 


. Unit Lifts 





workmanship. 

For the dealer or service man- 
ager, cleanliness means painted 
walls, clean washrooms, clean 
windows, organized arrangement 
for special tools, equipment, etc 
However, even with these items 
taken care of by the dealer o1 
service manager, it is mostly up 
to the other employes to con- 
tinually wage the battle against 
dirt and disorderliness. It is only 
through the collective efforts of 
all the employes that a service 
department can be kept clean 
and a well-organized appearance 
maintained. 

The cleanliness of each em- 
ploye’s own work adds to 
the over-all appearance. It also 
has a definite effect on each em- 
ploye’s efficiency and quality of 
workmanship. 

Listed below are a few suggest 


area 


ions that are concrete aids toward 
quality work: 
l Clean all parts for 
tion and before reinstallation 
2.—Clean hand and special tools 
return the 


inspec- 


after each usage and 
tools to their proper storage loca- 
tion Handle cutting 
tools carefully. 

3.—Clean precision tools 
during and after usage 

4.—Keep a custome! 
This involves using seat and fen 
der covers and wiping off parts of 
the car touched while work was 
being done. 

5 3etween jobs o1 
ly, clean the floor area of dirt, 
grease, etc., that drops off the 
vehicle while it is being worked 


anda store 
before. 


car clean 


periodical 


on 

6.—-Wipe 
floors at once. 

7.—Keep work orders clean 

Let the customers know by the 
appearance of your service de- 
partment that they are now in a 
Chevrolet dealership that will 
quickly and efficiently handle 
their service needs 


spilled oil f 6tthe 


Walker Appoints Ruland 


Robert K. Ruland has been ap- 
pointed vice-president and man- 
ager of original-equipment 
for Walker Mfg. Co. of Wisconsin, 
Racine, Wis., according to J. W 
Jaspersen, vice-president and di- 
rector of sales. Ruland had been 
manager of commercial sales, and 
in his 12 years with the company 
has been in the aftermarket re- 
placement field and at one time 
was vice-president and _ general 
sales manager of the DeLuxe Prod- 
ucts Corp. subsidiary. 


sales 
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D ORIVER S COPPER CARRIER 
@ OuTEeR HOUSING ACTUATING PISTON 
D LINING oFsc ACTUATING PISTON SEALS 
@ UNING DISC ANTI- NNER HOUSING 
RATTLE RING BRAKE RETURN SPRING 





Above: The new brake as mounted 
on axle. Interlocking driver re- 
places drum and is mounted on the 
wheel hub. Right: Exploded view 


of the brake and driver, showing n re ] t hi in a 


all components. SR re rere 


Laud Coolant Festred CLEANS CLEAN 


On Truck Brakes y 


A NEW type of brake designed 2AST, R 
for heavy-duty trucks has 


been developed by Wagner Electric 

Corp., St. Louis, Mo al 
This disc brake has been de- t an 
igned to dissipate heat generated 

when stopping or slowing a vehicle he, Ae a MIGHTY 


through the use of a liquid coolant 


It incorporates a disc with two fric- 


tior urface that turns with the tA 
el "When the oneal jaar ae Deqreas- meter" 


plied. two liquid-ccoled pressure tee 
; ; 5 eed ‘ ; Sle a } ; Suree FAST Pemsre 
asc are move into contact with Deodorizes and “Disiftfects, too! Cleans artes 


the tu: i ils Bi Min adic TWICE AS FAST TWICE AS CLEAN 
he turning fri on disc to op OI Contains Detergene’ for Fast, Fast Pene- 
low the vehicle. The liquid cool- tration 
int in the pressure discs is circu- 
lated by a pump, through the brake 
to the radiator pies system J ~ RAY ON s _ Master 
where the heat, generated while Us} BRUSH ot sP °e fi th Couto dying Vegraning Concentrate 
topping or slowing, is dissipated » AUTOMOTIVE 
The brake itself pag RS fi niont * MARINE 
1e Drake Itse remains sulficient- AIRCRAFT 
cool to stop the vehicle INDUSTRY 
Greater safety is reportedly at- LET SOAK IN . . . RINSE 
tained by this brake by eliminat- | X OFF WITH CLEAN WATER! 
ng the possibility of brake failure No hard work! This fabulous, 
due to excessive heat. It material- new, powerful, self-emulsifying de- 
ly lengthens the service life of the greasing concentrate is self- 
brakes, but, more important, it en- “Tj! szi 1 scouring. Floats away every speck 
ables drivers to retain full control ., of grease, dirt and oil slick and DEGREASE-MASTER 
of ir vahicles “ms: -atac quick as a whistle. Emulsifies into 
J their vehicle at normal rate: } I : ; ce DEGREASES EVERYTHING 
of speed on level roads and steep a milky solution : — flows down 
downgrades. This is accomplished the drain without clogging. - + All Automotive, Marine, 
» I ' ‘ . ° Aviation, Industrial Equipment. 
safely without using the engine to ees: Keep ’em operating by keeping 
help slow the vehicle by down- Jb\CAh ’em clean! Keep ’em_ good- , ¢ Shampoos All Engines 
hifting to a lower, slower gear. ia looking by keeping *em clean! Launders All Machinery 
Conventional brakes usually need Degrease ‘em with DEGREAS- Washes All Chassis 
this assistance because they can- MASTER! and Bodies % 
not stand the great heat generated Secours All Floors, Weosh 
Ss -rati , Dri , Lifts . 
mn Sees Gpereteen. DEGREAS-MASTER teaves aut surraces—woon, | "0™* Priveways, Lifts 
The most rigorous testing pro- 
cedures possible were followed, in- 


cluding those specified by the So- 
ciety of Automotive Engineers Q t ie t ° 
Tests which caused conventional US as er 


brakes to burst into flames had no Manufacturers of Automotive Chemicals 
ill effects on the new brakes 56 CREIGHTON ST., CAMBRIDGE 40, MASS. 


CONCRETE, METAL, PAINT — SPARKLING CLEAN IN MINUTES! 
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TIME SAVERS 














To Loosen Brake Shoe 
Anchor Pins 


7 LOOSEN frozen brake shoe 
anchor pins, we use a Porto- 
Power and a tool we fabricated in 
our shop. With it, any anchor pin 


can be pushed out with ease. 
Too, heat can be applied to the 
brake spider without the danger 
of distorting it, whereas by using 
a hammer and punch the spider 
will be distorted and the brake 
shoes will not be aligned correct- 
ly.—Claude Thomas, Service Man- 
ager, Southwest Wheel, Inc., 1501 
E. Broadway, Lubbock, Texas 


Replacing Hood Hinges 
On 1951-54 Fords 


bee replacing hood hinges on 
1951-54 Ford cars, if the box 
or air-vent part of the hinge is not 
damaged a lot of time can be saved 
by this method: 

Cut hinges from the new and old 
box by cutting the mounting rivets. 
Remove old rivets from air vent 
Install new hinge with hood bolts 


The nuts for the bolts can be 
reached from the inside of the car. 
This repair will last as long as the 
complete _ installation. — Archie 
Miller, Route 1, Box 102 D, Tex 
arkana, Texas. 


To Keep Solder Materials 
At Hand When Needed 


FIND it is usually a problem to 

locate wire solder on spools and 
paste solder flux in small cans 
when they are needed. 

To overcome this aggravation 
secure a can of paste flux to the 
top or end of the solder spool with 
a few drops of solder connecting 
the edges. When either one of these 
items has been used up, it is a sim- 
ple matter to pry them apart.- 
H. J. Gerber, Oklahoma State Uni- 
versity, Stillwater, Oklahoma 





COLE-HERSEE’S kit no. B=-15 !s a PERFECT 
COMBINATION FOR COMPLETE DEALER MERCHANDISING 


B-19 
SWITCH 
ASSORTMENT 


. For Jobbers, Dealers and Serv- 
ice Station Operators. 


Minimum stock for maximum 


switch applications at a minimum 


investment. 


; 24 popular switches of 13 var- 
ious basic and essential types. 


In a compact 
merchandiser. 


Fresh ‘‘no charge’’ 
with each order. 


ORDER FROM YOUR LOCAL 
COLE-HERSEE JOBBER TODAY 


Want more facts? Use Reader Service Card Page 89 


““business-getting”’ 


Display Card 


20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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GOT A GOOD 
IDEA? 

will be paid for every 

time - saver or shop 

short - cut accepted 
for publication in this section. 
A photo or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 











Designing a Timing Device 
For Curing Hot Patches 


NSTEAD of wasting time while a 

hot patch cures on a tube repail 
job, we wired the heating unit to a 
discarded timer from an electric 
range. 

Since the timer can be set for any 
suitable length of time, it goes off 


automatically when the patch is 
completed and requires no watch- 
ing. Further, the timer’s ring noti- 
fies that the job is done.—Harry 
J. Miller, 991 Forty-Second, Sara- 
sota, Florida. 


er than a replacement.—James D. 
Martin, Service Manager, Jack 
Hughes Motors (Ford), 100 E. San 
Antonio, San Marcos, Texas. 


Correcting the Idle 
On Opel Cars 


HAVE had an Opel with Frigi- 

King air conditioning to come in, 
and to make the car idle it was 
necessary to have idle speed so 
high that engine would diesel 
when ignition was turned off. 

To remedy, I used a 6-volt head- 


light relay and connected to gen 
erator shunt wire of generator reg- 
ulator, to switch side of relay— 
using wire from air-conditioner: 
clutch control to battery side—and 


When engine returned to idle, 
rent would stop flowing to 
causing clutch to release. 

Since idling occurs for very 
short periods, there is no effect or 
cooling qualities of air conditione: 
—Monroe N. Hays (Gillespie 
Buick), 4118 Lamont Street, Cor- 
pus Christi, Texas. 





Eve n.on the steepest hills... 


E: 


t » The safest cars ride on 
)- Johns-Manville Brake Lining! 
ae 5 Dope 


customers 

hound you with 

complaints about 

brakes that “‘fade’”’ on 

steep hills? Do they have 

to fight for control of the car 

.. even with repeated pedal-pump- 


ing? Then it’s time to stop flirting with 


danger and give your customers the added pro- 
tection of Johns-Manville Custom 4-Star Brake Linings. 


It’s easy to understand why J-M linings can’t be matched for 
dependable performance. They’re made of a wet mix of metallic- 
impregnated asbestos fibres densely compounded ... and 
they’re patiently cured by the rare combination of both hy 
draulic pressure and oven baking at controlled temperatures 
Result: a brake lining that recovers rapidly . . . maintains its 
frictional stability under any driving conditions. 


To Extend the Life 
Of Ford Idler Arms 


© EXTEND the life of late-model 
Ford idler arms, we remove the 
arm and grind off about 1/32” to 
1/64” from the loose end or ends. 
This will allow the arm to turn 
another complete round in the 
bushing, making it fit tightly. 
Where the idler arms have been in 
service only a short time, we pre- 
fer to make this modification rath- 


Let your local J-M distributor set you up now. For his name 
and address, contact Johns-Manville, Box 14, N. Y. 16, N. Y. 


Backed by the name known fo millions of car owners! 5 — 


JOHNS-MANVILLE 





SOUTHERN AUTOMOTIVE JOURNAL for December 1958 Want more facts? Use Reader Service Card Page 89 





Jobber News 


(Continued from page 35) 


Scurry & Nixon, Inc. (and Ander 
son branch), Greenville; J. S 
Wingo & Co., Spartanburg. 

Also, Aiken Bros. Supply 
Greenville; Earley Auto Supply, 
Inc., Greer; Kershaw Auto Supply, 
Kershaw; Ashland Auto Parts, Inc., 
Charleston Heights; Jenkins Parts 
Service, Inc., Columbia: Magneto 
& Electric Service, Inc., Columbia 
Parts Supply Co., Anderson; Pre- 
vost Supply Co., Anderson; Auto 
Parts & Service, Greenwood. 

Also, Anderson Auto Parts Co., 
Anderson; Carolina Tool Co., 
Greenwood; Correll’s Auto Parts, 
Inman; Wallace D. DuPre, Spar- 
tanburg; Sumter Auto Service, 
Sumter; Poston Auto Parts, Lake 
City; Thain’s Auto Service, Co- 
lumbia; Denmark Auto Parts, Den- 
mark; Mullins Auto Parts, Mullins 
H. Steenken & Co., Charleston 
General Auto Supply, Columbia 
The Parts Co., Columbia: Parts 
Supply Co., Orangeburg. 

Firms without representatives 
present but reported by jobbers 
present as being ready to sign in- 
cluded Coastal Auto Supply, Myr- 
tle Beach; Conway Auto Parts 
Conway: Hill’s Automotive Parts 
Georgetown; Cave Auto Body Sup- 
ply, Charleston; Stevens & Co 
Charleston; Cravens Auto Electric. 
Charleston; Coastal Tire & Aut 
Service, Beaufort; Roy Cash, Cow- 
pens; Stuckey Auto Parts, Hem- 
ingway; Auto Parts & Supply. 
Greenville; Wigington Auto Parts, 
Seneca (with branches at Walhalla 
and Westminster). 

President Morris advised SAJ: 

‘We have had several fellows 
ign up since the meeting and feel 
that within the very near future 
we will have somewhere in the 
neighborhood of 60 to 75 men sign- 
ed on the dotted line.” 

The successful motion to create 
the association was made by Guy 
M. Tarrant of Columbia and 
seconded by Tom Thain, also of 
Columbia. The dues schedule was 
patterned after North Carolina’s. 
with a top of $180 annually. 

Non-jobber speakers were Henry 
S. Clark of Atlanta and Jesse F 
Jones, Jr., of Raleigh, executive 
secretaries, respectively, of the 
Georgia and North Carolina Auto- 
motive Wholesalers Association 
William C. “Bill” Herbert of At- 
lanta, editor of SOUTHERN AUTO- 
MOTIVE JOURNAL, and Neil Williams 
of Charlotte, N. C., president of 
Carolinas Automotive Booster Club 
B-33 


102 


‘Hot Shot’ Nelson Cites Eight Moves 


Designed to Minimize Obsolescence 
By J. MATTHEW “Hot Shot" NELSON* 


President, Automotive Wholesalers Association of Tennessee 


ow, to me, we _ wholesalers 
have another problem, that of 
slow-moving stock on the shelves 
of our customers 
There are many and varied opin 
ions on this, I am sure. We have 
for many years felt that this prob- 
lem should be handled by our 
salesmen and each of our salesmen 
has full authority to take back and 
issue credit for merchandise at any 
time. 
To sum up for the wholesalers 
1—To do anything with this 
problem |of obsolescence and re- 
turned-goods policies|, you need a 
good working inventory control 


*Excerpts from an address on 
obsolescence and returned - goods 
policies before the annual conven- 
tion of the Florida Automotive 
Wholesalers Association Nov. 16. 
The speaker is president of Holston 
Auto Supply Co. at Kingsport. 


system. Have an inventory clerk 
that knows what he 
pay him 

2.—Your inventory control clerk 


doing and 


and purchasing agent should work 
closely together. Our purchasing 
department and inventory control 
are like a bride and groom on thei! 
honeymoon. They stay close to- 
gether. They are working toward 
the same goal. 

3.—Be concerned with this prob- 
lem each and every day. Don’t put 
it off to be worked at the end of 
the year. 

4.—Have a list of slow-moving 
items furnished you each week o1 
bi-weekly so you may keep your 
salesmen and _ countermen _in- 
formed 


5 3e superseded 


numbers are cross-referenced on 
your cards. Move out numbers that 
have been superseded first 
6.—Countermen and stock clerks 
should check with inventory con- 
trol before losing a sale or back- 
ordering an iten.. This will enable 
you to find numbers out of place 
in stock or superseded by another 
7.—Don't keep the problem to 
yourself. Let all of your personnel 
that might in any way be involved 
or able to help know about it and 
be sure the factory representative 
or supplier knows about it too 
8.—Insist on manufacturers’ 
representative checking your stock 
at least twice a year and making 
a return of slow movers. Add new 
numbers and you won't have ans 


worries of obsols cence 


1960 Southwest Show Is Set 


Fifteen office 


the Southwest Show 


have voted unanimously in favo 
ing the 16th show in the 
series in Dallas March 24 throug! 


of present 


Robertson of Dal 


27. 1960. Yancy 
announced 


as how president 
= 


Newly-elected officers of the Caro 
linas Automotive Booster Club 
B-33 are (1. to r.): seated, Ben T. 
Ward, first vice-president: Neil S. 
Williams, president; standing, 
David G. McLauahlin, treasurer; 
J. H. “Dick” Roser, second vice- 
president, and Spurgeon O. Fuller, 
secretary. Fuller later resigned and 
was replaced by McLaughlin. John 
K. Day (not shown) was then ap- 
pointed treasurer. 
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Albert L. May of Dallas 
Dies of Heart Attack ow Seer 


HILE on a business trip to 
Fort Worth on Nov. 13, Albert 

L. May, 62, manager of the Dallas 
branch of Beard and Stone Elec- 
tric Co., suffered a fatal heart is FINE enough to 
attack. 
May was a past president ot Flow through the 
the Automotive Wholesalers of 
Texas and past president of the newly designed 
Dallas Automotive Wholesaler 
Association. He was Southwestern Cooling System 
regional chairman for the NSPA 
vocational education training com- and Car Heater 
mittee. In this capacity he had 
completed just before his death tubes (23/1000 


a fund-raising campaign for th 


benefit of the mechanicai training to 70/1000 inch) ON ANTI-FREEZE 


department of Crozier Technical e : CHANGEOVER 
High School in Dallas. At th in modern 


@ For « p engine performance, 


ilver anniversary convention of use BAR'S LEAKS or its affili 
AWOT in Galveston in October cars. ~ — C ite, BAR'S RUST (same Pat 

No.). Flush out and pour in bot- 
“BAR'S LEAKS designe tle of BAR'S. If leaving anti- 


he was chairman of the resolution 
committee with ’ nr j \ freeze in from year to year, use 
A native of Valley Spring ie : BAR'S RUST to rejuvenate the 
Llano County, Texas, May attend- nether 7 ‘a \ coolant and protect system from 
ed Cherokee Junior Colle ge and Other Patent plied for \ = “paar Sane MEST. 
his family moved to Dallas in 1915 . 
That fall Southern Methodist Uni- 
versity opened its doors, May en- 
rolled and earned his letter play- 
ing with the school’s first football 
team. He is credited with having 
scored the first SMU touchdown in 
SMU’s first football triumph, over 
Hendrix College 
Beginning as credit and office 
manager for Beard and Stone in 
Dallas in 1929, May becam 
manager in 1942 z 
. - HEATER CORE 
Arrow Armatures Adds Space 23/1000 IN. 


Arrow Armatures Co. plant in . ! 
Spartanburg, S. C., has added 5,000 ‘ e 


square feet to its present building , 

to provide live storage for raw ma- RADIATOR CORE SERVICE STATIONS — DEALERS 
terials, new parts and exchange 70/1000 IN. 
cores and frames. The original fa- IN MODERN CARS 
cility was erected in 1951 to serve 
the Southeast 














Only BAR'S LEAKS meets the cooling system specifica- 
tions of ev ery automobile manufacturer as to fineness of 
ingredients and required protection. 


: Be on the alert! Many other sealer inhibitors contain coarse, bulky material. 
Georgian Hires Jack White They clog the tiny new-car tubes of radiators and car heaters (23/1000 to 
70/1000 inch). Fail to circulate. Fail to protect. As a result, aluminum com- 
Jack White, former parts man- ponents become pitted, harmful rust and scale develop, and seepage en- 
ager of Magic City Chevrolet Co., dangers vital metal parts. Remember, if you ruin a car, you're responsible, 
is now employed as salesman for 
Manchester Parts Co., Manchester, 
Ga., Manager Harry J. Barnes an- 
nounced. 


Improved BAR'S LEAKS, now pelletized, dissolves to particles 15/1000 
inch and smaller. BAR'S LEAKS circulates freely through the smallest 
heater and radiator cores. Only BAR'S LEAKS provides the required protec- 
tion — inhibits rust and scale — seals all leaks in gaskets and porous metal. 
eee 5 BAR’S is a MUST! Write for literature. Tells how you can qualify as a 

St. Louis Firm Opens Branch certified cooling system expert. Bor's Leoks 

Leader Automotive Supply, Inc., Cash in on BAR'S for a lucrative repeat business LIST PRICE $1.00 
of St. Louis, Mo., has opened a Available through automotive jobbers, service stations, auto gaods stores. $1 25 


soos Dirt. Worweem, Sa. Robert BAR’S PRODUCTS SUPPLY, INC. 


Hudgins, formerly of The Koo- (Office and Plant) P. O. BOX 146 @ HOLLY, MICHIGAN 


chook Co., is manager. 
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Perry of Atlanta Named President 
Of Warehouse Distributors Group 


es S. Perry, Atlanta, Ga., 
warehouse distributor, was ele- 
vated from vice-president to pres- 
ident of The Automotive Ware- 
house Distributors Association last 
month at the 11th annual conven- 
tion in Kansas City, Mo. 

After having served on the board 
of governors for the past five years, 
he took over the helm at a time 
when the association has achieved 
a record membership of both ware- 
house distributors and manufac- 
turers, and after having completed 
its most successful and best attend- 
ed convention in the history of the 
association. 

In excess of 375 delegates, alter- 
nates, field representatives and 
guests crowded the meeting rooms 
and functions of the convention. 

Officers and directors who will 
serve with Perry during the com- 
ing year are: 

First vice-president, Ernest A 
Tapp, Jobbers Supply Co., Kansas 
City, Mo.; second vice-president, 
Robert S. Weber, P. E. Weber, Inc., 


President Perry 


Milwaukee, Wis.; secretary, Bern- 
ard Bock, Bobro Products, New 
York City; treasurer, Paul Livoni, 
Crum & Lynn, Inc., Los Angeles, 
Calif. 

Directors are Walter T. Devine 
Boston, Mass. (immediate past 
president); A. P. Walter, Chicago, 
Ill.; James R. McLean, Jr., Auto- 


motive Parts Warehouse, Inc., Nor- 
folk, Va.; John J. Vida, Philadel- 
phia, Pa.; Don M. Hanson, Chicago, 
Ill.; F. R. Middleton, Fremont, 
Ohio. 

Martin Fromm of Kansas City 
is the executive secretary. 

Formal installation of officers 
took place at the annual joint 
luncheon in the Grand Ball Room 
of the Muehlebach Hotel. Charter 
President Sol E. Fuchs, while in- 
stalling the new president, told the 
delegates of Perry’s qualities not 
only as a leader in the industry but 
also of his civic and Masonic 
achievements. Fuchs pointed out 
that the Georgian was the youngest 
33rd Degree Mason in the country 
and that he received this honor for 
the work he has done in behalf of 
crippled children throughout the 
country. 

At the annual meeting of the af- 
filiate manufacturers of AWDA 
Jack F. Whitaker of Whitaker 
Cable Corp. was elected to head 
up the manufactuers’ advisory 
council, succeeding Don M. Han- 
son of E. Edelmann & Co., Chicago, 
who was elected by the manufac- 
turers to serve on the AWDA 
board. 

Elected to serve with Whitaker 








WE PUTA WHOA 


GEE,’ HEADING FOR TROUBLE! ) 
/ 
T JUST CAN'T STOP JIS KIDDING! 


1 WELL, THERE'S ALL 
KINDS OF SCREECHING, ) SHOULDN'T 


WHEN I’M “egy PULLING...AND BE! 
ws EVERYTHING! 
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IT'S ALL X WHICH SPARKS ME TO SAY AN 
ME. BY ALL MEANS / TRUTH ‘N } THAT WITH YOUR KNOWLEDGE 
MAKE ITA BRAKE NO AND MY BRAINS WE COULD WIN 
RELINE..-AND THOSE ) POETRY, ) A BUNDLE INCHICAGO wd 
CUTE LITTLE C/R MA‘AM. / RAWHIDE’S “COMPLETE- BR 
SEALS! > THE-STRIP” CONTEST! 


‘AND YOU GETALoTL_| VY Boys, you'VE SOLD 


OF EXTRA MILEAGE OUT 
OF YOUR BRAKES. BY 
THE WAY, DID YOU KNOW 

CAR. MANUFACTURERS 


WHEEL BEARINGS SHOULD 
BE REPACKED 
PERIODICALLY... AND 
NEW OIL SEALS 
INSTALLED! 


SEE THIS CHICAGO-RAWHIDE 
SEAL? WELL, IT STOPS WHEEL 
BEARING GREASE FROM GETTING 
THROUGH TO YOUR LINING. 
AFTER WE RELINE THE BRAKES 


SEALS. THEY PROTECT YOUR 
WHEEL BEARINGS AND YOUR 
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were. J. B. Bushyhead, Moog In- 
dustries, Inc., St. Louis, Mo., co- 
chairman; James F. Flanagan, 
Pratt Muffler Division, Chicago, 
Illinois; Walter E. Nash, Monroe 
Auto Equipment Co., Monroe, 
Mich.; Richard Wolff, Automatic 
Transmission Parts, Inc., Chicago, 
Ill.; T. H. Everett, Monkey Grip 
Sales Co., Dallas, Texas; Sidney O 
Smith, K & W Products, Inc., Whit- 
tier, Calif 

Convention speakers included: 

Martin Fromm, who is also pres- 
ident of Martin Fromm & Associ- 
ates; Charles E. James, executive 
vice-president of the Kansas City 
Bank and Trust Co.; W. R. Warner, 
executive vice-president of the 
Union National Bank in Kansas 
City; Richard V. Garrett, chief of 
Loan Application Processing Di- 
vision, Small Business Administra- 
tion, Kansas City; Robert S. Weber 
of Goldenberg & Weber, Milwau- 
kee, legal counsel for AWDA, and 
Harold T. Halfpenny, Chicago at- 
torney 

Du Pont chemicals and anti- 
freeze have been added to the 
lines of Greenville Motor Parts, 
Greenville, N. C., J. S. Barbour, 
partner, announced. 


McClintock and Everett 
Receive B-4 Awards 


* M. McCLinTock, left, “Mr. Be- 
e hind of B-4,” and T. H. “*Tom- 
my” Everett, “Mr. B-4 for 1958,” 
compare their awards which were 
presented in connection with the 
installation of officers last month 
for Automotive Booster Club, 
Southwest No. 4, Dallas. Both men 
are past presidents of the club. 
The “Mr. Behind” certificate 
constitutes a laugh - provoking 
award and is annually presented to 
some past president who has held 


all the elective honors the club can 
bestow. 

Winner of the “Mr. B-4” annual 
award need not necessarily be a 
past president, but gets the certifi- 
cate because his work for Booster- 
ism is judged most outstanding 
among that of all B-4 members for 
the year. 

Everett, winner of the Mr. B-4 
certificate this year, is currentl; 
sponsored by B-4 as a candidate fo! 
treasurer of Automotive Booster 
Clubs International, subject to the 
annual election next February be- 
fore the ASI Show in Chicago. 


Micro-Lube Names Kansas Firm 


Micro-Lube Sales of Dallas 
Texas, has appointed H. E. Russell 
Sales Co., manufacturers’ repre- 
sentatives of Iola, Kan., to cover 
its Midwest region, which includes 
Kansas and Missouri. The Kansas 
firm travels five men 


Carl F. Stuhireyer Succumbs 


Carl F. Stuhlreyer, vice-presi 
dent of Grote Mfg. Co., Inc., Belle- 
vue, Ky., died recently. He was a 
director of Motor and Equipment 
Manufacturers Association. 
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YEAH. JOE, MY SUPPLIER'S SALi:s- 
MAN, JUST TOLD ME ABOUT IT. AND 
HE LEFT THIS CARTOON BOOKLET 
WHICH GIVES ALL THE DETAILS 
AND HAS AN ENTRY BLANKIN IT. 
SAYS THERE'S A PARCEL OF 
GREENBACKS INVOLVED... 
SO LET'S GET GOIN’! 


Yj 


ya 
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HAVE FUN! 
fn up 70 *| 


CHICAGO 


@ 


RAWHIDE 


MAN TODAY. OR IF YOU ARE VISITING HIS 
STORE PICK ONE UP FROM HIS COUNTER 
WHERE IT IS ON DISPLAY. CHIGAGO 
6 A> RAWHIDE WILL ALSO SEND ONE 
2 TO YOU IF DESIRED, WRITE TO 
CHICAGO RAWHIDE, SERVICE 
SALES DIVISION , ELGIN, 
ILLINOIS 


GET THIS CARTOON BOOKLET WITH THE ENTRY 
BLANK IN IT FROM A Se SUPPLIER SALES ~ 











“COMPLETE-THE-STRIP” 
CONTEST! 





NOTE : YOUR JOBBER SALESMAN IS CARRYING A SUPPLY 

OF ENTRY FORMS, TOO. ASK HIM FORAS MANY AS YOU 

NEED...OR WRITE US DIRECT, SERVICE SALES DIVISION, 
CHICAGO, RAWHIDE. MFG.CO., ELGIN, ILLINOIS. 
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the doors are kept locked. 

“The attitude of our employes 
has improved tremendously,” com- 
mented the Floridian, who said 
he knew of no other jobber ob- 
serving his 4212-hour week. Em- 
ployes now have Saturdays for 
shopping, outdeor recreation 01 
other time for personal pursuits, 
he pointed out 

When the 
Saturday was 
printed cards were given custome! 


oor aie, 
& Here 
Si oa Vea 


i a 


ea 


aa 


6 Sots Tc, 


reir 


previous 6-to-noon 


being eliminated 


Leaders of the Georgia Automotive Wholesalers Association, elected at 
the annual convention in Atlanta Nov. 28, include (l. to r.): seated, 
Jack Verner of Decatur, retiring president and new director; Dexter 
Swanstrom of Atlanta, president, and A. J. Barnes of Manchester, first 
vice-president; standing, Lloyd Megahee of Thomasville, second vice- 
president; Bob Perrin of Atlanta, renamed treasurer, and Henry S. Clark 
of Atlanta, executive director. L. C. Matthews of Atlanta, reelected 
secretary, was absent. Directors include A. J. Jennings of Augusta, 
Tracy Youmans of Brunswick, Howard Hout of Albany, Hugh Pritchard 
of Cartersville, Pat Pattillo of West Point, Walter Shonhor and Bernie 
Karp of Atlanta and C. W. Beason of LaFayette. John B. Wilson of 
Universal Underwriters was the principal speaker at the convention. 


President Luce 


advising of 
emergency phone nu 
ever, there have been few 
this type except occasionally fror 
fleets, Luce said 
Before making the change, 


studying 1 


Five-Day Work Week Hasn't Hurt 


company learned from t 


7 2 * 
Steady Sales Rise of Floridian 1 st 
Saturday sales in 1956 that very 
increase this year over the same 
period of 1957 has approximated if any, because of the small bus 
on that day 


. OING on a five-day work week little volume would be affected 


hasn't appeared to affect the 


rising volume at Electrical Equip- ten per cent. ness 


ment Co. in Miami, Fla. 
President Marshal G. Luce re- 
ported in an interview with 


“The five-day week has had ab- 
solutely no effect on our business,” 
said the veteran wholesaler, whose 


In view of the additional pro 
duction for the shorter hour the 


hourly pay rate of employes wa 


firm was founded two generations raised 
ago. ““We have even had customers “A small, neighborhood jobbei 
phone us that they were glad we can’t do this because he has to 
1, 1957. were doing it.” 
The sales volume last year in- Salesmen’s meetings are held 
creased 22% over 1956 and the every other Saturday morning and said 


SOUTHERN AUTOMOTIVE JOURNAI 
last month that he’s more sold 
than ever on this step taken Feb. 
supply his neighborhood, but big 
the president 


suppliers can do it,” 








DEPENDABLE BATTERIES 


for more than 30 years 


RAJAH PAT. HAND CRIMPING TOOL 


InMA APPROVED Automotive, Marine, Motorcycle, 
Aircraft. 
We OuTSELL ... BECAUSE 
We Out SERVE 
We also Repair and Rebuild ALL 
Makes 


NOTE—The simplicity of this Tool 
i strips and also crimps Rajah Terminals te 
Ignition Cable 
Order from your jobber or direct from us. 
Send for circular and prices. 


Automotive, Industrial 
and Railroad 
YOCAM BATTERIES, Inc. 
Tampa, Fla. 
Service Branches in Tampa, Miami, Jacksonville 


The Rajah Company, 35 Verona Ave., Newark, N. J. and Pensacola, Fla., and Columbus, Ga. 


BATTEKRIZe 
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Four Directors Named 
To MEMA Board 


C H. SEIBERT of Behr-Manning 
e Co., Troy, N. Y., with F. L 


Fredimus, Globe Hoist Co., Phila 
delphia, Pa.; S. S. Gordon, Repub- 
lic Gear Co., Detroit, Mich., and 
toss Dunn, Hastings Mfg. Co., 
Hastings, Mich., have been elected 
directors of the Motor and Equip- 
ment Manufacture: A 
for the 1959-61 term 

Other directors for the 1959 
term are C. P. Brewster, K-D Mfg 
Co., Lancaster, Pa.; A. C. Bryan, 
National Carbon Co., New York 
N. Y.; V. B. Day, Bear Mfg. Co 
Rock Island, Ill.; K. W. Foust, Bon- 
ney Forge & Tool Works, Alliance 
O.; T. S. Rose, Sealed Power Corp., 
Muskegon, Mich.; C. O. Spillman 
III, Associated Producers, Inc 
Ypsilanti, Mich.; C. F. Stuhlreye: 
(now deceased), The Grote Mfg 
Co., Bellevue, Ky., and R. H. Wil- 
bur, The Kendall Co., New York 
City. 

Since the beginning of the year 
50 members have been added, plu 


sociation 


27 credit service subscribers and 31 
AAR associate members. Member- 
hip now stands at 409, 391 credit 
subscribers and 400 AAR 
associate members for a total of 
1.200 


ervice 


30 Southerners Swell 
MEWA Membership 


HIRTY Southern firms recently 

lected to membership in the 
Motor and Equipment Wholesalers 
Association are: 

Automotive Electric Service Co., 
Inc., Memphis, Tenn.; The Automo- 
tive, Inc., Fort Smith, Ark.: Auto- 
motive Service & Supply Co., Syla- 
cauga, Ala.; Cantrell Auto Supply 
Co., El Paso, Texas.: City Motor 
Parts, Elizabeth City, N. C.; Bill 
Clemons Auto Parts Co.. Hunts- 
ville, Ala.; Cliett Auto Parts, West 
Point, Miss.; Crow-Burlingame 
Co., Little Rock, Ark 

General Auto Supply, Inc., Co- 
lumbia, S. C.; Grindle Sales Co., 
Inc., Harlingen, Texas; Himel Auto 
Parts, Hammond, La.;: Jones Auto 
Parts, Inc., Fulton, Ky.; Kennedy 
Supply Co., Inc., Shreveport, La.: 
Kirk’s Auto Electric. Inc., Bowling 
Green, Ky.; Logan Auto Parts, Inc., 
Logan, W. Va.; C. R. Lovell Auto 
Supply Co., Leesburg, Fla.; J. A 
McCurry Auto Parts, Inc., Kings- 
port, Tenn.; Marion Auto Supply 
Co., South Pittsburg, Tenn.: Moore- 
field Battery & Parts, Inc., Char- 
lottesville, Va.; Motor Parts Co., 
Elkin, N. C.; Motor Parts & Bear- 
ing Co., Jackson, Tenn.: Moto: 
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Parts & Equipment Co 
ton, N. C.; Murray Motor Parts Co 
Hertford, N. C 

Parts, Inc., Memph 
Parts Service Co., Inc., South Hill 
Va.: Piedmont Auto Parts (¢ 
Sumter, S, C Roberts Brothe 
Co., Washington, D. C.; Saf 
Service Co., Nashville, Tenn.; T 
,arney Williams Co., Inc., Ashland 
Ky., and Wood’s Automotive 
Natchez, Miss 

The membership addit 
announced by Chicag« 


Pick's Filter Division 
Is Sold to Champion 


ee of its filter division by 
sJMfg. Co., West Bend, Wi 
Champion Laboratories, We 
lem, Ill., has been annou 
Pick President Car! Pick and I 
ard Gaither, president of Char 
ion. 
Pick said that 
brake shoe business 
to ich 
rced to di pose of the 
nes to provide 
Champion, a wholly-owned 
diary of Pvyroil Co., merged with 
Kleen Pak Corp., filte: 
turer of West Salem, in July of th 


proportion 


13 
needed 


manutlac- 


veal 


Martin Sales Grows 
In Victoria, Texas 


— NT enlarging and remodel- 
ing operations have provided 
Martin Sales Co., Victoria, Texas, 
with 8,800 square feet of space 
(double its former size), paved 
parking facilities measuring 70’ by 
120’, and an entire new front to tl 
building, including a 

The old part of the 
been converted fi wareho 
pace. Owner Ernest D. Marti: 
native of Georgetown, La 
the company Feb. 15, 1937. Afte 
36 months’ military service, he re- 
opened the company in 1946 and 
moved it to the present location in 
1947. Martin has lived in Victoria 
since 1931 


i ope nea 


Commercial Names Phillips 


Kenneth E. Phillips has been 
named by Commercial Solvents 
Corp, to handle its anti-freeze sales 
in Texas, Louisiana and part of 
Arkansas with headquarters in 
Dallas, Texas. A native of Okla- 
homa City where he attended Cen- 
tral High School and the University 
of Oklahoma, Phillips was formerly 
employed by the National Carbon 
Co 


Tenn.; 


‘o., Inc., 





the big 


PLASTIC 
FILLERS 
by VamiCan 


FASTEST SELLERS 
EASIER TO WORK 
EASIER TO SHAPE 
EASIER TO FINISH 


SUPER-FAST 


. Sets in 4 min- 
utes, ready to 


sana 


| engage nL / 


FASTER OR =—— 
SLOWER SETTING 
Sets in 7 minutes, 
ready to file... can 
be power-sanded uf 
to 10 hours after ap 
plication. Comes with 
only | tube of hard- 
ener .. Minimum 
Dust! 


Ful lax AD 


FLEXIBLE FILLER 
by Pracee 


... Bends and Moves Wn 
with the Metal! « 


PALA CSS 


EASIEST WORKING FILLERS AVAILABLE! 
NON-TOXIC .. . SAFE 
yg NO CONTAMINATION! 
(i ) SUPER-SMOOTH! 


WILL NOT SHRINK, CRACK, 
BLISTER OR POP OFF! 
Developed by J. C. O'Donnell 


The Originator of Plastic Fillers 
©1958 


. $-12 
La raiCeann plostics co., inc. 





Want more facts? Use Reader Service Card Page 89 





NSPA Publishes 
Service Guide 


‘A UTOMOTIVE Repair Shop and 
Service Station Management 
Guide,” the latest in a series of 
management manuals published by 
National Standard Parts Associa- 
tion, contains 88 pages and over 
135 illustrations and is aimed at 
helping automotive servicemen 
make their operations more effi- 
cient and profitable. 

The guide explains and illus- 
trates methods proved successful 





WHICH WOULD 
YOU BUY? 











You wouldn't buy an old-fashioned 
phonograph if a modern hi-fi set wer 
available at the same price... 


PATS. APPLIED FOR 


Only Moog Chrome + Plus offers a 
top “Fire Ring” with revolution- 
ary “Break-In Sheath’’—a thin 
layer of non-abrasive MARKER 
METAL plated over the hard 
chrome face. 

The “‘BREAK-IN SHEATH”’ seats 
like soft cast iron for fast break in! 
Stops oil pumping, boosts com- 
pression, gives your customer the 
new car performance he’s looking 
for—sooner! 

The HARD CHROME LAYER, not 
scuffed during seating, resists wear 
and lasts longer! 





SEE FOR YOURSELF! Try just one 
set of Moog Chrome+ Plus. You’ll 
never be willing to settle for ordinary 
chrome piston rings again! 











MOOG INDUSTRIES, INC. . ST. LOUIS 14, MISSOURI 
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through actual business operation 
and years of experience. It covers 
billing, order writing, profitable 
work flow and shop layout, train- 
ing programs, credits and collec- 
tions, and other service level oper- 
ations, as well as tips for planning 
and holcing business management 
clinic meetings for the repair trade 
and methods of assisting custom- 
ers in phases of service and related 
selling, parts stocks and inventory 
control, advertising and display 
and selection and layout of equip- 
ment. 


AC Moves Conte 


Alfred C. Conte, formerly zone 
manager for AC Spark Plug Divis- 
ion of General Motors at Indianap- 
olis, Ind., has been appointed re- 
gional manager at New York City 
Conte began his AC sales career in 
1950 as a dealer merchandiser at 
Birmingham, Ala., advanced to ter- 
ritory manager at Macon, Ga., a 
year later, and in 1955 became zone 
manager at Jacksonville, Fla. He 
was transferred to Indianapolis in 
1957. 


Thompson Appoints Griffin 


M. S. Griffin of Lyndhurst, O., 
has been named staff director of 
advertising for Thompson Products 
Division of Thompson Ramo Wool- 
dridge, Inc., succeeding Fred R 
Witt, who retired recently after 36 
years of service with Thompson 
Assistant advertising director for 
the past year, Griffin joined the 
company in 1949 and became edi- 
tor of the employe newspaper in 
1951. 


Texas Firm Adds Facilities 


A new 65’ by 65’ machine shop 
with all types of power equipment 
has been completed by Rutherford 
Part and Machine, Monahans, 
Texas. The shop was said to be one 
of the most complete in that sec- 
tion of the state. 


Aro Promotes Freyer 


Hal F. Freyer, formerly in charge 
of the New York branch of The 
Aro Equipment Corp., has been 
promoted to general sales manager 
at the main office in Bryan, O. 
Freyer joined the company in 1950 
as Midwest regional manager. 


Dorman line has been added by 
Manchester Parts Co., Manchester, 
Ga., according to Harry J. Barnes, 


mnlanager 


AAR Unveils Portrait 
Of Asch, Now Deceased 


A* OIL portrait of Ben Asch, 
fAfounder of Automotive Affili- 
ated Representatives, unveiled at 
a special luncheon meeting recent- 
ly, was hung in the AAR executive 
headquarters in New York 

Past President Charles Spivack 
mastet of 
ceremonies in the absence of 
Asch, who later died Nov. 21 of a 
long illness. His son, Edward, 
and his represented 
Asch in the presentation. Among 
the principal speakers were Fred- 
eric J. Lanning, new general man- 
ager of Motor and Equipment 
Manufacturers Association, and J 
McEwen Cherry of Nashville, 
Tenn., first vice-president of AAR. 


was chairman and 


son’s wife 


East Alabama Is Moving 

A new home is being occupied 
this month in Anniston, Ala., by 
East Alabama Auto Parts, Presi- 
dent P. J. “Pete” 
nounced. He is a past president of 
Automotive Engine Rebuilders As- 
sociation and the Automotive 
Wholesalers’ Association of Ala- 


bama. 


Sawyer an 





YOUR REPUTATION IS 
AT STAKE 


. WITH EACH SALE YOU MAKE 


But You Need Never Worry When 
You Sell 
VMC Re-Manufactured 
Generators 


Armatures 


VMC Armatures are made with you and 
your customers in mind. Made with pre- 
formed coils, formed wound to fit the core, 
VMC Armatures give you a top quality 
generator that you can sell with confidence. 


So why gamble with your reputation? In- 
sure your reputation—increase your profit 


—sell VMC! 


THE VMC SYSTEM 


Atlanta 18, 


Georgia 
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Jobber-Warehouse Competition Hit 
By Wholesalers; Sales Up for 73% 


S' ATTERED complaints of ‘“‘unfair” 
competition from jobber-ware- 
house prinkled report from 


readers last month which 
73°% running higher in sales vol- 


showed 


ume this year over the same ten 
months of last year. 

A Georgian, 
been said occasionally in some 


echoing what ha 


closed conversation sessions and in 
private conference rooms, assailed 
competition from jobber- 
hould either be 
Profits 


warehouses. They 
jobber o! warehouse 
hrink and expense rise.” 

This wholesaler’s volume was up 
30 

Increased volume doesn’t neces- 
arily lead to more profits, ac- 
cording to one or two respondent 
to the survey, which was mailed 
to 350 jobbers over the South and 
which showed 20 with reduced 
volume and 7 with the same 

isine 

A Mississippian reported his 
volume down 10 “in order to 
make a profit.” 

An Alabamian, on the 
hand, listed an upturn of that 
amount and attributed it to “just 
a little more effort toward doing a 
better service program to our serv- 


othe! 


ice shops.” 

An Oklahoman’s sales were up 
10 also, but he declared his 
toughest need is to “make more 
profit.”” His increased sales were 
attributed to “better control on 
stock, less price-cutting and re- 
duction of capital equipment.”’ 

From San Antonio, Texas, came 





es * 
First Again 
»s:asS usual! 
with 


the complete line 


of 1959 Models 
FIBERGLASS 
MUF FL ERS 


DUAL SYSTEMS 


immediate shipment! 
Order Today! 


’ 
AUTOMOTIVE 
GJuand PRODUCTS 


2055 N. Ruby St., Melrose Park, Ill. 
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a report of 8° greater sales and 
this assertion 

‘We have come out of a seven- 

drought into a plentiful rain 
cycle This has pepped up the 
economic situation in the San An- 
tonio trade territory 

A Georgian whose sales were up 
24 reported hiring a new sales- 
man as business conditions began 
mproving with increased heavy 
construction work in his area and 
“petter business condition gen- 
erally ‘ 

He complained, as have others 

‘There is too much price-cutting 
on anti-freeze at the dealer level 
We believe this is caused by anti- 
freeze manufacturers selling to 
wholesale grocery and hardware 
outlets. 

“The retail outlets they sell 
operate on a very small margin of 
yrofit and price anti-freeze by the 
ame method as they do their othe: 
merchandise. We have some cases 
territory where grocery 
selling it for $2.39 a 


In oul 
tores are 
gallon, whereas the retail price 
hould be $3.25 

‘The only solution I see is fo! 
the anti-freeze manufacturers to 
cut off all such wholesale outlets 
connected with the grocery and 
hardware trade. We have talked to 
the . (brand name deleted 
by the editors) representative, but 
there needs to be a concerted effort 
by parts jobbers all over the 
country to ever get results.” 
Weather conditions were de- 
scribed usually as 
business 


satisfactory Ol! 


even good for 
“Gunk" Changes Ownership 


Formation of Gunk Laboratories, 
Inc., at Lawrence, Mass., and Chi- 
cago, Ill., has been announced by 
Radiator Specialty Co. of Char- 
lotte, N. C., and Dempsey & Stan- 
ley, Inc., River Forest, IIl., joint 
purchasers of “Gunk” degreasing 


and parts cleaning compounds. The 


products were formerly manufac- 


tured and sold by Curran Corp., 


founded in 1923 by the late A. F. 
Curran. 








New Tools 
’* KEN TOOL 


FLANGE TYPE 
REAR AXLE ; 
PULLER 4 


Attaches to 

any standatd 
wheel-puller . . 

to pull any flange- 

type rear axle on 

late model cars and 
trucks. Delivers a pow- 
erful blow to jar loose 
the tightest axle shaft. 


y ) A MUST FOR 
Y EVERY GARAGE! 


“< 


aZFTY 


4 P-60A 


& 


$7 COMBINATION 
x SET 

P-60 Adaptor at- 

tached to Ken-Tool 

T-500 Universal Pull- 

er. Pulls flange-type 

axles quicker—easier! 


NEW UNIVERSAL 
DRAIN WRENCH 


NEW 7-way 

wrench, for all 

late model cars. 

The only drain-plug 
wrench with two 5/16” 
hex for newest Chrysler cars. 


BATTERY 
TOOLS 


Sold as kit 
or separ- 
ately. . 

-26 
B-262-in-1 post 797 ~— Bag 
cleaner and cable spreader and cleaner. 
B-207 Chrome nickel Plier. B-24 New 
super-Grip Terminal Puller. B-25 Complete 
3 tools in carrying case. 


43) Ei tele) it’ | cum a em 
AKRON 5, OHIO 
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Officers and directors of the Automotive Wholesalers 
Association of Tennessee held this recent meeting and, 
among other things, set the annual convention for May 
17-19 at Castle in the Clouds Hotel, Lookout Mountain, 
near Chattanooga. They are (i. to r.): seated, P. M. 
“Mike” Cochran of Camden, A. M. Downing of Nash- 
ville, President J. Matthew “Hot Shot” Nelson of 


Memphis Boosters Elect 
Daniel Davis President 


Johns-Manville Dutch Brand Divi- 
ion, according to E. F. Boyle, vice- 


Kingsport, Russell W. Johnson of Chattanooga, T. E. 
Long of Sristol, H. A. Richardson of Jackson and 
Robbins Mitchell of Paris; standing, A. D. Moody of 
Knoxville, Harry Maxwell of Nashville, Carl Shults of 
Gallatin, Glyn Bounds of Knoxville, John W. Duke, 
Keith Broyles (executive secretary) and R. H. Chilton, 
Jr., all from Nashville. All are well-known wholesalers. 


joined the div 


pre 
ANIEL Davis of Kimco Auto 
Products, Memphis, Tenn., has 
been elected president of Memphis 
Booster Club B-25. 

Other officers 
ham, first vice-president; C. A. 
Curey, second vice-president, and 
Robert D. Horner, 


are R. C.C 


inning- 


sident and general manage 


New officers and directors of Automotive Booster Club of South Texas 
No. 30 are (1. to r.): front row, Karl Pendleton, second vice-president: 
Bill Hyland (inset), secretary; J. A. Young, retiring president; J. E. 
Seifert president, and Carl Rebsch, first vice-president; back row, Paul 
J. Collingsworth and Robert E. Clark, directors: John H. Weston, 
treasurer; B. T. Scofield and Harley Willey, directors. The annual meet- 


treasurer. 


Flowers of Hickory Dies 


Garland Arthur Flower 
veteran wholesaler of Hickory, 
C., died last month afte1 
a heart attack. He retired this 
January after being in partnership 
in The Flowers Co broth- 
er, Lester A 


past 


with hi 
Flowers, for 35 yeal 


Johns-Manville Ups Geiger 


C. Gregg Geiger has been 


moted to general 


pro- 


sales manager of 


ing was held in Houston. 





HAVE BRAKES...WILL STOP 


IMCO brake shoes offer greater density .. . 


longer life . . . they are distinctly superior. For 
cars not equipped with power brakes ask for 
IMCO “WMB.” For all cars equipped with 
power brakes and those wanting power brake 
performance, nothing is finer than IMCO “DG” 
(Deluxe Grade). 


IMCO MFG. & SALES CO. 


BALTIMORE 2, MD. 
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Mail Coupon Today 


ARE YOU READING SOMEBODY 
ELSE'S COPY OF SAJ...? 


Why not get your own subscription so you can always be sure of see- 
ing each issue ... the price is low and it's a// good reading. 
SOUTHERN AUTOMOTIVE JOURNAL 
Department A-!! 

806 Peachtree Street, N. E 

Atlanta 8, Georgia 


Enter my subscription to SOUTHERN AUTOMOTIVE JOURNAL for 3 years 


[> New Subscription 


[} Renewal 
— 


Name 


ee 


P. ©. Box or 
Street and No 


Name 


” nian __State — 


Enclosed find $3.00 [) BI me fer $3.00 
(Foreign and Conada $10.00) 
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Officers, directors and members of the newly-formed 
Automotive Wholesalers Association of Upper East 
Tennessee and Southwest Virginia are shown here 

standing, Raymond Long, Johnson City, 
R. H. “Bobby” Chilton, Nashville, past presi- 
dent of the Automotive Wholesalers Association of 
Tennessee, who helped organize the group; Fred Ault, 
Bristol, 
Nelson, Kingsport, 
secretary- 
treasurer; seated, Frank McCurry and Taylor Vance, 


(l. to fr): 
director; 


Kingsport, vice-president; E. G. “Red” Jones, 
president; J. Matthew “Hot Shot” 


president of AWAT, who was elected 


Henry, Kingsport; Hank Cardwell, Johnson City; Jim 
Tapp, Erwin; Ed Long, Bristol, director; Jackie Mc- 
Curry and J. A. McCurry, both of Kingsport; Claude 
Haynes, Elizabethton; Richard Bates and Bobby Ben- 
nett, both of Johnson City: J. H. Rogers, Rogersville; 
Bill Thompson, Elizabethton; Allen Williams, Kings- 
port: C. G. Vinson, Bristol; Henry Atkins, Kingsport: 
T. W. Wagner, Elizabethton; Raymond Vance, Bristol; 
Herman Sharrett, Kingsport; Bill Hankla and Raymond 
Roach, both of Johnson City, and Paul Gentry, Kings- 
port. Member Fred B. Akers of Kingsport was absent. 


John Photograph was taken at this second meeting of group. 


Vel Little, Johnson City: 


both of Kingsport; 


Officers of the North program, NSPA Southeastern 


N. C. Plans Expanded : Ba Mace seg 
Mechanic Trainin Automotive holesale1 As ‘la- Field Secretary Robert Nix an 
9 tion and staff members of National NCAWA Executive Secretary Jes- 


Pp: ANS have been made to erect Standard Part Association have se F, Jones, Jr., President S. B 
18 industrial education cente! assisted state and local indu 


strial Norton and immediate past Presi- 
in North Carolina within the next education officials in the plans dent L. T. White, Jr., have 
three an expanded Mel Turner, c ferred education 
mechanics program of NSPA’s vocational 


con- 


irriculum directo! with industrial 


education 


to offer 


training 


years 
officials 





Keep this Kool Kooshion 


ae for You! 


disp! ay rac 


Repair-it-yourself 
and SAVE MONEY! 


— 


Pex i pa IID) 


Kool ms Mig. Co., Dyersburg, Tenn. 














Compare the low price of a 
Jack-Pack jack repair kit 
to the cost of your last jack 
service job! Easy-to-install 
JACK-PACKS save you mor 
time ong equipment 
te-ups. Order JacKk-Packs 
from your jobber today. For 
longer life, re-fill your jac 
with non-foaming JacK-PackK 
hydraulic jack oil 


jack} wack 


Write today for new illustrated 
Jack-Pack foider 


JACK-PACK MFG. CO 


21'S NO MARIANNA ave 


LOS ANGELES 32 aur 


HAND TOOLS 


NEW BRITAIN MACHINE CO.+ NEW BRITAIN+CONN. 
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MANUFACTURERS’ AGENTS 


REPRESENTING OUR ADVERTISERS 


ALABAMA KENTUCKY 
Alan Sales Co 


Herman J. Downey 


W. P. Piperburs 


Automotive Wareh« 
Agency De 


ca 


MARYLAND 


TENNESSEE 
FLORIDA 


MISSISSIPPI 


GEORGIA 


MISSOURI 


’ R 
Atlanta 


5S. Black 


Ebeling 


nich Company , Albert Jayne . 
A. Williams Atlant 


& Hemphill 


McClintock 


Sales ¢ 


( 


air Sales Co Da 


Shipp & Payne Dallas 
Harvey Wi Bradley Wayne 
Link & Chamber 
KANSAS Nixon 
H. E. Russ 
Art } 


1) 
ell 


Rudy Copelan 
Robert Cullin 
( ar 


Fritz Keller Company 
NORTH CAROLINA t 
E. T. Leahy Prairie Village 


T. L. Kidd Co 


Je hn W. Lovelady 
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The man who sells OLDSmobility in ‘59 
has the features with new sales appeal! 





THE BRAKE SCOOP 
OF THE YEAR ! 








NEW AIR-SCOOP BRAKES 
ON ALL FOUR WHEELS 





GIVE OLDS DEALERS ANOTHER 
EXCLUSIVE SALES FEATURE! 


From Oldsmobile, quality leader of the medium price class. 
comes the “brake scoop” of the year! New Air-Scoop 
Brakes (standard equipment on every “59 Olds) give safer 
A new brake-housing flange directs cool stopping. longer brake lining life. under even the most 
air across the brakes . . . also provides 


200% more metal area for heat dissipa- 


i ! ° ° ° 
tion! Olds owners get safer, surer stops easier stopping. too. New Air-Scoop Brakes are another 
. the savings of longer brake life. 


severe conditions! Larger wheel cylinders for “59 give 


Olds feature with new sales appeal . . . another great 


reason why it pays to be with Olds! 


OLDSMOBILE 


DIVISION OF GENERAL MOTORS CORPORATION ¢ LANSING, MICHIGAN 
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HASTINGS? Mat 


HASTINGS Oil Filter Cartridges — with 
Densite —keep oil clean, all the time 


Hastings Oil Filter Cartridges keep oil clean from filter 
change to filter change, when replaced as normally rec- 


ommended.* 


This is because Hastings (and only Hastings) has 

—an entirely different type of filtering material that 
sorbs dirt far beyond the capacity of ordinary filters. Many 
millions of selected cotton fibres—pressure packed —trap 


the dirt and keep the oil clean. 
Recommend Hastings Cartridges with every oil change. 
You'll have more satisfied customers, and you’ll have more 


profitable, repeat business. 


Resin- impregnated Diesel fuel filter Improved 
HI-FLO cartridges with AIR CLEANER FILTERS 


paper-type “= S) RESINITE rem (dry type) 


. Ha 
* ‘ 


cartridges 


ctural strength, pos 
built in seals at both ends, felted in- 
ternal gaskets at top and bottom fora more 
dependable seal against edges of paper 
" Hastings Hi-Flo Cartridges usually exces 
ng manufacturers’ specifications 


HASTINGS MANUFACTURING CO. 


Engineered Exclusively for Replacement Service HASTINGS, MICHIGAN 


Oil Filters, Piston Rings, Casite, Spark Plugs 


\ 





FOR NEWER 
TYPE ENGINES... 
CHROME C-9 


“ 
Ex; Act 


4a 


4 


FOR OLDER 

TYPE ENGINES 
CHROME SPIRO-SEAL 
will f 


Expa 


SMART MOTORISTS WANT RAMCO RE-POWERING 
to stop oil pumping fast! 


Of course, they don’t Know they want RAMCO 
rings—but their cars do! 


So do you! Smart engine men know there’s only ONI for your particular job—old engine or new. You'll get 
ring line that makes them DOUBLE SURE to give Cus- the Chrome C-9 or the Chrome Spiro-Seal, whichever 
tomers immediate side-sealing oil control—RAMCO _ is best for the engine. 

10-Up Piston Ring Sets. That’s why you’re DOUBLE SURE with RAMCO! 

There’s a double reason for that—only RAMCO gives __ Be smart! Be DOUBLE SURE of customer satisfaction. 
you the right circumferential expansion action* oilring See your RAMCO Jobber today. 


PeuELe sume casscol ane 


RAMSEY CORPORATION, ST. LOUIS 8, MO.,SUBSIDIARY OF THOMPSON PRODUCTS, INC. 


Copyright 1958 Ramsey Corporation R-401 





